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How to make wood ‘grow’ white 


S LONG AS TREES GROW, men will bleach 
wood pulp to make white paper. And 
whenever best results are called for, hydro- 
gen peroxide will play a big part in the 
bleaching job. 

To keep pace with industry’s increasing 
need for hydrogen peroxide—not only as a 
bleach, but as a purifier, rocket propellent, 
and convenient source of oxygen for chemi- 


cal reactions—Shell Chemical built a large 
new plant to manufacture peroxide for 
every use. 

7 7 7 
Shell Chemical continues to serve industry 
by providing an economical 
and dependable source of 
such vital chemicals as hy- 
drogen peroxide. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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You can tell 


the SiS 'F man ~ 
by the length of his product line! 


The SSF man offers you all four of the basic enced engineer with a record of solving all kinds 
types of ball and roller bearings in many thou- __ of bearing problems. Also, he’s backed by versa- 
sands of sizes—the most complete line of bear- tile application engineers and bearing design- 
ings made today! He's quick on delivery—no ers. Why not simplify bearing purchases for your 
matter where you're located, and he’s an experi- plant by calling the S&F office nearest you? 


EVERY TYPE EVERY USE 


okKF. 


S&F INDUSTRIES INC... PHILADELPHIA 32. PA 


Spherical, Cylindncal, Ball and “Tyson Tapered Roller Bearings 


REG. Uv. S. PAT. OFF 
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For Fast, Dependable Service, Coast-to-Coast --- 
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Mark your 
Purchase 
Orders 





Purchasing Executives.-- 


_.. from coast-to-coast are finding out they can eliminate their 
shipping worries by marking orders “p-C”. 


mi WW 


2 


7] 


D-C’s direct, coast-to-coast motor carrier service assures you 
these benefits: 
° D - Cc 1s FASTER —One-carrier direct service from coast-to-coast. 


2-man sleeper cabs go straight-thru with no transloading — cuts 20% 
off running time. 


° D = Cc is SAFER—One-carrier responsibility from pickup to delivery 
assures safe arrival, speeds tracing. 


D - c 1S MORE DEPENDABLE—One-carrier control means expe- 
rienced personnel, modern equipment and facilities all the woy- 


Join the ever-growing list of satisfied Purchasing Executives who 


have found the answer to shipping problems — specify pD-c—. 
the coast-to-coast choice for coast-to-coast service! 


ONE 
STEP 
ACROSS 
THE 








TERMINAL CITIES 





TIT PE 


Albany, New York. - UN. 9-8416 Los Angeles, Cal... - AN, 1-0241 
Buffalo, New York RE. 3910 +Nashville, Tenn CH. 2-5284 
Chicago, Ilinois - New York, New York. LO. 4-3320 
Cleveland, Ohio - (N. Bergen, N. 4-)- UN. 3-0900 
Colo. Springs, Colo. - - t{Owensboro, Kentucky MU. 3-5363 
Denver, Colorado... - Phoenix, Arizona AL. 8-532! 
Detroit, Michigan Pueblo, Colorado. - --- Ul. 3-4425 
Evansville, Indiana. «+ «it - St. Lovis, Missouti. - - « CH. 1-7830 
Kansas City, Mo .3- Seattle, Washington. .MA. 4-3850 
tLouvisville, K ME. 6-1361 Syracuse, New York. .GR. 1-4103 


{DC operators of Eck Miller—Terminol Cities 





OFF-LINE SALES OFFICES: 


Atlanta **indianapolis **Rock Island, lil. 
Boston * milwaukee San Francisco 
** Cincinnati Philadelphia South Bend, Ind. 
*Dayton *Portiand, Ore. **Toledo 
**DeKalb, Ill. Rochester, N.Y- Washington, D. C- 
**Ft. Wayne 
*Wwith Trailer Pool **Trailer Poo! Only 





DENVER CHICAG 
HICAGO 
TRUCKING CO., INC. 
The ONLY Coast-to-Coadt Carrier. 
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A washing machine that uses 
sand instead of soap 


B. F. Goodrich improvements in 


Problem: A torrent of sand and water 
— 15,000 gallons every minute—cifcu- 
lates in and out of that cone-shaped 
tank. It’s a huge washing machine in a 
coal mine that makes sure users get all 
coal, no unburnable rocks in their fur- 
naces. As coal swirls through this thick 
mixture of sand and water, rock and 
shale sink to the bottom, are drained 
out. The coal, being lighter, is skimmed 
off the top. 

But how to pipe the sandy mixture 
in at different levels was a problem. It 


rubber brought extra savings 


would wear holes through metal pipe 
in no ume. 

What was done: Company engineers 
remembered that a rubber hose devel- 
oped by B.F.Goodrich had given un- 
usually good service handling rough 
materials in another installation. This 
hose is made with a special lining of 
the toughest wear-resisting rubber 
known. The rubber is so rugged that 
on many jobs it outlasts the hardest 
steel 10 to 1. 

Savings: Some 42 lengths of B.F. 





Goodrich rubber hose were installed 
You see several sizes of it in the picture, 
delivering sand and water to the tank 
The coal company’s chief engineer 
expects this hose to last six or seven 
years — many times longer than pipe 


Where to buy: Your B.F.Goodrich dis- 
tributor has the exact specifications for 
the B.F.Goodrich hose described here. 
And as a factory-trained specialist in 
rubber products, he cam answer your 
questions about a// the rubber prod- 
ucts B.F.Goodrich makes for industry. 
B.F.Goodrich Industrial Products Com- 
pany, Department M-424, Akron 18, Ohio. 


B.E in 00 drich industrial rubber products 
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Millions 
of operating dollars 
are waiting to be saved 


(by plant managers who adopt 
organized lubrication) 


Concept of Organized Lubrication to save cash in 5 areas of plant 
operation is proving to be a most fertile field for plant-wide cost 
contrsé!. Two reports now available from Texaco on opportunities, 


methods, case histories. 


“Millions of dollars have already been 
saved inthe operating costs of plants 
where management has recognized 
the importance of lubrication and has 
organized planned lubrication pro- 
grams. Millions of dollars are waiting 
to be saved in plants where manage- 
ment has not yet become aware of 
the benefits of organized lubrication.” 

The entire July, 1958, issue of 
Lubrication magazine is devoted to 
“Organized Plant Lubrication.” The 
statement above summarizes the 
issue’s findings. 

In effect, this and other writings 
on the subject reflect the fact that 
here is a relatively new and certainly 
fertile field for real cost savings in 
plant operations. 

There’s enough evidence in to 
cause excitement among the experts. 
Among the experts are the men who 
are putting Organized Lubrication to 
work—the plant managers and their 
team of engineers. 

For, in assuming the large burden 
of satisfying the corporate measure 
of profit and loss on their units, plant 
managers have been quick to adopt 


new concepts and practices that result 
in plant-wide savings, such as planned 
overhaul, professionalized purchas- 
ing and organized quality control. 

Most of these have been cost-con- 
trolling programs. So is Organized 
Lubrication. From the evidence in so 
far, this can prove to be one of the 
most fertile of the new plant man- 
aging practices. 

Why? Because Organized Lubri- 
cation can create cash savings in five 
ways, ininventory, production, down- 
time, maintenance and equipment 
life. Once adopted as plant practice, 
Organized Lubrication is placed in 
harness by plant engineers, produc- 
tion superintendents, maintenance 
superintendents, and purchasing 
agents. 

Let’s acknowledge now that lubri- 
cants alone, no matter how excellent, 
are not the secret; rather, it is the 
setting of goals, the organizing of 
methods, and the expertness of men 
who can combine a knowledge of this 
new opportunity with an understand- 
ing of plant practices and lubrication. 

In plants throughout the country 


Texaco’s planning book has been 
studied and put to use. Some large 
corporations have adopted its recom- 
mendations on a staff level, or have 
set up committees to study the sub- 
ject. Many plant units report savings 
from 10 to 100 times the cost of the 
lubricant used! 

If you are a member of a plant 
operating group, or if you are con- 
cerned with cost control in many 
plants, you will find this subject well 
worth an introductory 10 minutes 
or so. 


SEND FOR TEXACO’S NEW GUIDE 
FOR ORGANIZING LUBRICATION 


Limited quantity available; 
please attach coupor to your 
company letterhead 


The Texas Company 
Dept. P61 

135 East 42nd St. 

New York 17, N. Y. 
Please send me 
Management Practices 
that Control Costs 

vie Organized Lubrication. 


(CL! would also like the July issue of 
Lubrication Magazine (published by Texaco). 


Name Title. 
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Only 


V-Belts 


with the 


Green Seal 
give you 


mensional stability — Unsurpassed steel cables or 
exclusive Triple-Tempered (3-T) Cords provide true 
dimensional stability from factory to drive. 


— that assures you of — 


itched sets that stay matched — Sets of belts are 
matched to the closest standards. And they stay 
matched under all conditions of storage. 


simum stretch on the drives — Belts on multiple 
drives work as a team. You eliminate “loafers” — or 
overworking any of the belts. 


— and you also get — 


» modulus = You get the greatest possible resist- 
ance to shock-loads. You’re protected from power loss 
due to “creep.” 


ction balance —Covers have the ideal coefficient of 


friction. No sticking or grabbing in the grooves. 
And no dusting. 


Precise measurement of every Goodyear V-Belt and cod- 
ing to unusually fine tolerances prepare the way for 
more exact matching of sets—at factory, warehouse, or 
by distributors. The built-in quality of Dimensional Sta- 
bility assures that belts stay matched, for life. 


mildew immunity — You’re safe from the effects of 
moisture — in use or in storage. Stand-by belts are 
always ready for use—no matter how long you keep 
them. 


—and all that pays off in— 


—maximum, trouble-free horsepower hours—at mini- 
mum cost —on any and every drive in your plant. It’s 
easy to see why you should see your Goodyear Dis- 
tributor for details. Or write to Goodyear, Industrial 
Products Division, Lincoln 2, Nebraska, or Akron 
16, Ohio. 


DIMENSIONALLY STABLE V-BELTS with the GREEN @ SEAL by 


GOODFZYEAR 


THE GREATEST ‘he IN RUBBER 


Note: Constructions shown apply only to belts up to 112” in length 


Watch ‘Goodyear Theater’ on TV—every other Monday, 9:30 P. M., E. D.T. Compass, E-C Cord, Hy-T, Green Seal~—T. M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 
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Straws in the Trade Wind 





& MEETING THE COMPETITION—Here’s 
some good news for P.A.’s: freight rates on 
iron and steel products are expected to be cut 
October 15 by thirty railroads in the Midwest. 
The reason—to meet increased competition 
from truckers who have been boosting their 
share of the market. Reductions will range 
from 20 cents to 33 cents a hundred pounds. 


& CENTRALIZED DEFENSE BUYING?— 
There’s a sleeper in the recently passed Defense 
Reorganization Act. A little publicized section 
of the Act gives the Defense Secretary authori- 
ty to appoint any one of the services as the 
centralized purchasing agency for specific com- 
modities. Example: the Army might be given 
the job of buying shoes for all three services; 
the Navy might be handed the responsibility 
for purchasing all optical equipment. As any 
P.A. would be quick to realize, centralized buy- 
ing by the Defense Department couldn’t help 
but result in dramatic cost reductions. 


& GUNNING "EM DOWN—A three-barreled 
gun that sprays a thin coating of reinforced 
plastic is catching the fancy of purchasing 
agents from coast to coast. It has been used 
successfully for industrial maintenance and for 
spraying a variety of production and experi- 





Index, 1947-49= 100 





For the P.A.'s Hot File... 


Keep your eye on the copper market. 
There’s a good chance copper will firm 
considerably in the next few months. 
Behind the pickup: (1) the general in- 
crease in industrial production, (2) 
stepped up construction activity, (5) 
buying to replenish inventories. Higher 
prices will very likely accompany the 
demand surge. A 30¢-per-pound level 
doesn’t seem too far away. 











mental products. Built around a pair of handle 
bars, the gun has movable nozzles that dis- 
charge streams of gummy polyester resins 
from pressurized tanks. The resins meet 
chopped strands of glass fibers an instant be- 
fore the mixture hits the surface that’s to be 
covered. Smoothing with hand rollers or 
brushes completes the process. 


® GREATER CAPITAL OUTLAYS—lIt looks 
like management is stepping up its capital out- 
lay budget for the fourth quarter. The govern- 
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The consumer price index con- 
tinues to rise, although the rate 
has tapered off somewhat in re- 
—| cent months. The latest govern- 
ment report puts the index at 
123.9 percent of the 1947-49 figure, 


0.2 percent greater than the 


previous month. 
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Wavometer test for ball race surface 
finish. One of many checks to assure the 
highest degree of accuracy in New 
Departure precision bearings. 


fr 


FOR PRECISION LOCATION... 
PLUS WIDE ADAPTABILITY 


NEW DEPARTURE BALL BEARINGS 


New Departure angular contact ball bearings are available 

in a full range of Extra-Light, Light and Medium Series, to 

all precision specifications. They give the designer a wide 

variety of bore, outside diameter and width relationships 

and mounting methods. 

Made to light, medium and heavy preloads, and ground for 

universal mounting in any of the duplex arrangements or 

separated by spacers of equal length, they assure exact loca- Checking bearing face flushness under 
tion of shafts or spindles under load conditions of every kind. axial loads, 


For full information, send for free booklets BA and DD on design and application. 


1908-1958 
willie 
= 


ay pa nok 
Ss 
FORWARD FROM FIFTY 


EPARTURE 
DIVISION OF GENERAL/MOTORS, BRISTOL, CONN, 


NOTHING ROLLS L/KE A BALL 
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ment says new plant and equipment spending 
has reached the lowest level and will begin turn- 
ing upward in October, November and Decem- 
ber. This will bring a much-needed lift to a 
depressed sector of the economy. 


> MAIL ORDER CUTS—Prices in mail order 
catalogs are still dropping. Price cuts in the 
Montgomery Ward fall catalog average 10%, 
and come on the heels of a 2.5% cut announced 
several months ago. 


> THE PREMIUM PITCH—Not new, but a 
trend that’s growing, is the offer of a premium 
for a purchase order. Premium catalogs show- 
ing all sorts of tempting items are sent to pros- 
pective buyers. The catalog sales pitch goes 
like this: “With an order for 100 widgets you 
get your choice of a transistor radio, reflex 
camera, or self-winding wrist watch.” Buyers 
in the 1000 widget class can choose among 
washers, air conditioners, TV sets. The pre- 
mium offer is probably aimed at the backdoor, 
but that doesn’t make it smell any sweeter. 


®& BETTER BUY FOR THE BUCK—Congress 
seems to be waking up to fact that tremendous 
savings can be made in military buying by the 
use of modern industrial purchasing techniques. 
A bill, to be introduced at the next session by 


QUOTE Bo aailt Le nebocdsbeceeesebidbeeed 


The possibility that steadily rising prices will cause 


Senator Leverett Saltonstall (R. Mass.) would: 
(1) simplify manufacturing specifications in 
defense contracts, (2) allow local negotiators 
to make some of the decisions that formerly 
needed a Pentagon OK, (3) put as much em- 
phasis on quality as on price in selecting con- 
tractors, and perhaps most importantly, (4) 
encourage greater use of negotiated contracts. 


& GAS TURBINE AUTO ENGINES—Those 
gas turbine automobile engines may not be as 
far off in the future as you think. Ford says 
that two major obstacles to the use of this en- 
gine have been solved—turbine wheel cost and 
heat exchanger performance. The company says 
the gas turbine will be ready for production “in 
the foreseeable future.” 


® R&D COSTS UP—Expenditures for re- 
search and development in 1958 are up 4% over 
last year, says the American Management As- 
sociation. R&D costs in 1957 averaged 2.8% of 
sales, with instruments—at 5.2%—leading the 
way. Most industries showed a rise in their re- 
search budgets this year, with the greatest in- 
crease chalked up in transportation equipment. 
Usually R&D work means the P.A. has to 
plunge into markets he’s not too familiar with. 
It’s a challenge but it’s also stimulating. 


a buyer’s rebellion has been hinted at by Joseph Holzka, 
president of the United States Savings and Loan 
League. “There is increasing evidence to suggest that 
rather than a period of stabilized prices, we may 
quickly re-enter a period when inflation will become 
the paramount national problem,” Mr. Holzka says. 
Urging all buyers to “insist on receiving as much value 
as possible for each dollar spent,” he notes that “in 
a time of inflation ... credit terms may often have to 
be tightened instead of liberalized.” When “people 
spend their money as fast as they can so that rising 
prices will not reduce the purchasing power of their 
income,” he declares, “creeping inflation has become 
galloping inflation.” 





Joseph Holzka 


Si Gs id B&H i >: 
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Look what paper is doing now: 


* New York underground 
* New weatherproof paper 
* Paper holds the fiqvor 


* Interlacing New York City’s un- 
derground are more than 5000 miles 
of big high voltage electrical cable. 
Almost every mile of this cable is 
insulated by paper...a specially 


purified, flexible, durable paper that 
is wound layer on layer around the 
copper conductors and encased in 
lead sheathing. It’s only one of 600 
different grades of Riegel paper. 

* “No Hunting” signs... and 
hunters’ licenses too . . . are no good 
if they collapse in mid-season. To 
stand all weather and abuse, they 
are printed on Riegel’s tough 
Weatherproof Bristol. Every fiber is 
treated to repel water, give high wet 
strength. Good for all outdoor signs 
and tags. _ 


* Betty Crocker’s Macaroon Mix 
relies on a special Riegel waxed 
glassine to hold its tasty freshness 
and flavor. Hundreds of tailor-made 


Riegel papers ... many of them new 
laminates of paper, polyethylene 
and foil. . . are now boosting repeat 
sales for the country’s leading foods. 
* If one of our 600 papers doesn’t 
fit your needs, we can almost always 
develop one that does. Write to 
Riegel Paper Corporation, P.O. Box 
250, New York 16, N. Y. 





* Explosive situation 
* Makes saving a pleasure 
* News for flexible packaging 


* Dynamite detonator tubes are 
made by winding a tough Riegel pa- 
per called “Red Detonator” around 
a mandrel. Needless to say, it’s an 


extraordinary paper, combining hig 
strength, weather resistance and easy 
formability with other technical 
properties. One more example of 
Riegel engineered papers. 

* Gone is the drab, gray envelope 
for bank books! Savings accounts 
now come alive with colorful print- 
ing, peek-a-boo windows, ingenious 
“Snap-it” flaps, slogans or special 
goals printed on front. For strength, 


color, and printability, many such 
envelopes now use Riegel’s Jersey 
and other strong Riegel papers. 

* Riegel’s new Indiana plant now 
adds many advanced new films to 
our extensive flexible packaging line. 
Look to Riegel for combinations of 
polyethylene, cellophane, Mylar®, 
foil, glassine, pouch paper... plus 
printing, waxing, coating. 

* Have you problem that may be 
solved by a better paper? Just write 
to Riegel Paper Corporation, P.O. 
Box 250, New York 16, N.Y. 


SS 
Now..what can we do for you! 





* Sifting dirty oil 
* “Brain control” cards 
>» Spoon bread in a box 


* Automobile oii filter elements 
have to combine extra strength with 
high uniformity, to trap microscopic 
particles while permitting a high 
rate of oil flow. Now paper is doing 
the job . . . Riegel’s resin-impreg- 
nated Oil Filter Paper... custom- 
made, closely controlled, resistant 
to both oil and water. 


* Tabulating cards become, for a 
brief instant, a vital, working part 
of the thinking processes of “me- 
chanical brains”. Unusual technical 
properties are needed for this paper. 


Riegel has met these needs many 
times, just as we stand ready to meet 
your special paper requirements. 


* Spoon bread in a box needs only 
one minute of mixing before it’s 
ready to pop into the oven. Fresh- 
ness and flavor of this new product 


f 

44 
are assured by twin pouches of 
Riegel Pouchpak*, polyethylene 
coated. Either of the twin packs 
may be saved for later use, or both 
can be prepared at the same time. 


>* Whenever you have a paper prob- 
lem, write Riegel Paper Corpora- 
tion, P. O. Box 250, New York 16, 


*T.M. 


TECHNICAL PAPERS FOR INDUSTRY 
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Industrial Fuel 
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Any WAY you look at it the 
buyer’s market in industrial fuels 
is in for a long stay. Short range, 
it will be strengthened by con- 
tinued price-cutting in both coal 
and residual fuel as suppliers try 
to work down overloaded inven- 
tories. Long range, it will feed 
on the fierce and growing com- 
petition among coal, residual fuel 
oil and natural gas. 

At the moment, business is bet- 
ter and fuel demand is up. But it 
would take a real boom—or an 
international emergency to tighten 
either market to any great degree. 


Discount Deals 


Residual oil is in plentiful sup- 
ply and there’s little reason to 
expect change here. Despite ten- 
sions in the Middle East, the Arab 
nations apparently have little in- 
tention of cutting their own eco- 
nomic throats by cutting off ship- 
ments of crude to the West. A 
good portion of U. S. imports of 
crude ends up as residual fuel oil. 

Add this to regular domestic 
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production and the _ relatively 
heavy imports of residual from 
Venezuela and you see why a top 
industrial fuel buyer describes the 
East Coast market as “sloppy.” 
“And,” he adds, “it’s only a little 
firmer in other areas of the coun- 
try that haven’t felt the full ef- 
fect of imports.” The over-all pic- 
ture: a soft market with oc- 
casional discount deals available 
for the smart buyer. 

The coal situation is about the 
same. The industry admits to a 
severe beating from foreign oil 
imports. The National Coal As- 
sociation recently reported: “In- 
dustrial consumers who might 
have burned approximately 40 
million tons of coal last year were 
lost to this flood of residual oil 
of foreign refineries.” 

It’s problematical that the as- 
sociation will have any luck in its 
drive against imports. Just a 
couple of months ago a Special 
Committee to Investigate Crude 
Oil Imports told the President that 
no restrictions on imports of 


residual oil are necessary at this 
time. And new Administration 
import proposals just announced 
(allocating imports on the basis 
of refinery activity) probably 
would result in more—not less— 
crude oil coming into the country. 


Cut-throat Competition 


Against this background there’s 
cut-throat competition within the 
coal industry itself. Marginal and 
non-union producers are under- 
cutting major operators’ prices up 
to $1.50 a ton in the New York 
area, for example. And from all 
over the country members of the 
Coal Committee of the National 
Association of Purchasing Agents 
report a plentiful supply, a gen- 
erally soft market, and price con- 
cessions by small and medium 
producers. 

What all this means to the fuel 
buyer was neatly summed up at 
the last N.A.P.A. convention by 
Frank Colegrove, executive vice- 


‘president of the Allied Oil Com- 
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you ever figure how much you 
i to have a man shovel snow 
pread chemicals? And what about 
ients, too? You pay a heavy 
if someone hurts himself on 
r premises. 


A SPANGRID snow melting system is 


rfect way to keep your driveways, 
ding docks, walks and ramps clear 
snow and ice—without the con- 
nt headache of keeping a special 
w to do the job. spANGRID is 


melting, radiant heating and refrig- 
ration systems. Because SPANGRID 


is quality-controlled from skelp to 
finished product, youcan be confident 
that you're getting a top-quality pipe. 


Make it steel... Make it SPANGRID; 
have your contractor get started on 
your snow melting system now. And 
for best results . . . specify sPANGRID. 


Send for this FREE BOOKLET 


“Snow Melting Systems.” It 
tells you all about snow melt- 
ting... its cost, its installation 
and maintenance, and how 
it benefits you. Write to us, 
or to your local SpaANG Dis- 
tributor for your free copy. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


GENERAL SALES OFFICE: 


TWO GATEWAY CENTER, PITTSBURGH, PA. 


. District Offices and Sales Representatives in Principal Cities 
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pany: “The coal-residual relation- 
ship tends to determine the upper 
limit of the residual price range. 
There is no shortage of coal in 
the United States; the supply is 
readily expandable. If residual 
gets too high-priced—regardless 
of the reason—coal, particularly 
on the East Coast, steps in and 
replaces it in many installations.” 

Natural gas is making a strong 
bid as an industrial field and has 
made a lot of progress, particular- 
ly in the Middle West. Federal 
regulation keeps gas prices fair- 
ly stable but there has been a 
small but gradual increase at the 
wellhead in recent years, One in- 
formed estimate is that natural 
gas prices will increase about one 
and a half to two cents a thousand 
cubic feet each year for the next 
few years. Despite this, it offers 
the other fuels stout competition 
on efficiency and has the advan- 
tage of eliminating the need for 
storage facilities. 





























The Buyer's Choice 


The vigorous competitive jock- 
eying among the fuels opens up 
some interesting areas for the fuel 
buyer, beyond the obvious one of 
negotiating the best contracts in 
a period of high inventory and 
low price: 

Transportation—Freight is a 
major element of cost in the pur- 
chase of fuel. Thorough investiga- 
tion of every possible means of 
transportation often reveals cost- 
saving opportunities. One major 
northern New England utility has 
reverted completely to coal as a 
power source. The coal comes by 
waterway and is trucked the rest 
of the way. In smaller plants truck 
delivery often eliminates handling 
costs and the possibility of de- 
murrage from bunching of cars. 

Technology—The coal industry, 
particularly, has made _ great 
strides in research and develop- 
ment under the goad of competi- 
tion. Both quality and methods 
of utilization have improved 
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Special Industry Report: 


Purchasing Previews 


rapidly in recent years. The alum- 
inum industry’s return to coal 
in recent years is significant re- 
cognition of this fact. An in- 
teresting observation on the im- 
proved quality of coal comes from 
J. K. Gillenwater, director of pur- 
chases for the Tennessee Eastman 
Company: “I believe the quality 
of coal from most of the mines is 
the highest it has been in the past 
15 years. This means the buyer is 
obtaining more value for his in- 
vestment, even at the same price 
per ton.” 

Dual Equipment—Many users 
are equipping themselves to take 
advantages of competitive condi- 
tions in two or more fuel mar- 
kets. A few years ago 43% of the 
respondents in a PURCHASING 
Magazine Opinion Poll reported 
that their companies had installed 
multiple or stand-by burner 
equipment capable of using dif- 
ferent types of fuel. Another 11% 
said their companies intended to 
install such equipment. It’s a safe 
bet that the trend is continuing. 

Norman Sims, general purchas- 
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ing agent-fuels, American Cy- 
anamid Company, stated recently: 
“We have a plant that consumes 
about 35,000 tons of coal per year. 
We have changed from coal to oil 
and oil to coal and back to oil 
again during the last six years. 
Each time we saved a lot of money 
even though it costs about $1,- 
000 to make the conversion. If 
there is any possibility of using 
two or more fuels, I would rec- 
ommend that you fight for dual- 
firing methods when purchase of 
new equipment is considered.” 


Outlook Favors Buyer 


Summing up, the industrial fuel 
market presents this picture: 
Supply is good across the board; 
prices are generally stable, with 
some soft spots, and should re- 
main that way for at least the 
next couple of months; competi- 
tion will remain keen for years. 
All of which adds up to a com- 
fortable situation for the smart 
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Loss of rich U.S.-Western Europe market would mean economic disaster 
for oil-producing Arab nations. Flow of oil from that area will continue 
despite current tensions. Cross-hatched areas are in Red bloc. 


13 


Be ol 


% 
Beene 


1 


peu 


















a 


ST TTTETILOI TT TTT 1 


2) 





buy 

Scott Towels 
for 

many 


reasons: 


Mr. Byron E. Horn, Purchasing Director of Munsingwear, Inc., says: 


“Scott towels cut costs and give Munsingwear 


employees the soft, clean, efficient drying they like!" 


Most of the employees at Munsingwear, Inc., replaced often, weren’t always as fresh and clean 
Minneapolis, are women . . . and they appreciate as employees like towels to be. Says Mr. Horn: 
the sofiness and cleanliness of Scott Towels. “With Scott Towels we’re saving money—but 
Men working in the machine shop, printing — the most important thing is that our employees 
and shipping departments like the drying effi- like them. Here, the emphasis is always on 
ciency of Scott Towels—because these men get people, and we feel that in providing Scott 
their hands much dirtier, use towels frequently. products management is providing employees 
Roll type cloth towels were expensive, had to be with the finest!” 


Your Scott distributor is always nearby, with complete stocks and ideas 
SCOTT ;PAPER } 0" cutting costs. He's listed in the Yellow Pages under ‘‘Paper Towels.” (And 
watch ‘Father Knows Best"’ on CBS-TV.) 


Scott UHA Towels Scott Muiltifold Towels Scott-Singlefold Towels ScotTissue 





PURCHASING OPINION 





Does Bad Business Bring 
Better Selling? 


“At long last, salesmen have got to go out and actually sell.” That is one re- 
action to the business recession that bottomed-out last April. The fact is the econ- 
omy does depend to a large extent on the collective abilities of thousands of 
industrial salesmen to create new markets for their products. There is little doubt 
there is now more money spent on selling than ever before. But is it effective? 
No one knows the answer better—or benefits more from genuinely creative in- 
dustrial selling—than the purchasing agent. Here are the views of a representative 
group of purchasing executives: 
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1. What effect has reduced 3% 33% 
business had on your relations . soceteneeseess 
with suppliers with respect to: Service? a SE 


5% 3 
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Delivery? 


2. Have you noticed any in- 
crease in the number of “cold” 
calls from salesmen represent- 
ing firms you’ve never dealt 
with before? 
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3. Are suppliers more willing 
to agree to negotiated price 
reductions than they were a 
year ago? 
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Where are we? 


How’s your geography? Can you spot where you are on the 
maps? If you’re a little rusty, you’ll find the answers listed in 
the box at the right. 

The point of this geographical guessing game is to illustrate 
that there’s no guesswork involved in locating where we— 
CHAIN Belt Company—are located. In all the cities illustrated 
on the map sections above, you will find either a CHAIN Belt 
plant, warehouse, sales office or distributor. You will find them, 
too, in every principal city throughout the United States and 
the world...a strategically located network of trained special- 
ists within easy reach of your requirements. We’re as close as 
your telephone directory! 

Your local CHAIN BELT man or distributor is ready to 
help you with your problems involving chains, sprockets, 
roller bearings, bucket elevators, belt idlers, flexible couplings. 
CHAIN Belt Co., 4670 W. Greenfield Ave., Milwaukee 1, Wis. 


In Canada, write CHAIN Belt (Canada) Ltd., 1181 Sheppard Ave., 


East, Toronto, Ontario. 


BIeNzeUsA 
‘oqieoeieW 9 
esINL G 
emees p 
"sseWw ‘plen6Gurds ¢€ 
Byuepy A 
SSoxNeMIIN | 





io4uy OM e480uUmM 


CHAIRS! ser 


For More Information Write No. 163 on Inquiry Card—Page 32 


PuRCHASING 





jiaseneene 


ace Renee 


Purchasing Opinion 





4. Have you noticed any increase oe 
in “back door” selling efforts di- 
rected to engineering or manu- Ses ok 


facturing personnel? 





Yes 22% No 78% 


5. Have you had increased pres- By your re 
sure to place business on a re- management 


ciprocal basis: Yes 34% oa No 66% 
From suppliers (who are = ss 
also customers)? 


6. Do efforts at back door selling 
or reciprocity prejudice you 
against the offending salesman? 








Lack of knowledge of 60% 

product being sold 

Lack of knowledge of 68% 

customer's problems 7 
7. Some say salesmen have for- 


gotten how to sell. What qualities ‘ 
do you find most lacking in the Unpleasant personality ee 18% 
salesmen that call on you? 





(Also mentioned quite frequently was the 
salesman who wasted the buyer’s time talk- 
ing about trivialities, the high pressure oper- 
ator who knocked competitors’ products, and 
the salesman who wanted the order but 
didn’t want to be bothered giving any service.) 
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What’s the worst 


You might try dropping it (filled) on 
a metal floor . . . compressing it... 
bouncing it in a revolving drum. 


These are just a few of the ordeals corru- 
gated board and boxes undergo before the 
finished container is delivered to your 
plant. No single one is “‘worst’’ or “best’’, 
or will give a true measure of overall per- 
formance. Yet each is uniquely important. 


Some of these tests, made on Union Board 
and Boxes, are described here. They repre- 
sent another part of Union’s structural 
design service to all shippers. 


What you 


should know During rail or truck shipment, your box 

‘ must be able to withstand the shocks of 

about testing of sudden stops and turns. To measure its 

. impact resistance, filled box is shot down 

Union Boxes an inclined runway and bounced against a 
solid backstop. 


1. Shock treatment 


1. Impact test 2. Mullen test 


PuRCHASING 





3. Torsion-Tear test 
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2. The bursting “barometer” 


A railroad ride can be rough experience. 
That’s why boxes shipped this way must 
meet minimum standards for bursting 
strength of board as set by Freight Classi- 
fication Rule 41. If they pass this trial, 
known as the Mullen Test, they’re ready 
for the worst jolts and jerks. 


3. Testing for tear 


Box flaps are scored to make them fold and 
unfold easily at your plant and at final 
destination. The easier the better. But 
during scoring some strength at that point 
must be lost. How much, and how much 
is retained, is measured by the combined 
Torsion-Tear Test. 


4. “Squeeze-box” hazard 

Whatever your product it will be subjected 
to all sorts of pressures on all sides during 
shipment and storage. The Compression 














4, Compression test 


fin? 
veal 


punishment you can give a box? 


Tester anticipates these forces. It squeezes 
empty box till collapse to test for rigidity 
and stacking strength . . . helps weed out 
possible trouble sources such as poor ad- 
hesion, scoring, joints and corrugations. 


5. Down she goes! 


Bad falls are among the commonest causes 
of failure. The Drop Test—repeated flat- 
on-face and corner drops of loaded box on 
to a metal surface—provides a real gauge 
of the box’s resistance to sudden shocks. 
Test also checks suitability of tape and 
strength of manufacturer’s joints. 


6. Taking a tumble 


It takes a tough box to survive the Drum 
Test’s “black-and-blue” treatment. Drum 
rotates, box inside tumbles against fixed 
metal obstacles until it finally fails. Test is 
an excellent gauge of the durability of fac- 
ings, flutes, seams and interior packing. 


5. Drop test 6. Drum test 


Write for new, informative booklet, “Quality Control of Corrugated Boxes.” 


ONION BOXES 


UNION BAG-CAMP PAPER Corporation 


233 BROADWAY, NEW YORK 7, N. Y. 


Factories: Savannah, Ga., Trenton, N. J., Chicago, Ill., Lakeland, Fla. 


Sales Offices: Eastern Division—1400 E. State Street, Trenton, N. J. 


Southern Division—P.O. Box 570, Savannah, Ga.; P.O. Box 454, Lakeland, Fla. 
Western Division—4545 W. Palmer, Chicago, Ill. 


For More Information Write No. 164 on Inquiry Card—Page 32 





industry’s chemicals: 





WHAT’S MAKING NEWS? 


There’s a new mood of self-examination evident in Ameri- 
can business and industry today. Every element that can pos- 
sibly affect the cost-price squeeze comes in for its share of 
scrutiny. Even plant safety is being carefully re-examined. 
Reducing waste and hazards earns just as important a dollar 
as increasing sales. Many Dow chemicals are making sig- 
nificant contributions in this area of safety and savings. 


MOTOR MAKER K.O.’S FIRE HAZARD 


If the plant fire chief's job is 
tess than ‘‘4-alarm” these days, 
some credit goes to Chloro- 
thene®, the new Dow metal- 
cleaning solvent that cleans 
with top efficiency yet has low 
toxicity, no flash or fire point! 


Production cleaning of metal may 
seem like a pretty pedestrian operation. 
But in refrigerators, a clean motor 
can mean the difference be- 
tween effective cooling and spoiled 
foods—and damage to the manufac- 
turer's reputation. One of America’s 
largest manufacturers of electrical 
equipment discovered that cleaning of 
its hermetic stators had to be nothing 
short of perfect. Once the stator was 
placed in the sealed unit, it was too 
late to clean it! The job was done. 


stator 


News 
of Other 


Chemicals 


For years the manufacturer put up 
with old stand-by cleaning solvents be- 
cause, all things considered, there was 
nothing better . . . and they did clean. 
Finally, the penalty of flammability 
became too great. They tried emulsions 
and detergents; but the problem solved 
itself in one area, only to break out in 
another. 

What to do? Process engineers study- 
ing the problem contacted Dow tech- 
nical men known to be researching 
new solvents. Fortunately, Dow had 
just developed a revolutionary new 
cleaning solvent known as Chlorothene 
(1,1,1-trichloroethane, inhibited)  in- 
dustry’s first all-purpose low-toxicity 
industrial solvent with no flash or fire 
point. Dow technical personnel sup- 
plied property information and assisted 
the process engineers in establishing 
optimum cleaning procedures. 


SEPARAN® NP1O.. . . Extraordinary 
flocculant recovers solids that are in 
suspension. Pulp and paper and mining 
industries know it well. Settles waste 
recovery problems, too. 


Applied to the stator cleaning prob- 
lem Chlorothene was the complete an- 
swer. After Chlorothene had been in 
use for five weeks the engineers re- 
ported safer cleaning, of course .. . 
whistle-clean motor parts without af- 
fecting insulating resins . . . and many 
other important money-saving extras. 
Hazard of plant fires had been cut to 
the vanishing point . . . a point that 
is also a consideration in fire insurance 
rates. 

Another thing—there’s less product 
handling because cleaning is swift and 
certain, with fewer rejects and reruns. 
Solvent loss was cut, too . . . because 
Chlorothene can be recycled and re- 
claimed with practically no solvent 
evaporation. 

Chlorothene has proved itself an ideal 
solvent for the motor maker’s problem 
(and for many others, too). In clean- 


POLYOLS .. . Dow produces the 
“World's Widest Line of Polyols” . . . 
industrial glycols, amines, glycerine, 
many interesting newcomers. Write, on 
your letterhead, for folder. 


PURCHASING 





ing power it is the peer of any of the 
old-line cleaners. At the same time it 
has no flash or fire point by standard 
testing methods, which, of 
means that Chlorothene won't burn 
under most ordinary working condi- 
tions. And, for good measure, there is 
minimal toxicity. For example, where 
maximum allowable concentration of 
vapor of old stand-by solvents is as low 
as 25 parts per million, that of Chloro- 
thene is a whopping 500 ppm! 


course, 


LIFE INSURANCE 
for fresh fruit 


You may not read about post-har- 
vest decay of fresh fruits as a major 
crop disaster, but over the years it 
has taken a heavy toll of sales and 
profits from growers, packers and re- 


METHOCEL® . . . Versatile Methocel 
is a thickener, emulsifier, stabilizer, 
mechanical foamer, moisture retainer. 
Indispensoble in foods, paints, textiles. 
Write, on your letterhead, for booklet. 


SEPTEMBER 29, 1958 


tailers alike. It needn’t any more! 

A member of the strong defensive 
team of Dow industrial germicides 
and fungicides (known as Dowicide® ) 
is fighting bacteria and fungi on har- 
vested fruits and is cutting decay losses 
as much as two-thirds. In fact, one 
packer reduced decay loss in his 
oranges by 85% with Dowicide A! 

Fruit-saving treatment with Dow- 
icide A was developed and _ tested 
with the nation’s leading growers and 
packers. And, according to one Florida 
packer, “Treatment with Dowicide A 
has proven an easy, inexpensive way to 
lengthen the life of fresh fruits in 
packing, shipping and storage, and to 
insure our sales and profits. It even 
extends our market to foreign ports.” 

Fourteen Dowicide formulations are 
helping hundreds of industries fight 

Pah 


i 


CAUSTIC SODA .. 
reference handbook on caustic packed 


. New, complete, 
with graphs, charts, tables, informa- 
tion on handling and storage—every- 
thing you want to know about NaOH. 


the problem of bacteria and fungi, 
Treatment with one or more of the 
Dowicide products means a_ longer, 
brighter life for the products involved 
—from fresh fruits to lumber, paper, 
paint, petroleum, textiles, packaging. 
Dow maintains complete laboratory 
facilities for the solution of new prob- 
lems as they arise, and for the devel- 
opment of new products to meet spe- 
cific needs. 


PHARMACEUTICAL PROBLEMS 
—Dow can help 


For years the well-known Dow Dia- 
mond has stood for the highest purity 
and quality in fine chemicals. As a 
leading producer of acetylsalicylic acid 
for makers of aspirin and of bromides 
and brominated products essential in 
many of today’s “wonder drugs”, Dow 
has solved headaches for many of our 
country’s most important pharmaceu- 
tical manufacturers. 

Latest word from Dow concerns 
what is termed a multipurpose plant 
for pharmaceutical intermediates and 
other fine chemical developments. The 
idea is simple: For those products 
to which Dow can make a contribution 
because of basic raw materials, ac- 
cumulated technology, and research 
specialists, these facilities are available 
to supply semicommercial quantities 
of sales quality materials until full- 
scale production facilities are needed. 
Thus Dow is geared to work hand in 
hand with the customer through the 
critical period of product development 
and market evaluation. 


x. Sk. ® 


Detailed information is available from 
Dow on any of the forward-looking 
chemicals reported on here. Manufac- 
turers interested in protecting today’s 
profits and in creating new ones 

. are invited to write: THE DOW CHEMI- 
CAL COMPANY, Midland, Michigan, Chemi- 
cals Sales Department 852C. 





DOW CHEMICALS 
BASIC TO INDUSTRY 


Glycols, Glycol Ethers * Amines 
and Alkylene Oxides * Benzene 
Derivatives * Inorganic Chlo- 
rides * Alkalies and Halogens * 
Solvents * Germicides * Fungi- 
cides * Herbicides * Fumigants 
Hundreds of other Chemicals 
Plastics * Magnesium 


YOU CAN DEPEND ON 
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> Hew ROLLWAY 


TANDEM THRUST BEARING 


Using axial space along the shaft, rather than enlarging the housing 
diameter, this new Rollway tandem thrust bearing distributes the load 
over two or three stages of roller components. Gives 2 to 3 times more 
thrust capacity than conventional thrust bearings. Life expectancy is 
8 to 12 times longer depending upon the number of stages. 


Each stage comprises a rotatable bearing plate 

. a bronze retainer with thru-hardened steel 

rollers ...a compression sleeve...and a stationary 

bearing plate. The thrust load is applied to the first 

stage and is by-passed by each compression sleeve 
in turn to the remaining stage or stages. 


Calculated deformation of the bearing plates dis- 
22 sizes, up to 17” bore, tributes the load uniformly on all rollers. A greater 
34” O.D., and number of rollers in the first stage carries about 
2,325,000 Ib. capacity 60% of the load, without increasing the load per 
at 100 rpm roller. Compression sleeves have cross-sectional 
areas proportional to the load imposed. Roller vari- 

ance is held within one ten-thousandth inch. 











S t E this remarkable bearing at the 
AISE Show (Booths 479-80), or write 
Rollway Bearing Company, Inc., 541 Sey- 
mour Street, Syracuse 4, N.Y. for catalog 
sheet giving complete specifications. 














5 sizes, up to 17” bore, 1 | 


" : 4 27 
ae | 
34” ©.D., and om Vaca | |_| 
3,410,000 tb. capacity , Bi vw 
at 100 rpm ee 
| BEARINGS 
Tandem Thrust Bearing manufactured by Rollway Bearing Company, Inc. NE OF RADIAL AND THR e 
under U.S. Patent Number 2,374,820. 








ENGINEERING OFFICES: Syracuse « Chicago e Toronto « Cleveland + Seattle « San Francisco « Boston « Detroit » Pittsburgh « Houston « Philadelphia e Los Angeles 
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Washington Report 





@ For The Months Ahead 
—Controlled Inflation 


Dentcrr SPENDING by the 
government to the tune of $12.2 
billion during the current fiscal 
year is the biggest inflationary 
factor in the economy. 

What it means is that all during 
the year, the government will be 
borrowing money to make up the 
deficit, and for a large part of the 
needed funds, the government 
will have to go to the banks. 

When banks lend money to the 
government, they are in turn per- 
mitted by the Federal Reserve 
System to lend more money to the 
borrowing public—so there is 
more money in the economy. 

There already is enough money 
in the economy in the form of 
savings to take care of the gov- 
ernment’s deficit needs, but this 
investment money is looking for 
a higher return than government 
securities carry. 


How It Affects P.A.'s 


What is happening is that hold- 
ers of money see further inflation 
coming and they want enough of 
a yield on their money to com- 
pensate for what they feel is an 
inevitable decline in the purchas- 
ing value of the dollar. 

This is an old story during a 
time of inflationary spiral, and 
for the purchasing agent, a vital 
one. The basic question is one 
of timing—not whether prices 
over a period of years are on the 
way up, but whether prices will 
advance faster than the normal 
use rate of materials inventory. 

If prices will go up quickly, 
the P.A. can buy ahead. If the 
price curve is due to go up slowly, 
the P.A. turns cautious. If prices 
show signs of a break, inventory 
is held to a minimum. 

What is likely to happen in the 
current fiscal year? Federal Re- 
serve officials some time ago fore- 
cast that the government deficit 
would be on the order of $12 bil- 
lion, and this forecast has now 
been confirmed in the revised 
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estimates of the Bureau of the 
Budget. 

Government receipts will be 
$67 billion. Government will 
spend $79.2 billion. The receipts 
have been severely cut by the 
lower earning rate of industry and 
of individuals. Spending has been 
sharply increased by huge pay- 
ment to farmers in the price sup- 
port program, soil bank payments, 
and other farm aid measures 
(estimated at over $4 billion). 

Increase in military spending 
accounts for a big portion of the 
deficit. Government operations to 
stimulate home buying add an- 
other big lump sum to the budget 
deficit—as does the increase in 
unemployment benefits, and the 
higher cost of operating the postal 
service. 

The costs of operating govern- 
ment continue to increase. The 
upward wage spiral in industry 
has similarly affected government 
wages. 

The general conclusion is that 
the trend of higher wages, higher 
prices and higher costs of govern- 
ment will continue. 

At the same time, the Federal 
Reserve System will try to hold 
the check reins on the money 
supply so that there are no sud- 
den spurts. 

Inflation will creep. There will 
be no drastic moves by govern- 
ment to choke down recovery 
trends, and as long as unemploy- 
ment is close to the 5 million 
mark and industry is operating 
at well below capacity, govern- 
ment efforts will be pointed at 
stimulating business. 

Federal Reserve position is that 
business should not be overstimu- 
lated, and that the turn from re- 
covery to boom must be watched 
closely and caught in time. 

Key factors in how far and how 
fast the recovery cycle will go 
will be the auto industry and busi- 
ness spending for plant and equip- 
ment. 

In general terms, industrial pro- 
duction bottomed out in the sec- 
ond quarter of this year, and capi- 
tal spending will bottom out in 


the fourth quarter. (Turn Page) 





THIS PLUG 
STAYS 

| SAREE 

IN THE OUTLET 


GRIP PRONGS*— give 
dependable service on 
all electrical equipment. 
Available 


complete cords only. 


on the better 





GRIP PRONGS* 
Expand and actually 
grip sides of slot 











Positive electrical con- 
tacts—No strain. 
No damage 





1 Plug stays in—good contact even 

in worn outlets. 

2 Maintains best possible electrical 
connection. 

3 Prevents damage to the electrical 
contacts in receptacle. 


*U.S. Patents: 2,439,767; 2,671,205 
Canadian Pats: 438,585: 506,94¢ 


Beld FOR en 
SINCE 1902 
CHICAGO 


Magnet Wire © Lead Wire * Power 
Supply Cords, Cord Sets and Portable 
Cord ¢ Aircraft Wires © Welding Cable 
© Electrical Household Cords © Electronic 
“Wires @ Automotive Wire and Cable 


O4A0IES 
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We Make 
Them All 


When you need standard fasteners, 
regardless of diameter or length, 
Bethlehem is ready to serve you. 
We make standard bolts and nuts 
in thousands of sizes. They’re all 
top-quality fasteners, and in good 
supply, with same-day delivery 
on many items. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
Pacific Coast Bethlehem products are sold by Bethlehem 


Coast Steel Corporation. Export Distributor: Bethlehem Steel 
Export Corporation 
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Washington Report 





Survey made each quarter by 
the Department of Commerce and 
the Securities & Exchange Com- 
mission shows that industry in the 
current quarter of ’58 will spend 
slightly more on expansion and 
modernization than was spent in 
the third quarter. 

The pick-up, although slight, 
comes after four successive quar- 
ters when volume spent for plant 
and equipment dropped. 

Much depends on business con- 
fidence, and here the auto in- 
dustry could tip the scale. Public 
acceptance of new auto models 
would bring a rush of buying into 
many segments of the materials 
markets, and could quicken in- 
dustrial expansion. 


e See Improvement in 
Nonferrous Outlook 


Nonferrous metals show signs 
of stabilizing. Marginal mines 
have been shut down, and a rough 
balance has been struck between 
supply and demand. 

There is still an overhang of in- 
ventory, but this is being whittled 
down. Here again, the auto in- 
dustry could tip the scales and 
firm up copper markets. 

United Nations conference on 
nonferrous metals held earlier 
this month in London was for 
the purpose of stabilizing supply. 
It was decided that inter-govern- 
mental action was not needed at 
this time. This indicated that pro- 
ducing nations are confident that 
copper will stabilize without inter- 
governmental restrictions on out- 


Materials-Handling Made Easy 


NOELTING 


Faultless Casters 


PriceirneN 


Faultless 


These three Faultless Caster install- 
ations are examples of the versatil- 
ity and broad scope of the Faultless 
line. Whether you want to move 50 
pounds of delicate instruments or 
15 tons of sheet steel, Faultless— 
the ‘““Complete Line’ backed by 
nearly three quarters of a century 
of caster-making experience— 
assures you the right casters to 
best do the job. 


WORK SCAFFOLDS 


Series C900 Caster with dual 
acting brake which locks 
both swivel and wheel ac- 
tion—combines stability, 
mobility and safety for work 
scaffolds. 


FREIGHT HANDLING 
Series 900 and 9700 Casters 
enable one man to handle 
complete loading job. em | 
time has been cut in half an 
shipments go out more 
speedily. 


V-GROOVED TRACK 
ASSEMBLY LINE 

Series 600 Caster with 
V-grooved wheel elimi- 
nates ten handling opera- 


‘ tions in production as- 


sembly of refrigerator and 


freezer doors. 


put. 

Top analysts in the nonferrous 
field look for a gradual increase 
in copper prices to a 30-cent-a- 
pound level, and see supply and 
demand in good balance at this 
level. 

Efforts will be made to push a 
stockpiling program through the 
next session of Congress to give 
U. S. marginal producers a price 
that will keep them operating. 

However, in lead and zinc, ex- 
cess supply is a tougher nut to 
crack and there is little relief in 
sight for producers, except that 
as business generally improves de- 
mand will pick up—A. N. 
Wecksler City 


Your nearby Faultless Industrial Distributor 
maintains a substantial inventory of Faultless 
Casters for immediate delivery. He and one of 
the strategically located Faultless Sales Engi- 
neers are available to work with you on every 
handling problem in your plant. Both are listed 
in the phone book Yellow Pages, under “Cast- 
ers,” beneath the Faultless heading. 


Faultless Caster Corporation evansvitte 7, INDIANA 
Send Free copy of condensed 20 page Caster Catalog, 157-G 
Name Title— 


Firm 


Address 





Zone State 
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" Haven't needed any 
of ‘em, u. B, since we 
standardized on Bostitch 


staplers and staples. Best 
production headache cure 
lve ever found. 























Don’t fall victim to fastening headaches. Avoid 
them with the right combination of Bostitch sta- 
plers and Bostitch staples. Don’t be misled by 
“look-alike duplicates” of the Bostitch real thing. 

We make over 800 staplers, more than 200 
kinds of staples. There’s a combination for head- 
ache-free fastening of everything you can fasten 
with staples. 

You can get precisely the stapler and staple 
you need for your production job quickly and at 


Fasten it better and faster with 





fair prices. With them come the most thorough 
technical and service assistance in the business. 
What you really get when you standardize on 
Bostitch staplers and staples is long-term, low- 
cost, trouble-free fastening. 

Let us show you how we can help relieve or 
prevent production headaches, too. Call a Bostitch 
Economy Man. He’s listed under “Bostitch” in 
your telephone directory. He’s nearby waiting 
for your call to offer his help. 


BOSTITCH 


STA.PLERS AND STAPLES 


729 Briggs Drive, East Greenwich, Rhode Island 
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Interstate Drop Forge Company— 


20 Years a Cities Service Customer 
and Still Forging Ahead! 


The modern way to cut a die is typified 
by die sinking machine, one of many at 
Interstate Drop Forge Company. All 
die sinking machines are lubricated by 
Cities Service lubricants. 


With production running at roughly 
1000 tons per month, Interstate Drop 
Forge Company of Milwaukee is one 
of the largest forging concerns in the 
Wisconsin area and growing all the time 

An integral part of this growth story, 
Cities Service is proud to have filled 
Interstate’s lubrication needs for the 
past 20 years 

Drop hammers...helve hammers. . 
upsetters . forging rolls . . . shapers 

. automatic metal saws. These are but 
a few of the diversified machines lubri- 
cated by specially tailored Cities Service 
oils and greases 


Actually, in a plant of this type with 


so many differing pieces of machinery, 
it would be possible to have as many as 
25 different lubricants. But, Interstate, 
with the aid of their Cities Service 
Lubrication Engineer has been able to 
standardize on twelve Cities Service 
lubricants. 
Streamlining . . . standardizing . 

improving. These are some of the serv- 
ices a Cities Service Lubrication Engi- 
neer can render for your operation, too. 
Ask him to make a free lubrication 
survey of your plant. Call the nearest 
Cities Service office or write: Cities 
Service Oil Company, Sixty Wall Tower, 
New York 5, N. Y. 


CITIES &) SERVICE 


SEPTEMBER 


@UALIT 


TROLEUM PRODUCTS 
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. . while our color-fast grade dis- 
perses freely... uh.. WHOOPS! CHEMICALS, METALS, MINERALS FOR THE 
CHEMICAL PROCESSING AND METALWORKING INDUSTRIES 


METAL & THERMIT 
CORPORATION 
GENERAL OFFICES: RAHWAY, N. J. 


@ Plating processes, materials @ Ceramic opacifiers 
© Stabilizers for vinyls © Welding electrodes, machines 
@ Plastisols, protective coatings 
@ Titanium and Zirconium minerals 
, @ Metals and alloys 


Shere your Purchasing Department humor with us 
«+ Thanks for this smile go to: 


Mr. Donald T. Keliher, Dir. of Purchases 
United States Metal Refining Co. 

Subsidiary of American Metal Climax, Inc. 
Carteret, New Jersey 


For More Information Write No. 173 on Inquiry Card—Page 32 


PuRCHASING 





Best Buy in Bagclosers! 


New Bagcloser 
Model 171 


ONLY 


$2690: 


COMPLETE WITH 9° 9” 
SELF-LEVELING CONVEYOR, 
INSTALLATION and TRAINING 
FOR YOUR OPERATORS 


Change your ideas about output and costs! 


Precision-engineering brings you new Bagcloser 171. 


The most efficiency and versatility for your production dollar. 


Longest Conveyor. 9’9” Hy- 
draulic “barber shop” height setting! 
Men stand erect. Plenty of elbow-room 
between fill spout and sewing head. 
Automatic Stitcher Head con- 
trolled by bag passage. No inefficient 
one-leg hop; no tiring stoop or bend. 
Fast—Up to 20 bags a minute with 
two men, 8 a minute with one, stead- 
ily, because it doesn’t tire workers. 

Most Economical and versatile 
machine for chemicals, feed, fertiliz- 
ers, and consumer units in SOM paper 


bags. Caster-mounted, it works with 
all weigh machines and adjusts to 
spout height. 


Handles Bags 14%” to 30” 
High—(Filled bags; distance from 
conveyor top to sewing line given). 


Explosion-Safe and Trouble- 
Free—Pneumatic-clutch sewing head. 
Welded steel construction. Ball and 
roller bearings. Standard model wired 
to Nema 4 specs. Furnished to Nema 7 
or 9 specs. at 1/3 optional cost of 
other machines. 


INTERNATIONAL PAPER COMPANY 
220 East 42nd St., New York 17, N. Y. 
Room 1404AB 


Please send full data on Bagcloser 171. 


INTERNATIONAL 
PAPER 


BAGPAK DIVISION, N. Y.17; N.Y. 


Name. 





Firm 





Address. 
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When you discuss solenoid valve requirements with an 
ASCO engineer, you benefit from the design and de- 
velopment experience of half a century. The ASCO 
specialist can recommend the right valve for your 
needs because ASCO pioneering has brought about 
the thousands of types of solenoid valves now available: 

Two-way valves in pipe sizes from %” to 8”—for 
temperatures from -350°F to 600°F —for pressures to 
5000 p.s.i. 

Three-way valves in pipe sizes from %” to 2” — 
for temperatures from -350°F to 600°F — for pressures 
to 1000 p.s.i. 

Four-way valves in pipe sizes from 4” to 114”—for 
temperatures from -65°F* to 212°F — fas pressures to 
750 p.s.i.— poppet or slide type. 

And ASCO can supply you with standard, explosion- 


44, 





AA 

h 
> 
ay 
ay 


“toe eas 





SOLENOID VALVES 


proof or water tight enclosures — Class A and Class H 
coils — a wide range of body materials including cast 
iron, brass, bronze and stainless steel. Or trade on 
ASCO experience and have one of our engineers call. 


New! Catalog No. 202 covers the ASCO line 
of Solenoid Valves. Write for your copy today. 


For Immediate Delivery... 


World’s largest stock of Solenoid Valves. 
A complete Solenoid Valve Stock List will be 
sent to you with your copy of Catalog No. 202. 


Whatever the crucial factor in your flow control 
applications—reliability, compactness, high cycling 
rate—there is.an ASCO valve that meets your need. 


Automatic Switch Co. 


52-J Hanover. Road, Florham Park, New Jersey, FRontier 7-4600 


AUTOMATIC TRANSFER SWITCHES « SOLENOID VALVES « ELECTROMAGNETIC CONTROL 





SHIPPERS 





THEN YOUR SHIPPING DOLLAR COULD BE 
“TAKEN FOR A RIDE” 


Some airfreight and truck carriers today ad- and mean less service. Be sure you compare 
vertise so-called “bargain” rates which actu- Railway Express rates and service before you 
ally impose higher minimum weight charges _ ship with any other carrier. 


HERE ARE DOWN-TO-EARTH acts on RAILWAY EXPRESS SERVICE 


Widest Railway Express serves some 23,000 communities to give you mass 
Coverage— distribution—with one company re sponsibility. You can reach every 
major market in the U.S., and with Railway Express World Thruway 
Service—most every major market abroad. No more worries about 
delays and divided responsibility in transferring between two or 

more carriers. 


Special You get door-to-door delivery, at no additional cost within REA 
Low Rates— vehicle limits. What’s more, Railway Express offers special low com- 
modity rates on ready-to-wear merchandise, graphic arts materials, 

hosiery, shoes, drugs, import-export traffic and many other cate- 

gories. Call your nearest Railway Express Agent. He'll tell you why— 


THE BIG DIFFERENCE IS RAI LWAY EXPRESS 
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IT PAYS TO STANDARDIZE ON STANSCREW 


Stanscrew standard fastener does special 
job on free-wheeling hubs for “Jeep” 


Attaching POWER-LOCK free-wheeling hubs to 
Willy’s 4-wheel drive “‘Jeeps” calls for something 
pretty “‘special’’ in fasteners. 


To begin, the fasteners must be tough and de- 


pendable . . . must have the ability to stand up 
under the punishment that is normal for an “off 
the road” vehicle. Since these hubs are sold sepa- 
rately, the fasteners also must present an appear- 
ance that builds consumer appeal. And they must 
be completely uniform to facilitate installation. 


The Cutlas Tool and Manufacturing Company, 
Lyons, Ill., manufacturers of this Willys approved 
accessory, outlined the problem to a Stanscrew fas- 
tener specialist. He recommended Stanscrew’s heat- 
treated cap screws with the extra toughness result- 
ing from “‘Carbon Restoration”’ . . . cadmium plated 
for greater consumer appeal and higher corrosion 


resistance . . . and produced in an unusual length 
to precisely meet all the requirements for instal- 
lation on Willy’s “‘Jeep”’ vehicles. 

Thus, by slightly modifying one of the more than 
4,000 standard fasteners in Stanscrew’s complete 
line, this specialist was able to supply a fastener 
which eliminated the necessity for a costly special. 

Quite possibly your Stanscrew fastener specialist 
can do the same for you. He can bring to your 
problem years of specialized experience, and the 
services of an outstanding engineering staff. And 
he can make recommendations from a complete 
line . . . always in stock, quickly available. 

So for the answer to your “‘special’’ fastener prob- 
lem, just call your Stanscrew distributor today. He 
will arrange for a meeting with the Stanscrew fastener 
specialist in the very near future. 


STANSCREW FASTENERS 


VouuUV 


STANDARD SCREW COMPANY 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


2701 Washington Boulevard, Bellwood, Illinois 
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Use quality (iss) Carilloy Steels 
... available at your steel service center 


The wide distribution of USS Carilloy Steels is your guarantee 
of instant availability. So, you can be certain of prompt, efficient 
delivery when you order USS Alloy Steels from a steel service center. 


Plan now to combine the production-boosting benefits of a 
steel service center with a full line of quality-controlled products 
from United States Steel. For instance, you can get these 

USS Carilloy Steel products at your nearby steel service center: 
blooms, billets, slabs, bars, bar shapes, spring flats, plates, 
sheets, strip, special sections, structural shapes ... any form, 
specification, condition or quality you need. 


Remember, as a part of the American Steel Warehouse Association, 

your steel service center has been set up specifically to 

handle your immediate steel demands. So the next time you 

order alloy steel from your steel service center, be sure to specify | AMERICAN STEEL | 
USS Carilloy Steels. USS and Carilloy are registered trademarks 


(iss) United States Steel 
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Now...IN STOCK for prompt shipment 





FOR USE... .... IN PARALLEL-SERIES 


IN SERIES . .IN PARALLEL 


This series of general-purpose belleville washers, all of which are avail- 
able from stock, is designed primarily to carry high loads in limited space. 
Because residual stresses are introduced during manufacture the washers can be 
compressed to the flat position and released without loss of free cone height. 
Good fatigue life may be expected between slight preload and “H,”. The inside 
diameters will fit rods and bolts of fractional sizes and the outside diameters 
will fit in fractional size holes. Prices on request. Send for stock washer 





pamphlet giving complete information. 
Check your requirements against these stock sizes 





Part No. 


O.D. 
(max.) 


ec 
(min.) 


t 


H 
(approx.) 


Hi 


P, 
+10% 


p* 





375-15 


375 


.190 


.027 


35 


55 





375-20 


375 


.190 


030 


60 


110 





500-18 


500 


.255 


034 


45 


70 





500-25 


500 


-255 


.038 


95 


160 





| 625-22 


-625 


317 


.042 


70 


105 





625-32 


-625 


317 


.048 


145 


260 





750-28 


-750 


.380 


051 


110 


175 





750-40 


-750 


380 


059 


235 


415 





1000-35 


1.000 


-505 


-067 


175 


260 





1000-50 


1.000 


505 


075 


340 


600 





1250-40 


1.250 


.630 


-082 


230 


330 





1250-62 


1.250 


.630 


.092 


475 


870 





1500-45 


1.500 


755 


-093 


284 


400 





1500-72 





1.500 








755 








-107 








665 


1180 











‘I. D: 


*P Calculated Load at 


Flat Position 


t 
—_—$——o..——_»| J 





Associated Spring Corporation 


Wallace Barnes Division, Bristol, Conn. and Syracuse, N. Y. 
B-G-R Division, Plymouth and Ann Arbor, Mich. 

Gibson Division, Chicago 14, Ill. 

Milwaukee Division, Mitwaukee, Wis. 


General Offices: Bristol, Connecticut 


Raymond Manufacturing Division, Corry, Penna. 
Ohio Division, Dayton, Ohio 


Seaboard Pacific Division, Gardena, Calif. 
Cleveland Sales Office, Cleveland, Ohio 

F. N. Manross and Sons Division, Bristol, Conn. Dunbar Brothers Division, Bristol, Conn. 
San Francisco Sales Office, Saratoga, Calif. Wallace Barnes Steel Division, Bristol, Conn. 
Canadian Subsidiary: Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que. Puerto Rican Subsidiary: Associated Spring of Puerto Rico, Inc., Carolina, P.R. 
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NOW! AN ENGINEERED AND CONTROLLED TEFLON* WIRE 


Auto-Lite engineering, plus constant Auto-Lite applications of Teflon insure a non-inflam- 
, sol : ble insulation, completely unaffected by sunlight 
laboratory checking and rigid quali —_ be ; en. 
ry 9 — y or outdoor weathering. Teflon resins resist corrosion, 
the growth of fungus, and are free from water absorp- 
quality Teflon insulations. tion by A.S.T.M. test D570-42. 


controls assure you of the finest 


Auto-Lite is equipped to supply extruded or taped 
types of Teflon insulations in a choice of colors. When 
you buy Auto-Lite, you buy precision engineering, 
laboratory and production controls that Auto-Lite 


uses to manufacture all of its wire and cable products. 
*Teflon—Registered trademark of E. I. du Pont de Nemours & Co. (Inc.) 


Teflon tetrafluoroethylene resins, as applied by 
Auto-Lite, meet the standards of MIL-W-16878B, 
Types E and EE, and Class H as designated by AIEE. 
Teflon. wire insulation by Auto-Lite can operate con- 
tinuously at temperatures higher than 400°F and 
lower than —80°F and still maintain excellent di- 
electric properties. QUICK DELIVERY FROM THESE PLANTS AND WAREHOUSES: 
Because of Teflon’s high dielectric characteristics, thin ® Port Huron, YUkon 5-6131 

wall insulation is effective in simplifying miniaturized ®@ Yonkers, New York, OXford 7-7440 
component part assemblies. Teflon insulation will not ® Chicago, Illinois, WEbster 9-3144 

burn, melt or decompose at soldering temperatures; ® Hazleton, Pa., GLadstone 5-4781 
soldering is easier and the danger of accidental ®@ Los Angeles, Calif., FAculty 1-2184 
grounding minimized. @ Cincinnati, Ohio, PRinceton 1-8100 


For further , 
ae information ia THE ELECTRIC AUTO-LITE COMPANY 
these products TOLEDO 1, OHIO 


WIRE & CABLE ® SPECIAL FABRICATIONS PF INSTRUMENTS 
PLASTICS & NON-METALLICS P® FOUNDRY GROUP 
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the skilled worker’s choice! 


Expert tool users, people who make their living with hand tools, know 
and prefer Utica. Women, just as men, have found that finely balanced, 
tight-gripping Utica tools make it easier to do the job. Purchasing 
agents and other experienced tool buyers select Utica because, “‘you 
can’t buy a better tool at any price.’’ Every Utica plier and wrench is 
drop-forged from fine steel and induction hardened for great durability. 
Over 170 different pliers, plus adjustable wrenches and other hand tools 
from stock. All are backed by famous full guarantee. Confer with your 
Utica Distributor. He’s a tool expert and will work with you in every way. 


USE GTICA...the tools the experts use l 


Hallmark of Quality since 1895 <OxtD<at UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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Have you called Carpenter lately ? 


When you do, we believe you'll find a personal satisfac- 
tion in getting the kind of specialty steel service you 
want and need today. 


Suppose, for example, you need fast delivery on a tool, 
stainless or alloy grade. From the man on the order 
desk . . . to the one who processes your order . . . to 
the man who delivers it—each one does his best to earn 
your business. 


What's more, they're backed by unusually ample stocks 
of all grades and sizes of Carpenter Quality steels. Short 
lengths can be quickly processed to meet your most ex- 
acting requirements .. . your most pressing emergencies. 


In addition, information on prices, sizes and grades is 
yours for no more than a phone call. 


And your Carpenter Representative brings helpful serv- 
ice whenever needed. From providing practical technical 
literature—all the way through to trouble-shooting an 
unusual production problem—he’s a good man to know. 


To get this full measure of service on specialty steels, 
call the Carpenter Mill-Branch Warehouse nearest you. 
See what a difference it makes to work with conscien- 
tious people backed by ever-increasing stocks of quality 
specialty steels. The Carpenter Steel Co., 182 W. Bern 
St., Reading, Pa. 


farpen ter 


Mill-Branch Warehouse Service 


Mill-Branch Warehouses, Offices and Distributors in Principal U. S. Cities 
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Maximum flow, 
minimum 


turbulence, 
negligible pressure 
drop! 


GRINNELL-SAUNDERS STRAIGHTWAY 
DIAPHRAGM VALVES* are unsurpassed for 
handling viscous materials — semifluid foods, latex, 
magmas; solids in suspension — slurries, pulp stock, 
sludges; fluid-borne abrasives; corrosive chemicals. 


The straight-through design eliminates pockets, gate 
trenches and other obstructions which can trap solids. 
The result is maximum flow, minimum turbulence, 
and negligible pressure drop for a diaphragm valve. 


The straight-through design also has the advantage 

of causing very little basic change in the direction of 
the fluid stream, thus reducing abrasive action from 

high velocity particles. 


These advantages are in addition, of course, to 
benefits normally associated with the use of 
diaphragm valves... such as freedom from corrosion 
and clogging of working parts, since these are 
completely sealed off by the diaphragm; prevention 
of product contamination; elimination of stem 
leakage and routine maintenance, because there are 
no packing glands. Also, when properly pitched, 
lines are self-draining. 


Grinnell-Saunders Straightway Diaphragm Valves are 
1vailable in a choice of body sizes and materials, 
linings and diaphragms. Handwheel or power 
operated. For complete information, write Grinnell 
Company, Inc., 277 West Exchange St., Prov. 1, R. I. 


* Patented 


OPEN Diaphragm 
lifts high for 


streamline flow. 
Also, valve design 
its 


perm a 
comparatively 
simple rodding 
through, when 
necessary. 


CLOSED Despite 
long usage, 
resilient 
diaphragm seals 
firmly against 
valve bod 
Bubble- tight 
closure is assured, 
even when 
handling gritty or 
fibrous materials. 


Clogging and 
interruption to 
flow is prevented 
in lines handling a 
suspension of 
rubber particles in 
an acid brine 
solution at this 
synthetic rubber 
plant. 


GRINNELL- SAUNDERS DIAPHRAGM VALVES 


Grinnell Company, Inc., Providence, Rhode Island ° 


Coast-to-Coast Network of Branch Warehouses and Distributors 





pipe and tube fittings °* welding fittings * engineered pipe hangers and supports 


Thermolier unit heaters °* valves 


Grinnell-Saunders diaphragm valves * pipe * prefabricated piping * plumbing and heating specialties * water works supplies 


industrial supplies e Grinnell automatic sprinkler fire protection systems 
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BEARIN 


3 BAL 
NEW BALL G PLANT - 2 MILES SOUTH “ NEXT INTERSECTION 


GOOD SIGN FOR BEARING BUYERS! On Michigan’s famed Willow Run Expressway, 
signs like the one above point to the newly completed Hoover plant. Here, new 
equipment and modern techniques are skillfully utilized to produce increased quantities and 
additional types of America’s Quality Balls and Bearings. Hoover has made 
these major improvements to provide better service for present customers . . . to serve more 
and more new customers. You are invited to write for complete information about 
Hoover products. Watch Hoover for future announcements of interest to bearing buyers. 


NOOUer? 


BALL AND BEARING COMPANY 
5400 South State Road, Ann Arbor, Michigan 
Los Angeles Sales Office and Warehouse: 2020 South Figueroa, Los Angeles 7, California 
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Chis was the brain-child of Merck Sharp & Dohme, phar- 
maceutical manufacturer. They showed Nosco a sketch 


ind said “Make us a man, six inches tall; a small plastic 


figure to introduce doctors to ‘DIURIL,’ a new drug which 
controls the body’s fluid content.” The figure had to be 


fluid-filled and transparent to show the internal organs. 


How did Nosco “Can Do” make a man? First we built a 
prototype by hand, then refined the design many times 

» facilitate volume production. The figurine is molded 
of cellulose propionate plastic in a Nosco-designed, two- 
init mold. Each finished figure contains five parts. Nosco’s 


finishing department painted the tiny heart, lungs and 


kidneys, hot-stamped the trade name, cemented the in- 
ternal organs, assembled the front and back body sec- 
tions, filled the figure with fluid to a pre-specified level, 
cemented the plug in place, packed both individual and 
shipping cartons ... and we had our man! Rate of assem- 
bly: 3000 per shift! 


Ihe toughest part of Nosco’s job was to prevent leak- 
age. Here’s how successful we were: Nosco quality control 
delivered over 99.9% non-leaking, perfect pieces. Nosco 
likes tough jobs . . . likes to turn your brain-child into 
reality in practical plastics. For more information about 


Nosco “Can Do,” just write or call. 


NOSCO plastics, inc. * erie I, PG. World's largest injection molding plant 


More Information Write No. 186 on Inquiry Card—Page 32 





For More Information Write No. 187 on Inquiry Card—Page 32> 
PURCHASING 





1D) Dee WAYS 
moO 86 eee are now more versatile than ever 


De Laval IMO pumps have proved that they do a dependable job over long 


years of service. The reason is IMO design simplicity. These constant In addition to these basic 


pumping advantages, the 
improved IMO gives you 
churning, pocketing or pulsation. There are no timing gears, cams, valves, sliding important new benefits shown in 
vanes, or reciprocating parts to wear or become noisy. Quiet, compact the cutaway illustration below. 
IMO pumps are excellent for direct-connected, high-speed operation. 


displacement rotary pumps have only three moving parts—smoothly 
intermeshing rotors that propel the fluid axially in a steady flow without 





ID] T vaste] gel-) flanges are DE LAVAL iMOo PUMPS 
Inlet can be rotated to infinitely varied. You can use 
“ge : can also be used as 
ULM Lr iioliiohicolamelécelalet tulle iul-Muiles) mele hZelaliele[velthy 


hydraulic motors. 
piping method to suit y 


installation requirements 










Designed or either 
conventional packing or 
mechanical seals. Sealing 
method may be 
changed in your plant 
with a simple kit. 


peeeeeere 


Nodular iron 
casings for high ZN 

“pressure service have “a 
high shock capacity. 


Higher pressure units are built 

by adding idler rotor and housing 
\ sections to the low pressure design. 
Parts for the same rotor size are 
interchangeable over the 


Any position mounting is entire pressure range. 


possible without factory modification. 





Internal parts are designed as a package 
so that units can be built into your machines. 


Bulletin 3001 gives data on improved De Laval yp DE LAVAL 
IMO pumps. Send for your copy today. IMO Pumps 


DE LAVAL STEAM TURBINE COMPANY 


807 Nottingham Way, Trenton 2, New Jersey 








can help you score more hits 


on your 


biggest target 





Assembly accounts for up to 80% of the total cost of 
production. For most manufacturers, it is the biggest 
target for cost reduction. 


If you are missing out on savings you could be making, 
why not get the expert assistance of Continental Assem- 
bly Specialists? 


You'll find them ready and able to analyze your fastening 
operations and offer practical cost-saving ideas. They'll 
show you why assembly-men everywhere agree, “You 
can count on Continental.” Write or phone: Continental 
Screw Co., 457 Mt. Pleasant St., New Bedford, Mass. 


CONTINENTAL , 


SCREW COMPANY, NEW BEDFORD, MASS. 


HOLTITE FASTENERS a 


HY-PRO TOOL COMPANY... DiviISION 
RESEARCH ENG. & MFG., INC. suBSIDIARY 


for 


‘ cost reduction 


NO “FAVORITE” FASTENERS 

Continental Assembly Specialists are unbiased 
toward any particular types . . . Continental 
makes all types. The fastener they recommend 
for your job is the one proved best by careful 
cost analysis. 


MORE STANDARDS IN STOCK 
Continental can supply any recognized standard 
type, style or size. Also, many fasteners ordi- 
narily considered “specials” are available among 
the millions of screws constantly in stock to 
meet needs of Continental customers. 


MORE “SPECIAL” EXPERIENCE 
Continental is known throughout industry as the 
“specialist in specials,” — leads in production of 
special designs. Continental is also your supply 
source for special-purpose fasteners, such as 
HOLTITE Ny Lok Self-locking Screws. 


MORE “SPECIAL” 

PRODUCTION FACILITIES 

With Continental’s modern, precision controlled 
equipment, many special shaped screws for- 
merly machined from bar stock can be produced 
faster, at lower cost — with higher tensile 
strength and excellent surface quality. 


1 MEMBER 
ft) SCREW RESEARCH ASSOCIATION 


) HOLTITE PHILLIPS 

AND SLOTTED HEAD 
~ WOOD * MACHINE « TAPPING 
| THREAD FORMING * 

SEMS * NYLOK 

HY-PRO PHILLIPS 

INSERT BITS AND HOLDERS 
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Firth Sterling ... 


PIONEER IN 


POWDER AND MOLTEN METALLURGY 


Only Circle C is quality controlled 





by impact testing 


Every Circle C High Speed tool bit is tested under 
impact to make sure you get the best bit that can be 
made. This is the final test in a series of quality con- 
trol checks made during each stage of production, 
from Firth Sterling’s exclusive double melting process 
to the finished bit. 

Being double melted, Circle C has greater ho- 
mogeneity that assures toughness and consistent per- 
formance, delivers cutting capacity far beyond that 
of ordinary high speed steels. With Circle C bits you 
can use higher operating speeds, obtain longer tool 
life and increase your production. And the practical, 
well balanced composition gives Circle C unusual red- 
hardness and wear resistance, provides ONE grade 
for almost all your machining operations. 


Circle C is one of a family of outstanding high 
speed steels, including Van Chip, Blue Chip and 
Star-Mo, accepted throughout industry for reducing 
machining costs today. All are evidence of Firth 
Sterling’s metallurgical leadership—a background of 
over 68 years of research and development. 

+. > * 

For assistance with your metallurgical problems, 
powder or molten, simply call your nearest Firth 
Sterling sales office or distributor. For complete in- 
formation on High Speed tool bits—and the new 
Circle C throw away inserts—write for descriptive 
bulletin TBI-57: FIRTH STERLING, INC., Dept. 
71J, 3113 Forbes St., Pittsburgh 30, Pa. Offices and 
warehouses in principal cities. 


“Your Future is Great ina Growing America” 








PRODUCTS OF Fisth Sterling “etaccurcy 


iM SPEED STEELS + TOOL & DIE STEELS + 
‘SINTERED TUNGSTEN CARBIDES + 


STAINLESS SPECIALTIES + HIGH TEMPERATURE ALLOYS 
HEAVY METAL « 


‘CERMETS + CHROMIUM CARBIDES 


ZIRCONIUM «+ TITANIUM « STERVAC & STERCON SUPER ALLOYS 
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Information For Your Catalog Files 





ALLOY FABRICATION 


A 30-page booklet contains detailed descriptions of 
products made from stainless, aluminum, nickel, ti- 
tanium and other alloys. Gages range up to 34”. Over 
80 photos illustrate various items. 

$. Blickman, Inc. 


Write No. 1 on Inquiry Card—Page 32 


BLOWERS (MINIATURE) 


Miniature axial and centrifugal fans are covered in 
an 8-page catalog. They are suited for electronic 
cooling, ventilating and exhausting. The devices move 
from 9 to 115 cfm of free air. 


Globe Industries, Inc. 
Write No. 2 on Inquiry Card—Page 32 


BOILERS 


Bulletin VF-VS 2 devotes 24 colored pages to dis- 
cussion of bent tube boilers. Diagrams are furnished 
of typical installations. Performance data and specifi- 
cations are supplied. 


Henry Vogt Machine Co., Inc. 
Write No. 3 on Inquiry Card—Page 32 


CARBIDE INSERTS 


Full specifications on a line of carbide throwaway 
inserts are contained in a 4-page, 2-colored brochure. 
The inserts are available from stock in both square 
and triangular shapes. 

Pratt & Whitney Co., Inc. 


Write No. 4 on Inquiry Card—Page 32 


CHEMICALS (ALIPHATIIC) 


A 52-page catalog is a technical reference on ali- 
phatic chemicals. The booklet includes test data on 
olefines, hydrocarbons, fatty alcohols, fatty acids, 
glycerides and sperm oil products. 
Archer-Daniels-Midland Co. 


Write No. 5 on Inquiry Card—Page 32 


CIRCUIT BREAKERS 


An extensive line of molded case and large air cir- 
cuit breakers is dealt with in a 56-page catalog. Full 
information is supplied on prices, dimensions and 
uses. Switches are also covered. 


1.T.E, Circuit Breaker Co. 
Write No. 6 on Inquiry Card—Page 32 


CONTACTS 


Composition contacts produced from powders are 
the subject of a 54-page manual. Factors influencing 
contact selection are outlined. Among these factors 
are circuit conditions. 


Stackpole Carbon Co. 
Write No. 7 on Inquiry Card—Page 32 


DRIVES 


Catalog No. EN-64 describes in 16 pages a line of 
packaged static power, adjustable speed drives. They 
are rated from 1 to 40 hp. The drives use electronic 
tubes for power conversion. 


Cutler-Hammer Inc. 
Write No. 8 on Inquiry Card—Page 32 


FILTERS 


A 132-page, 8% by 11 in., 2-color catalog, B-571, is 
a reference manual on filters. These units are for use 
on aircraft, missiles, industrial and ground support 
equipment. 


Bendix Aviaticn Corp. 
Write No. 9 on Inquiry Card—Page 32 


GRINDERS 


Plain hydraulic cylindrical grinders are described 
and illustrated in catalog B-571 (20-pages). Grinders 
are types 10” CH and 14” LCH. The tools incorporate 
eye-level wheel feeds. 


Landis Tool Co. 
Write No. 10 on Inquiry Card—Page 32 


LIQUID LEVEL CONTROLS 


Bulletin PF 571 deals with liquid level controls for 
universal industrial applications. Electronic and elec- 
tromagnetic types are described. Chart helps select 
proper type control for a liquid. 

Electronics Corp. of America (Photoswitch Div.) 


Write No. 11 on Inquiry Card—Page 32 


LIGHTIING 


The principles and advantages of good industrial 
lighting practices are explained in a 48-page manual. 
Included is a guide to trouble shooting fluorescent 
installations. Lamp cleaning is covered. 


Champion Lamp Works 
Write No. 12 on Inquiry Card—Page 32 
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ANOTHER SUCCESSFUL APPLICATION 
\ i FEATURING WOLVERINE TUBE... 


IS GOING 
AROUND IN 
THE BEST 

OF CIRCLES... 
ARE 


ALUMINUM 
TUBE 


FOR TIGRETT 


OTHER WOLVERINE 
Lightweight aluminum tube — manufactured the Tubemanship way by ALUMINUM PRODUCTS 
Wolverine Tube — plays a leading role in the revolutionary new playpen 
manufactured by Tigrett Industries of Jackson, Tennessee, and distrib- 
uted by Thayer, Inc. of Gardner, Mass. 


Known as “Play-A-Round”, this modern playpen uses aluminum tube 
as an upper ring to support its enclosing nylon netting and as the lower 
ring supporting both the floor and netting. 


Because Tigrett and Thayer stress the complete safety of their product, PLAIN TUBE 

it is essential that this aluminum tubing be strong, durable and have a IN STRAIGHT LENGTHS 
satin-smooth finish. The tubing furnished by Wolverine more than meets 

these requirements 


Meeting the tubing requirements of American industry is a highly 
developed specialty at Wolverine Tube. A continuous research program, 
backed by sound engineering and Wolverine’s years of experience, 


assures tubing designed to meet widely diversified needs. — 


In aluminum, for example, Wolverine manufactures both drawn and — 
extruded tube. For heat exchange purposes, it is available in both finned Hill! 
and prime surface form 


Wolverine also produces extruded shapes and is equipped to provide 
complete fabrication services. Customers desiring copper or copper alloy 
tubing can select from a broad range of sizes and alloys in either plain, 
finned, or fabricated form 


If your company uses tubing—either aluminum or copper—follow the me 
lead set by Tigrett and other leading manufacturers—specify Wolverine a. 
wo 


on the order form. Write today for your copy of Wolverine’s Tubeman- 


ship Booklet. LVERINE TRUFIN 


CALUMET @ wECLA. INC 





CALUMET & HECLA, INC. 


17250 Southfield Road 
Allen Park, Michigan 


7] WOLVERINE TUBE 
| kK 


1 Extruded Alurmunum Snapes 


PLANTS IN DETROIT, MICHIGAN, AND DECATUR, ALABAMA EXTRUDED 


SALES OFFICES IN PRINCIPAL CITIES. ALUMINUM SHAPES 


EAST 40TH STREET, NEW YORK 16, NEW YORK 


For More Information Write No. 190 on Inquiry Card—Page 32 
SEPTEMBER 29, 1958 





Photograph on left 
shows conventionally 
cast plater bar. 
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PorterPlate is on right 
Note solid, homogeneous 
composition. 


New PorterPlate bars are continuously cast and extruded 


GAS HOLES AND BLISTERS 
ELIMINATED 


New techniques have produced a new kind of plater bar —a continu- 
ously cast and extruded product called PorterPlate. These new proc- 
esses have eliminated the gas pockets and blisters that characterize 
conventionally cast plater bars. Carefully controlled pouring of the 
molten metal and controlled solidification rates result in a remarkably 
sound metal of extremely dense, homogeneous composition. 


PorterPlate bars are available in all popular base metals, including 
nickel silver. And Riverside-Alloy’s long years of experience in plater 
bars (they were our very first product) assure you of consistent qual- 
ity and uniformity in every new PorterPlate bar. 


We'd like to send you complete details on PorterPlate. Information 
is free, and yours by writing to Riverside-Alloy Metal Division, 
H. K. Porter Company, Inc., Riverside, N. J. 


H.K.PORTER’COMPANY, INC. 


RIVERSIDE-ALLOY METAL DIVISION 
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Catalog Files 





LUBRICANTS 


Technical Bulletin No. 411 discusses 
the properties of a lubricant ester. 
Emolein 2910. Folder suggests start- 
ing formulas for compounding lower 
cost synthetic lubricants of high 
quality. 

Emery Industries, Inc. 


Write No. 13 on Inquiry Card—Page 32 


PLASTIC BINDING 


An 18-page booklet describes plastic 
binding for office paperwork. Avail- 
able punching and binding units are 
pictured. Cost of plastic binding is 
compared with other binding meth- 
ods. 


American Photocopy Equipment Co. 
Write No. 14 on Inquiry Card—Page 32 


SPRAY PROCESS (HOT) 


The theory of the hot spray process 
in maintenance and fabrication is 
explained in a 28-page booklet. 
Technical material is furnished on 
the advantages and possibilities of 
hot spray. 

Spee-Flo Co. 


Write No. 15 on Inquiry Card—Page 32 


STEEL (FORGINGS, ALLOY 
PRODUCTS) 

The many steps in producing cus- 
tom-made steel products are cov- 
ered pictorially in a 2-color booklet. 
All types of rolls are described. A 
section deals with vacuum produc- 
tion of alloy steels. 


Midvale-Heppenstall Co. 
Write No. 16 on Inquiry Card—Page 32 


TRANSFORMERS 


Specifying and ordering dry-type 
transformers for commercial and 
industrial buildings is facilitated by 
Buyer’s Guide, GEC-1600. Applica- 
tions of different types are listed. 


General Electric Co. 
Write No. 17 on Inquiry Card—Page 32 


PURCHASING 











7a, 














> SELETAT } 


* 


FAFNIR BRANCH OFFICES: Atianta* 
Boston* * Charlotte, N. C.* 
Chicago* * Cincinnati + Cleveland 
Dailas* * Denver* ¢ Detroit* 
Houston « ind polis* * Kansas 
City, Mo.* *« Los Angeles* + Mem- 
phis* * Milwaukee * Minneapolis* 
Moline * New York" © Philadel- 
phia* ¢ Pittsburgh* ¢ Portland, 
Ore.* © Rochester, N. Y. © San 
Francisco* * Seattle* 


* Warehouse Stocks 


“Getting your bearings” is never a problem with FAFNIR! 


With branch offices in 24 major cities (can you identify the “scrambled” five on the sign posts?) The 
Fafnir Bearing Company puts the services of bearing specialists within hours’ reach of industry every- 
where. Eighteen offices have warehouse facilities. They help make Fafnir Ball Bearings available in 
quantity, and on short notice, wherever you are located. In addition, Fafnir is represented by over 1000 
Authorized Distributors, specifically selected for the high caliber of service they are able to give you. 
For prompt, dependable help with ball bearing selection or supply, take advantage of Fafnir’s distribu- 
tion and service leadership in your purchasing. The Fafnir Bearing Company, New Britain, Connecticut. 


FAFNIR 


MOST COMPLETE LINE Im AMERICA 
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PACKAGING 
AT PAYS OFF! 





Continental 
Steel Containers 


Positive protection 
Superior lithography 


Top quality 
Full line 


Full line of pouring spouts 
@ Famous Continental service 


& 
& 
@ Fast delivery 
& 
= 
= 


Call Continental when you need steel 
containers. Get top quality plus 
outstanding Continental service. 
Engineering and research assistance 
available to help you solve any pack- 
aging problem. 








Flaring Paits Utility Cans Lug Cover Pails 








PERMA-LINED TO 
PROTECT HARD-TO- 
HOLD PRODUCTS 


Airless hot sprayed 
enamel lining assures 
complete interior cov- 


erage, guarantees 
100% protection. 


CONTINENTAL (C CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
pe ed ah LY LF 
Pacific Division: Russ Building, San Francisco 4 
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Letters To The Editor 





REPLACEMENT GUARANTEE 


I read with interest your article 
entitled, “The Purchasing Agent 
and The Law” in the June 23 
issue of PURCHASING. 

When one of our suppliers fur- 
nishes us with defective material 
and we in turn send it to a cus- 
tomer of ours, we replace such 
material free of charge to the cus- 
tomer and ask supplier to replace 
it free of charge to us. 

We are now being asked by 


some of our customers to also pay - 


for the expense of removing the 
defective parts from the installa- 
tion and pay for the expense of 
installing the corrected parts in 
the installation. 
Do you have any data on this 
subject? 
Wilson Rosebraugh 
Purchasing Agent 
Holophane Company, Inc. 
Newark, Ohio 


@ Our legal editor advises us that 
“restriction of liability to the ex- 
pense of removing defective parts 
and installing corrected parts can 
be accomplished through judicious 
use of a clause in the sales ac- 
knowledgement.” This procedure 
is not at all uncommon and any 
good attorney can easily phrase an 
effective warranty. In effect, the 
clause would state that the com- 
pany guarantees the material but 
the warranty does not extend to 
the cost of replacing it. 


STAINLESS STEEL EXPORTS 


We are subscribers to your 
journal and therefore think we 
are entitled to ask for assistance 
in trying to find a U.S. source of 
supply for two tons of stainless 
steel plates measuring 72%” x 
54%” x 0.20” in fully annealed 
quality stretcher levelled. 

We know for a fact that plates 
of this size are produced in Amer- 
ica and that imports into the 
U. K. are regularly arranged but 
we have so far been unsuccessful 
in finding the American supplier. 

We have written to the Amer- 
ican Steel Warehouse Association 


of Cleveland asking for their help 
but so far have received no re- 
sponse, We have in the past sent 
this inquiry to one or two Amer- 
ican stainless steel producers. 
None of these producers were able 
to handle the steel in the size 
required by us. 

We hope that your sources of 
information will be such that you 
will be able to locate a producer 
actually handling this gauge and 
width of metal and ask for your 
early assistance as this inquiry is 
now most urgent. 

S. Fenner 

Buyer 

Coates Brothers & Co., Ltd. 
St. Mary Cray 

Great Britain 


e Mr. Fenner is most certainly 
entitled to ask for our assistance. 
We, in turn, are most pleased to 
be of some help to our readers. 
A list of possible sources for this 
stainless steel plate has been for- 
warded to him. 


COST OF WRITING a P. O. 


We have a question which we 
believe you could do a good job 
answering for us, and hope you 
will not mind our contacting you 
regarding it, 

Occasionally we see figures 
showing how much money it cost 
to place a purchase order. We are 
wondering what is included to 
make up the cost of the purchase 
order. Do you include the cost of 
the purchasing department only, 
or are there other things, such as 
part of the accounting depart- 
ment’s time and all or part of the 
receiving department’s time—or 
any other costs that might be 
added in. 

E. B. Inlow 

Purchasing Agent 

A. P. Green Fire Brick Co. 

Mexico, Missouri 
e Both methods mentioned by 
Mr. Inlow are generally accepted 
depending upon how much effort 
you wish to put into the calcula- 
tions. Many people feel that the 
cost of issuing a purchase order is 
not a good barometer of purchas- 
ing efficiency. At best, it is a 
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if you need a screw 


that taps its own threads 
select a Thread &* Cutting 
Screw from 3% Lamson... 
the # most complete 
line of fasteners in 
4 “ the business 


Pass 3 


mS 
er 


‘ : 
Age 
é ea es 


top right screw: 
type 1 

left: type 23 

bottom: type 25 


with these advantages: prompt delivery « 
available from stock e standard prices « assur- 
ance of Lamson quality e full range of sizes and 


shapes « can be used with or in metal or plastic 


» The Lamson & Sessions Co. 


5000 Tiedeman Road ® Cleveland 9, Ohio 
Plants at Cleveland and Kent, Ohio © Chicago * Birmingham 
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COPPER AND 
METALLIC 
GASKETS 


23 


SPECIAL 
LOCK WASHERS 


~~ ELECTRONIC 
CHASSIS 


FOR THE MONEY... 


Need just a few Stampings at the experi- 
mental or pilot stage? Our Machine Cut 
Method uses no dies! Applying custom-built 
slitters, cutters, notching dies, slotting dies, 
bending tools and stock punches—plus spe- 
cial techniques and skills—we deliver small 
quantities at very low cost. 


FOR THE SHOW... 


Need a short run! More than a few Stamp- 
ings, but still not enough to warrant high pro- 
duction quantities? Our Low-cost, Short Run 
Tooling Method does it! Simple contour dies 
and special purpose presses keep costs down. 
Newly expanded facilities speed deliveries. 


TO MAKE READY... 


Need production runs? You'll be interested 
in our modest die charges on larger quanti- 
ties. Our regular Production Tooling Method 
—designed to deliver highest quality at lowest 
unit cost—will readily solve your Stampings 


problem of any magnitude. 


STAMPINGS PROBLEMS GO... 


Our nation-wide service does it! Specialized 
experience determines the best of 3 methods 
...to produce top quality stampings. ..stand- 
ard or special ...one or a million... faster, and 
at lowest possible cost. Let us quote your next 
stampings job. Brazing, welding or assembly 
jobs, too. There’s a factory-trained sales engi- 
neer in your area—it pays to know him well! 


STAMPINGS DIVISION 


“One Piece or a Million” 








LAMINATED SHIM COMPANY, INC. 


...0n most Bid Lists 


2409 UNION STREET, GLENBROOK, CONN. 
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+ BRAZED ano BENCH ASSEMBLIES 


BRACKETS 


BRAZED OR 
WELDED 
BENCH 
ASSEMBLIES 


TAB 
WASHERS 


COPPER AND 
METALLIC 
GASKETS 


ELECTRONIC 
CHASSIS 
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Letters 


measure of clerical activity and 
we believe that purchasing is a 
profit-making function. 


EASY INTERVIEWS 


Many thanks for the blowup of 
the cartoon from the May 26 issue 
of Purcnastnc (Are P.A.’s Neu- 
rotic?). 

It makes my interviews much 
more efficient, because I no longer 
have to talk with my sales friends 
about what’s wrong with me. 

R. K. Spofford 

Director of Purchases 

John A. Roebling’s Sons Corp. 
Trenton, New Jersey 


DANKE, SCHOEN 


On the occasion of the National 
Meeting of the Bundesarbeits- 
gemeinschaft Industrieller Einkauf 
(Dusseldorf, 16-18 October), Dr. 
Albrecht of the Chamber of Com- 
merce at Dusseldorf intends to de- 
liver a paper on “Procurement 
and Management.” Preparing this 
paper, he read with great interest 
Stuart Heinritz’ ideas on this sub- 
ject in his book. 

Dr. Albrecht wonders, however, 
whether there might be further 
articles concerning the position of 
purchasing and management. If 
so, I would be very glad to have 
these papers for transmitting to 
Dr. Albrecht. 

Heinz Golle 
Farbwerke Hoechst Ag. 
Bure Einkaufsleitung 


Germany 


REQUEST FOR QUOTATIONS 


I am presently in the process 
of drafting a suitable form to 
cover situations which require 
invitations to bid for MRO ser- 
vices. It would be appreciated if 
from your files you could supply 
us with a model form or forms 
with the necessary format to con- 
struct one of our own. 

Robert W. O’Connell 
Assistant Purchasing Agent 
Boston University 
Boston, Massachusetts 
e Five sample “request for quo- 
tation” are on their way to Mr. 
O’Connell. We are pleased to be 
the intermediary in spreading 
purchasing know-how. 
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F you use G-E Lamps you get /ots more. General Electric’s 
staft of nearly 500 lamp specialists and engineers are ready 
to help General Electric Lamp users. 
1. Spotlight A Building Or Use Black Light On Out- 
door Signs. G-E specialists will help work out solutions for 
all kinds of specific lighting jobs. . . 
new lighting systems and relighting of existing buildings. 


as well as help plan 


2. Work Faster, Work Closer. The right inspection lighting is 
paying off in places like tool shops, textile mills and the like. 


3. See Colors As They Really Are. G-E engineers can 
suggest lighting especially designed to improve color rendi- 
tion—ideal for stores, art and photo studios. 


4, Cut Maintenance Costs. Your General Electric specialist 


G-E LAMPS 
GIVE 
BESIDES 
LIGHT? 


v 


ee 


will help work out the right lighting maintenance program 
for your plant,. office or store. 

5. The Right Lamp At The Right Time. To insure fast- 
est ordering and delivery service General Electric consigns 
lamps to your local supplier—and backs him up with over 20 
million lamps in warehouses all over the country. 


See your local supplier for help on how lighting can reduce 
accidents, cut rejects and improve “housekeeping”: He'll enlist 
the aid of the right G-E Large Lamp Specialists. (C-843 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


2 EE J\) & 
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Splices support 
All-Pro Tackle 
Lou Groza 


The four corner splices in this extruded 
rubber windshield weather-strip produced by 
Ohio Rubber are strong enough to fully 
support 252-lb. All-Professional League 
Tackle Lou Groza of the Cleveland Browns, 
plus all his football gear. 


Each of the four splices is a corner molded 
nto an extruded weather-strip for perfect fit 
without tension. Neatness of splice, as well 

s strength, is an important factor because 
)f the weather-strip’s ultimate use in an 
,:utomobile windshield assembly. 


This ability to incorporate desired strength 

s well as neat appearance into splices is 

typical of ORCO’s “customeering” of parts 

made from rubber, synthetic rubber, silicone 

rubber, polyurethane and flexible vinyl, 

whether they be molded, extruded or bonded 
to metal or other material. 


ORCO’s integrated research, design, elec- 
tronically controlled mixing and production 
facilities assure component uniformity and 
juality to meet the most exacting require- 
ments. Why not check with ORCO engi- 
neers on your very next rubber or vinyl 
component problem and see for yourself 
how ORCO CUSTOMEERING can work 
to your greater advantage. 


Send for 

free booklet 
“Component 
CUSTOMEERING 
rubber and vinyl parts”. 


ORCO 


“CUSTOMEERING 


‘Ono THe Qunio Russer ComPany 


NOY WitLoucHey, QOuio 


A DIVISION OF THE EAGLE-PICHER COMPANY 
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Hyarrs uncompromising quality controls assure 
more concentric races for longer, smoother service 





The photograph above illustrates something of 
interest to every purchasing man who wants to be sure 
of maximum performance for every dollar he invests in 
roller bearings. It shows a trend gage electronically 
controlling a HYATT bearing race O.D. grinding 
operation, to assure greater concentricity than ever 
before achieved in quantity production. 


Scrupulous control of internal diameters and 

clearances is one of the major reasons why HYAYT 

Hy-Rolls run smoother, last longer, and prevent 

troubles caused by the excessive heat and 

vibration frequently generated by inferior bearings. 
SEPARABLE 1 ye ; ——o 


OUTER RACE For lowest bearing cost per hour of service, 


SS standardize on HYATT Hy-Rolls. Hyatt Bearings 
Division, General Motors Corporation, Harrison, N.J.; 


eee are Pittsburgh; Detroit; Chicago; Oakland, California. 


reo8—1988 


THE RECOGNIZED IN CYLINDRICAL BEARINGS 


WAT Hiy-ROLL BEARINGS 
. FOR MODERA INDUSTRY 
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Splices support 
All-Pro Tackle 
Lou Groza 


The four corner splices in this extruded 

ibber windshield weather-strip produced by 
Ohio Rubber are strong enough to fully 
support 252-lb. All-Professional League 
Tackle Lou Groza of the Cleveland Browns, 
plus all his football gear. 


Each of the four splices is a corner molded 
into an extruded weather-strip for perfect fit 
without tension. Neatness of splice, as well 

s strength, is an important factor because 
of the weather-strip’s ultimate use in an 
utomobile windshield assembly. 


This ability to incorporate desired strength 

well as neat appearance into splices is 
ypical of ORCO’s “customeering” of parts 
made from rubber, synthetic rubber, silicone 
rubber, polyurethane and flexible vinyl, 
vhether they be molded, extruded or bonded 
to metal or other material. 


ORCO’s integrated research, design, elec- 
tronically controlled mixing and production 
facilities assure component uniformity and 
juality to meet the most exacting require- 
ments. Why not check with ORCO engi- 
neers on your very next rubber or vinyl 
component problem and see for yourself 
how ORCO CUSTOMEERING can work 

your greater advantage. 


Send for 

free booklet 
“Component 
CUSTOMEERING 
rubber and vinyl parts”. 


7 ORCO 


~CUSTOMEERING 


THe Quwio RusserR ComMPANY 


Y/ \ 
NY WiLLouGcHwey, Ouso Ep 


A DIVISION OF THE EAGLE-PICHER COMPANY PICHER 
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Hyari« uncompromising quality controls assure 
more concentric races for longer, smoother service 





The photograph above illustrates something of 
interest to every purchasing man who wants to be sure 
of maximum performance for every dollar he invests in 
roller bearings. It shows a trend gage electronically 
controlling a HYATT bearing race O.D. grinding 
operation, to assure greater concentricity than ever 
before achieved in quantity production. 


NON-SEPARABLE TYPE 


Scrupulous control of internal diameters and 
clearances is one of the major reasons why HYATT 
Hy-Rolls run smoother, last longer, and prevent 
troubles caused by the excessive heat and 
expananes vibration frequently generated by inferior bearings. 
OUTER RACE For lowest bearing cost per hour of service, 
standardize on HYATT Hy-Rolls. Hyatt Bearings 
Division, General Motors Corporation, Harrison, N.J.; 
Pittsburgh; Detroit; Chicago; Oakland, California. 


1908-1958 
y 


THE RECOGNIZED |\LEADER | in CYLINDRICAL BEARINGS > 


FORWARD FROM FiFTY 


WAT Miy-ROLL BEARINGS 
FOR MODERA INDUSTRY 
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CUT COSTS WITH 


Crucible fatigue- a 


“MADE STRONGER 
TO LAST LONGER” 


These Crucible coil springs offer 
far greater fatigue resistance than 
ordinary springs. They therefore 

t replacement costs substantially. 








Because the springs are stronger, 

they can carry greater loads, too. 
The reason why these springs 

have higher strength and last longer 





| CRUCIBLE 
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is due to the fact that they’re shot 
peened— 

Shot peening imposes a compres- 
sive stress on the surface that off- 
sets stresses set up in service. It also 
conditions the surface. And it elimi- 
nates minute stress concentration 
points which could lead to prema- 
ture failure in a conventional spring. 

Shot peening, together with 
Crucible metallurgical skill (from 
ore to finished spring), ensures 
springs that withstand high stresses 


Yr 
we 
us 
r 
Ds 
a 


resistant springs— 


a) 


4 


es 
a 


vatys 


longer. Hot-wound, fatigue-resistant 
springs are available in a wide vari- 
ety of sizes, analyses and treatments 
to meet your compression, tension, 
and torsion spring requirements. 
For more information on cutting 
costs with springs, send for a free 
copy of Crucible’s ‘Coil Spring 
Design” handbook. Or have a 
Crucible spring specialist call on you. 
Write: Spring Division, Crucible 
Steel Company of America, McCand- 
less Avenue, Pittsburgh 1, Pa. 


HEAVY-DUTY COIL SPRINGS 
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Purchasing People in The News 





Hubert Johnsomr has been 
named purchasing agent for the 
domestic purchasing department 
of Container Corporation of 
America, Chicago, Ill. Mr. John- 
son joined the company in 1954, 
after several years experience in 
the industrial equipment and ma- 


terial handling field. 


Koppers Company, Incorpo- 
rated, Pittsburgh, Pa., has an- 
nounced the appointment of W. 
F. Alexander as director of pur- 
chases. In his new capacity, Mr. 
Alexander will direct the daily 
operations of the company’s pro- 
curement department. Jack D. 
Rice has been named assistant di- 
rector of purchases and assistant 
manager of the procurement de- 
partment. 


The appointment of William L. 
Machmer, Jr., as director of pur- 
chases was announced by Allied 
Chemical’s General Chemical Di- 


William L. Machmer 


vision, New York, N.Y. He suc- 
ceeds Frank J. French who was 
recently named a vice president. 
A member of the Allied Chemical 
organization for seventeen years, 
Mr. Machmer has been manager 
of General Chemical’s Market 
Survey Department since 1956. 
Earlier he served in a number of 
technical and administrative ca- 
pacities in the research, produc- 
tion, engineering and construction 
departments. In 1950, he was ap- 
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pointed production quality man- 
ager and three years later was 
made production supervisor. 


Robert J. Niehaus has been ap- 
pointed general purchasing agent 
of Hercules Motors Corporation, 
Canton, Ohio. Mr. Niehaus was 


Robert J. Niehaus 


formerly with the purchasing de- 
partment of Ford Division, Ford 
Motor Company. There, his re- 
sponsibilities included purchasing 
administration, purchase analysis 
and buying. 


The Wayne 
Company, 


Manufacturing 
Pomona, Calif. has 
announced the appointment of 
Robert M. Peldicord as director 


R. M. Peddicord 


of purchasing. Mr. Peddicord had 
previously been purchasing agent 
for Trailmobile Inc. and Bethle- 
hem Pacific Coast Steel Corpora- 
tion. 


The United Shoe Machinery 
Corporation, Boston, Mass., has 
named H. F. Pfaff as director of 
purchases. He succeeds A. L. 
Neff, who has retired after forty- 
nine years of active service. 


William S. Hutchings has been 
appointed assistant manager of 
purchasing by the New Jersey 
Zinc Company, New York, N. Y. 
He succeeds Albert E. Turner 
who has retired. Mr. Hutchings 
has been with the company since 
1946. He was purchasing engineer 
prior to his recent promotion. 


John E. Striker has been ap- 
pointed manager of purchases of 
Secode Corporation, San Fran- 
cisco, Calif. Mr. Striker was di- 


John E. Striker 


rector of purchases at Lenkurt 
Electric Company for seven years 
and more recently operated his 
own manufacturers’ representa- 
tive business in San Carlos, Calif. 


Purolator Products, Inc., Rah- 
way, N. J., has named Joseph P. 
Kontra assistant purchasing agent. 
Mr. Kontra began work in 1946 
as apprentice machinist for the 
Wheeler Tool Company, Avenal, 
N. J. and advanced to general 
manager of the company. In 1952, 
he joined the United Die Com- 
pany, Jersey City, N. J., as a 
sales engineer. Three years later 
he joined Purolator as technical 
assistant in the purchasing de- 
partment. 
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if you buy 
stampings 
in Cole) a cos abaal= 
PLUS 
beyond 
the PRICE!... 


engineering 
for instance 


Each day, our engineers 
suggest slight changes which 
eliminate higher tooling costs 
or additional operations on 
our customers’ stampings. 


Usually this speeds delivery 
time .. . another plus which 
alone justifies most differ- 
ences in original quoted prices! 


On your next stamping 
requirement, look for this 
plus beyond the price... 
engineering ... and let us see 
your prints before you buy! 


A brochure is yours 
for the asking! 
DETROIT STAMPING 
COMPANY 
Established 1915 


408 Midland Ave., Detroit, Mich. 


* dmerica’s Leading Job Stamping Manufacturer™ 


Iook toDopoit/ 
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FOB-“tilosoty of buying” 





Evwence continues to pile up 
that progressive companies are 
abandoning the idea of trying to 
get around the purchasing agent 
to get the order. Typical of the 
modern approach is the set of in- 
structions recently issued to its 
field engineers by BullDog Elec- 
tric Products Company. 

“Management’s demands on its 
purchasing men” it reads in part, 
“used to be ‘get the goods.’ It now 
has been replaced with a far more 
complicated one, ‘get value.’ 
Value buying is the job of every 
purchasing agent, whether in the 
one-man department or in the 
highly staffed organization. It is 
inherent in the buying function. 
Value buying has become a scien- 
tific and rigidly controlled opera- 
tion. It is past the groping, experi- 
mental stage. Looked upon from 
this new perspective manage- 
ment’s demand is not an unrea- 
sonable one. Nor is it unrealistic 
for us, as salesmen, to recognize 
this new concept of purchasing 
and turn it to our advantage 
through understanding.” 


F rep BRADLEY, purchasing 
agent for Southern Union Gas 
Company, Dallas, and N.A.P.A. 
Vice President for District 2 has 
an idea he hopes will benefit 


many other PwuRCHASING  sub- 
scribers as much as it has him. 
He has his secretary clip out ma- 
jor articles in every issue and file 
them under the major purchasing 
categories listed in our Annual 
Index (Cost Reduction, Economic 
Factors in Purchasing, Forms and 
Procedures, etc.). Fred reports 
that he refers regularly to the file 
as various problems or questions 
come up and finds the needed an- 
swers quickly. 


One OF the most effective 
pieces of good purchasing propa- 
ganda aimed at engineers and 


engineers-to-be appeared recently 
in the Yale Scientific Magazine. 
It’s an article entitled “On the 
Necessity for a Qualified Purchas- 
ing Agent” by James R. McCaff- 
rey, assistant division manager of 
purchases, chemicals, Union Car- 
bide Corporation. Jim, a graduate 
of Yale’s Sheffield School with a 
B.E. in chemical engineering, pre- 
sents an eloquent and intelligent 
picture of the purchasing function 
and the fine career it offers engi- 
neering graduates. 


STANDARDIZATION is all 
around us. Just a few years ago 
potential golfers looking for clubs 
had a measuring stick thrust into 
their hands. With this “scientific 
device” sporting goods salesmen 
could tell whether you needed a 
41-inch or 45-inch club. If the 
store stocked your size you were 
lucky. If not, you had to wait 
while they were ordered. 

Now you can walk out of a 
store clutching your clubs the 
minute you’ve chosen them. No 
more waiting. Eager to please 
(and sell more clubs) manufac- 
turers have agreed on a standard 
length for each club. What do you 
do if you’re short? Stand closer 
to the ball. Tall? Back up a 
little, already. 


PURCHASING 





Tue CHIEF editorial writer of 
the Boulder, Colorado Camera 
really heaved a lot of rocks at us 
and our readers because of a re- 
cent Purchasing Opinion Poll. In 
our press release we said the sur- 
vey (“How do Supplier Price 
Cuts Affect Buying Decisions?” 
June 9, 1958) showed that 80% 
of the P.A.’s interviewed said 
they believed price cuts by sup- 
pliers would have no effect on 
their buying plans. “This, of 
course,” we concluded, “explodes 
the classical economic theory that 
price reductions can stimulate re- 
covery in a declining economy.” 

It must have been a bad day in 
Boulder. “Apparently” fumed the 
newspaper, “purchasing agents 
are as foggy on the laws of eco- 
nomics as they sometimes seem to 
be on the wants of the corsumer 
... We wonder whether PurcuHas- 
ING Magazine might not better 
have conducted its survey among 
consumers than purchasing agents 
... It seems to us that Purcuas- 
ING Magazine is sadly kidding it- 
self and its readers if it thinks the 
people aren’t sick and tired of the 
perpetual inflation.” 

Gee, mister, we were only try- 
ing to report the news. 


One OF New York’s most in- 
teresting attractions is also one of 
its cheapest—the five cent ferry 
ride between Battery Park and 
Staten Island. Somebody’s paying 
a lot more for it in the end, of 
course, but there’s still a big thrill 
in laying out only a nickel for that 
stunning trip across Upper Bay. 
Now, in the same tradition, comes 
the news that City Purchase 
Commissioner Joseph V. Spagna, 
(president of National Institute of 
Governmental Purchasing, Inc.) 
has made what is probably the 
greatest ferry buy in history. The 
city has bought a surplus ferry 
valued at $150,000 from the fed- 
eral government for $1. This may 
be New York’s way of recouping 
some of its losses on that nickel 
ride—let the U.S. taxpayers as a 
since so many thousands of them 
have free-loaded (more or less) 


on the Staten Island run. 
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WorRtb BésTos 


BRAKE LINING 


... any shape...any size...any friction 
to meet your most exacting requirements ! 


as for 
Race Cars 


INTRICATE 


as for Industrial 
Brakes 


TINY 


as for small Precision Assemblies 





as for giant 
Forming 
Presses 


@ World Bestos is currently helping many manufacturers solve 
difficult braking problems with special friction formulas that assure 
dependable stopping power, non-fading performance and extra 
long life. 

World Bestos offers extensive research and development facilities 
and more than 30 years’ specialization in friction material manu- 
facture. Modern, high-capacity plant assures on-schedule delivery. 


®@ Write for new Industrial Brake Folder . . . or let us know your specific require- 
ments. Send prints and specifications if possible. Engineering assistance available. 


WortbD BESTOS *:::: 


DIVISION OF THE 


Firestone 


TIRE & RUBBER CO. 


Industrial and Automotive Brake Blocks and 
Linings + Transmission Linings + Special Clutch 
Facings + Vibration Controls + Sheet Packing 
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You can 
count on Beil exe's 2 2-man team that will give you a 


powerful lift toward closer Countrol of plant costs . . . 


th - your Veeder-Root Industrial Supply Distributor and 
1 S a Veeder-Root Sales Engineer. Together they can 


spot and eliminate profit-leaks with facts in figures 


that give you constant, instant command of every 
machine and process. 
And mostly they can do this by adapting standard 
counters from the complete Veeder-Root line . . . 
saving you the need and cost of special counters. 
What’s more, this survey is quick, complete, 


and costs you nothing. All you have to do is speak 
a word to your Industrial Supply Distributor 


to help cut your and he will take it from there. Phone or 
operating costs 





write him today. 





Ny Sete 5 RE BRET a Se a 


NEW ADDITION TO VEEDER-ROOT’S 
Standard Packaged Line 


a Daum Mounras EVERYONE CAN COUNT ON 
en cmenee for ac- 

ong life at very 
Sigh ope ot '58 Veeder-Root 
counts per minute. Panels 
of these counters can be INCORPORATED 
placed in your office . . . 
and all panels can vd reset Hartford 2, Connecticut 
eS techn een Hartford, Conn. * Greenville, S.C. * Altoona, Pa. * Chicago 
this and other V-R Stand- New York * Los Angeles * San Francisco * Montreal 


Offices and Agents in Principal Cities 
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SEND FOR THIS al 


| NEW BOOK fit 


BRONZE \ 


The NEW 
Chase Alloy gives you 
superior properties 
no other alloy 
= match 








CONTENTS 


Mechanical Properties 
Physical Properties 


Comparison with Other Metals 
teristics and high corrosion resistance! It will out-perform Test Data 


the metal of its type you’re using now—let us show you! 


IT’S NEW! IT’S DIFFERENT! Chase Silnic Bronze is a Nickel 
Silicon Bronze alloy, combining high tensile and high yield 


strength, high conductivity, excellent cold-forming charac- 


Fabrication Information 
End-product Properties 


Send today for your Free Copy of the metallurgical report plus other needed information! 


on SILNIc Bronze. See for yourself where and how this new 


Silicon-Bronze alloy can help you. See how SILnic BRONZE 

can aid in the production of just about any fastener you make 

today from bronze rod or wire—and in studs, springs, shafts, ase 

gears, electrical connectors. ° 


BRASS & COPPER Co. 


Ask your nearest Chase Representative for further details WATERBURY 80, COND. 


. Subsidiary of 
... locally, or by writing Chase at Waterbury 20, Connecticut. Kennecott Copper Corporation 


The Nation’s Headquarters for Brass, Copper and Stainless Steel 
Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City, Mo. Los Angeles 
Milwaukee Minneapolis Newark New Orleans New York (Maspeth, L.1.) Philadelphia Pittsburgh Providence Rochester St.Louis San Francisco Seattle Waterbury 
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EX-CELL-O FOR PRECISION 








RIGHT NOW ? 


EX-CELL-O CAN SHIP THEM TO YOU TODAY! 


Ex-Cell-O stocks more than 10,000 different standard size Drill 
Jig Bushings at key points throughout the country for same- 
day shipment to your plant regardless of location. Thousands 
of semifinished bushing blanks on hand speed orders for special 
sizes. Ex-Cell-O Drill Jig Bushings last longer because they're 
made better. Hole hardness is maintained at 62-64 Rockwell 
"'C"’ with chrome-alloy bearing steel, heat treated with the most 
modern methods. 

Order from the Ex-Cell-O Drill Jig Bushing inventory nearest 
you: Contact Ex-Cell-O Corporation in Detroit, New York, 
Downey, Calif., Cincinnati, Ohio and London, Canada. Write 
for Ex-Cell-O's Drill Jig Bushing Catalog today. 





EX: CELLO 


CORPORATION 
OETROIT 32, MICHIGAN 


Machinery Division 


MANUFACTURERS OF PRECISION MACHINE TOOLS e GRINDING 
AND BORING SPINDLES e CUTTING TOOLS e TORQUE ACTUATORS 
RAILROAD PINS AND BUSHINGS e DRILL JIG BUSHINGS e AIRCRAFT 
AND MISCELLANEOUS PRODUCTION PARTS @ DAIRY EQUIPMENT 








Highlights of This Issue 





Key Man on Your Team: The Supplier 


If it’s sound strategy to know your enemy, it’s 
even sounder in purchasing’s case to know your 
friends. The supplier is no longer the redoubtable 
foe he was in the earlier, cruder days of the 
purchasing-sales relationship. And he can be, in 
fact, a good and helpful friend if cultivated and 
properly used—-in the best sense of that word. 

Four articles in this issue are aimed at help- 
ing you to know your suppliers better, to under- 
stand their capabilities, and to use their knowl- 
edge and services to do a better buying job. On 
page 70 is practical advice—particularly for the 
small purchasing department—on gaining and 
keeping vendors’ interest and good will. On page 
68 is a story on a highly successful method of 
measuring supplier performance. “Use Your Ven- 
dors’ Brains—But Don’t Cut Their Throats” 
(page 65) is a frank and realistic discussion of 
how purchasing can exploit supplier know-how— 
to mutual advantage, Then on page 72 is a dra- 
matic case history of how these elements—mutual 
understanding and pooling of technical knowl- 
edge—paid off for all concerned. 


V How to Use The Learning Curve 


PURCHASING’S pioneering articles on the learning 
curve (see “Fair Value and the Learning Curve”, 
p. 95, Sept. 1950, and “Profit from Suppliers’ 
Experience”, p. 50 May 1956) are still in good Every day in America’s cost-conscious 
4 lants t tal 

demand among readers. To bring you up to date plants, Continental drills ore proving 

an 5 J : their ability to produce a finer, cleaner 
on how this important purchasing cost reduction hole and to last longer — up to 25% 
tool is being used we review some basic principles more production! Continental drills 


. cost you less per hole! 
and present two sample problems on page 80. 


V It Needn’t be a Total Loss CONTINENTAL 


| DRILL corporation 
A broken contract is an unpleasant thing at best 


for most purchasing agents. But if you know the 555 W. Adams St., Chicago 6, Illinois 
law, you may be able to turn the situation to WAREHOUSES: 
your own advantage. At least you'll be able to NEW YORK — LOS ANGELES TACOMA, WASH 


75 Murray St. 2944 Tweedy Bivd. 2006 Center St. 
- LO 7-4424 MA 17-3434 


BA 1-4220 
Paul Johnson, one of our staff of lawyer-pur- 4 PERMANENT 
chasing agent writers gives you the legal low- FREE TIME-SAVING CHARTS 


down on page 84. 


protect your company from unnecessary losses. 


JV Helpful Data for You Continental Drill Corp., 555 W. Adams Street 


Chicago 6, III 


Send us FREE hand 


Issue after issue you'll find all kinds of helpful hecked be 
and interesting data in our regular feature sec- C 
tions. Some standbys, for example, that you won’t 
want to miss in this issue are Catalogs, page 44; 
Products and Ideas, page 88; Office Equipment 
and Supplies, page 120; Purchasing People, page 
55; Association News, page 132; and the sprightly 
F.0.B., page 56. 
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Mackinac Bridge, world’s longest — 

pension bridge, connects upper — 
lower peninsulas of Michigan. 4" 
cause reliability of equipmen 


an important 
ing operations, 


Industry everywhere depends upon Gates 
Industrial Hose to provide air, water, steam, oil 
and suction for every type of application, includ- 
ing some of the toughest jobs in the world. 


Actually there are tens of thousands of miles 
of Gates Hose in daily use—every type and size 
from air hose the diameter of a pencil to petrol- 
eum hose as big as the mains in city streets. 

Back of the world-wide acceptance of Gates 
Hose is a continuing program of specialized hose 
research at the multi-million dollar Gates Re- 
search Center staffed by more than 200 chemists, 
physicists, engineers and technicians. 


The Mark of Specialized Research 


factor in the grout- 
Gates Water and 
Air Hoses were used. 


HORITY 
PHoTos courtesy MACKINAC eRioce AUT 


TPA 304A 


It is the aim of this specialized research to 
increase hose utility and life, and to lower indus- 
try’s annual hose costs. 


Because Gates Hose is so widely preferred, 
it is quickly available from leading distributors 
in all industrial centers in the Unted States and 
in 90 countries throughout the world...and its 
outstanding performance is guaranteed by the 
World’s Largest Maker of V-Belts. 


Gates 18HB Air Hose, with oil resistant tube and 
abrasion resistant cover, gives exceptional perform- 
ance on all heavy duty air usage. This popular hose 
— one of many in Gates full line — is always avail- 
able from your nearby Gates Distributor. 


The Gates Rubber Company e Denver, Colorado 


Gates Industrial Hose 


Made in a Full Range of Types and Sizes 
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Reading Habits for the P.A. 





E VERY PURCHASING AGENT owes it to himself and to his com- 
pany to keep up to date with conditions and progress in his field, and 
there’s only one way to do that — by systematic reading of current 
business publications. 


You can’t read them all, even all the good ones. But the buyer’s 
minimum reading schedule should include at least one publication re- 
porting general business affairs, one journal covering his specific in- 
dustry or major materials, and one devoted to his professional business 
function as a buyer. This combination gives him the threefold basic in- 
formation that he needs on the job—the economic climate in which 
he must do his buying, the technical aspects of the materials he buys, 
and the methods and policies by which he can buy most effectively. 


Reading takes time, but it’s also a part of the job. So far as is prac- 
ticable, allot time in the business day for systematic scanning of the 
selected business publications that come to your desk, as they come. 
Then you will at least know what is in them, and can mark the more 
pertinent and significant items for more thorough study as time per- 
mits. That goes for the advertising pages as well as the editorial. If 
you put it off, however good your intentions may be, the information 
may be lost to you forever. 


Don’t try to read every word the first time through. Every page and 
every item is important to some reader. If it’s important to you, don’t 
miss it. If it is only of marginal interest, spend your time on the articles 
that are more pertinent to your needs. Unlike suspense stories that try 
to keep you guessing, business editorial techniques and advertising dis- 
play are designed to tell you quickly just what you can expect and 
what it means to you. They respect your time and try to conserve it 
Trust the headlines and go on from there in your business reading. 


If periodicals are routed through your department, see that they are 
read and passed along promptly, and that there are enough copies so 
that the fellow at the end of the line gets them while they are still 
current. If there is something you particularly want your associates to 
read, mark it or clip a note to the page so they won’t miss it. 


If there’s something that you may wish to refer to later, tear it out 
and file it by subject where you can put your hands on it when you 
need it. Even with the most careful indexing, it is often difficult to 
locate and identify a specific reference. We know this from our own 
experience in trying to answer scores of hazy inquiries. The detail 
that sticks in your memory may be buried in an obscure paragraph 
incidental to the major theme of an article or in the fine print of an 
advertisement. 


Your business publications provide a service that you can’t get any- 
where else. But they have to be read regularly and wisely to get the 
full benefit. 


-" 





ANOTHER RYERSON PLUS: Inventory Control 


“Steel inventory problems? 


Ryerson solved them...” 


You can pass your steel inventory 
problems on to Ryerson, too. When 
Ryerson carries your steel inven- 
tory, you profit several ways. You 
reduce your ‘‘cost-of-possession”’ 
factor . . . increase your material 
selection flexibility . . . and assure 
a ready, steady flow of material to 
meet production needs. 

Ryerson will help you plan in- 
ventories of such materials as car- 


bon, alloy and stainless steels : . . 
bars, structurals, plates, sheets and 
tubing . . . aluminum and indus- 
trial plastics. With Ryerson as your 
source, you store and handle only a 
safe minimum of material to meet 
your needs. 


With Ryerson inventory control 


{ CERTIFIED | 


you can make design changes or re- 
vise production, with less inventory 
risk. Ryerson—with strategically 
located plants and unlimited stocks 
—stands ready to deliver the exact 
steel you require when you need it. 

A call to the nearby Ryerson 
plant will bring you the profitable 
details on how Ryerson can help 
you with steel inventory problems. 


RYERSON STEEL 


Member of the <@}>> Stee! Family 


Principal Products: Carbon, alloy and stainless steel—bars, structurals, plates, 


sheets, tubing—aluminum, industrial plastics, metalworking machinery, etc. 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON + WALLINGFORD, CONN. * PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 
DETROIT + PITTSBURGH « BUFFALO * INDIANAPOLIS * CHICAGO « MILWAUKEE « ST. LOUIS * LOS ANGELES * SAN FRANCISCO * SPOKANE * SEATTLE 


For More Information Write No. 207 on Inquiry Card—Page 32 
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Use Vendors Brains— 


But Don't Cut Their Throats 


Some plain talk on what purchasing wants from the 


supplier and what it’s willing to offer in return 


By Lacy B. Herrmann Westinghouse Electric Corp. 


S uppLiers WHO SELL us 
components and raw materials 
are experts in their particular end 
products. Common sense should 
tell us that they know more about 
the design and building of their 
product than we do. So it’s only 
natural for us to draw on their 
skill and experience in coming up 


with a better end product of our 
own. 

At the Westinghouse Television 
and Radio Division, we have 
about 500 suppliers. Theoretically, 
then, we have around 500 engi- 
neering departments we can call 
upon to help us in our work. Spe- 
cifically, all these engineering de- 
partments can help us in: 

(1) Pure Research — Suppliers 
can do a lot of research on raw 
materials and components that 
can aid us in our product design 
and ‘styling. This pure research is 
for the most part available to us 
at no charge at all. An example 
of this is the basic chemistry work 
that such firms as duPont and 
Dow have done in plastics. We 
have taken advantage of their re- 
search in new and different types 
of molded decorative parts for 
radio and television. 

(2) Research and Development 
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Work—If a supplier is a specialist 
in his own field, he is usually best 
equipped to do specific project de- 
velopment work. Generally for 
such research and development 
work there’s little, if any, cost to 
us. Furthermore, in many in- 
stances, no research and develop- 
ment contract is necessary—just 


tee 


we! 


some assurance of business for 
the work undertaken. 

This was the case about a year 
ago when one of our speaker sup- 
pliers developed a radically dif- 
ferent speaker for us and another 
company in the industry. The re- 
search and development work 
cost us only some assurance of 
business for that supplier. In re- 
turn we had the definite advan- 
tage of getting this new speaker 


tae ee 2. actos 


oS ca 


months ahead of our competition. 

(3) Cost Reduction Work—A 
fine example of this is the recent 
case when we were working on 
the design of a new radio. A sup- 
plier suggested making a radio 
handle slightly different from the 


way our engineering originally 
specified. It meant a unit price 
cost reduction from 17¢ to 7¢. 

(4) Ease of Assembly Counsel 
—In a recent tour through our 
plant, the chief engineer and sales 
manager of one of our trans- 
former suppliers saw how their 
products were being assembled 
into one of our radio models. They 
suggested changing to a different 
type frame on the transformer. 
They knew the frame was avail- 
able whereas our own engineers 
did not. We made this change at 
no increase in piece price for this 
type transformer and thereby 
were able to cut out a touch up 
operation on our line and reduce 
the number of rejects for that 
particular type radio. 

You don’t get anything for 
nothing. To get suppliers to help 
you is not really very hard to do 
and does not require a “sell your 
soul” program. But at the same 
time it does require a little give 
for the take. Common sense will 


tell you the sort of help your sup- 
pliers can and will give you: 

(1) You should be able to get 
the most cooperation, from the 
suppliers who get the largest 
share of your business. 

(2) Conversely, you can’t ex- 
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The “two-heads-are-better-than 


= 


-one” concept has been used suc- 


cessfully in solving plant problems. Why not try it with suppliers? 


pect to be able to milk a supplier 
of information and get cut in on 
the latest product of his research 
efforts, unless you are willing to 
give a littie too. 


Every Man For Himself 


Our approach to the subject of 
supplier assistance and develop- 
ment work goes something like 
this—“if you do the development 
and research work for us on this 
particular item, you can be as- 
sured of the first order (or series 
of orders depending upon the 
type of item involved)”. After 
that it is every man for himself. 

Generally, if there isn’t any sub- 
stantial amount of tooling money 
involved, this is a fair enough 
proposition for our suppliers. If 
there is tooling money involved, 
the commitment or. purchasing 
program generally involves a lit- 

tle longer period of time, unless 
' of course we pay for tooling. 

Needless to say, though, if the 
item involved is one that can be 
used as is, or with only minor 
modifications, throughout the in- 
dustry—our paying for tooling 
would be impractical. 

These commitments, particu- 
larly the longer term ones, al- 
though generally unwritten, be- 

ome accepted as a pledge of 
honor that only under very dras- 
tic circumstances would be brok- 


A basic policy of good faith will 
always pay off for the buyer. One 
of bad faith will be the quickest 
way for the company to shut off 
outside information and develop- 
ment work. 

Poor reputations spread quickly 
via the grapevine, and can prove 
to be very costly. A single act of 
bad faith may take a company 
several years to make up. In the 
meantime it’s more or less iso- 
lated and shut off from outside 
information not only by the poor- 
ly treated supplier but by other 
companies. 

A purchasing agent or buyer 
must be willing to spend time 
with various suppliers to let them 
know that they are something 
more than just a number—and 
something more than just the 
favorite “whipping boy”. Culti- 
vate suppliers. Make them hon- 
estly believe that they are valued 
and that they are not being given 
the business today and the door 
tomorrow, on a short term gain 
basis for the buying firm. Then 
the supplier will cooperate much 
more with you and your company 
in all respects. Once the supplier’s 
ego is flattered and he feels his 
services are valuable there is no 
end to the work he might do for 
you. 

On the other hand, if the sup- 
plier feels he is being “used”, this 
type of system can also act as a 


boomerang. The supplier will go 
elsewhere with his information to 
make his profit rather than stand 
a potential loss at the hands of a 
ruthless purchasing organization. 

Under a “lasting” relationship, 
purchasing can expect better 
prices, better delivery, and more 
engineering services from its sup- 
pliers. 


How to Encourage Suppliers 


At the Westinghouse Television 
and Radio Division, we have a 
program for encouraging our sup- 
pliers to help us. It’s offered as 
one approach that might stimu- 
late thinking on your part along 
this line—thinking that will lead 
to better use of your suppliers. 
At our division: 

(1) Buyers are specifically in- 
structed to seek information from 
suppliers. 

(2) Buyers set up regular visits 
between vendors (both salesmen 
and engineers) and various engi- 
neers working on new projects. 

(3) A New Products Coordina- 
tor has been named. He is also the 
Cost Control and Cost Reduction 
Coordinator for the purchasing 
department. Thus, the full power 
of a cost-conscious person is 
brought to bear in exploiting the 
advantages of new products. This 
New Products Coordinator oper- 
ates as follows: 

—from personal experience he 
is familiar with all phases of our 
products. 

—aids the buyers in formally 
introducing new products to any- 
one in the plant who might be 
interested. 

—aggressively seeks new ideas 
-particularly those that might 
save money. 

(4) Presidents and vice-presi- 
dents of all our major suppliers 
are invited to view, at a special 
display, our new lines. These key 
persons are asked to offer sugges- 
tions and new ideas on how the 
products in our line might be bet- 
ter made. 

Through such a program, we 
have been able to successfully ex- 
tend the concept of “two heads 
are better than one” beyond the 
four walls of our plant. We have 
made use of our suppliers’ brain- 
power in solving many of our 
problems. 
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I npusTRIAL SALESMEN— 
the men we see in our offices 
every day—have one major fault, 
I believe. It’s not backdoor sell- 
ing, ignorance of his product, 
neglecting to get an appointment, 
or any of the other shortcomings 
of which we are aware. 

It’s simply this: a strikingly ob- 
vious failure to analyze the 
unique requirements of every in- 
dividual customer. 

Most salesmen fall down in the 
areas of quality and delivery re- 
quirements. On top of this, they 
don’t seem to have the sense and 
or guts to pass on this pertinent 
data to their own manufacturing 
and inspection departments. The 
net result—operating departments 
in the vendor’s plant never get 
accurate information about the 
customer’s needs. which results 
in unnecessary cancellations, re- 
jections, and bad feelings. 


Sales Manager Too 


Perhaps I’m being too hard on 
the salesmen. After all, they’re 
sometimes under pressure from 
their sales managers to get the 
order at all costs and may perhaps 
be tempted to let the hereafter 
take care of itself. But regardless 
of who’s to blame in the supplier’s 
sales organization, we're faced 
with a growing problem of inade- 
quate material produced in ignor- 
ance of the P.A.’s needs. 

Virtually every customer has 
certain specific requirements for 
materials, which are sometimes 
drastically different from the 
standard product. Two purchas- 
ing agents may buy the same raw 
material or component from a 
vendor, but each might require a 
slightly different treatment or di- 
mension. The vendor who neglects 
these differences and turns out 
the same standard product for 
both might very well find himself 
without either for a future cus- 
tomer. 

For example, take this situation 
that happened recently when we 
bought precious metal plating. 
Our specifications required an 
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The Salesman’s 


Biggest Weakness 


Despite the care P.A.’s put into providing complete 
specifications, some vendors still continue to ship 
their regular standard product. The result is often 


rejections and costly delays. Here’s how one company 
set up a@ program to overcome this problem. 


By K. A. Cruise 


Material Manager, Bendix Aviation Corporation 


.0002 minimum thickness for gold 
plating throughout the part, and 
we specifically pointed this out to 
the salesman. He took the order 
on the basis of our specs—but his 
production department went right 
ahead to turn it out according to 
the standard practice in the trade 
—with an average thickness of 
not less than .0002. Naturally we 
couldn’t accept the material, de- 
spite the cries of shocked surprise 
from the salesman and his sales 
manager. 


Plant Visits 


Our company has developed a 
planned program to partially 
overcome this sales weakness. 
First, we visit each firm we an- 
ticipate using as suppliers. We 
insist that it has the proper equip- 
ment and competent personnel— 
and we go to great lengths to de- 
termine this accurately. 

We inspect personnel files and 
interview the staff to make sure 
adequate technical talent is avail- 
able. And we demand to see evi- 
dence that work of similar quality 
has already been turned out. 


To those companies that meet 
these standards, we seni prints 
and specifications of our require- 
ments—not for quoting but mere- 
ly for study. We expect them to 
develop questions about our 
methods and interpretations from 
this information. When the sales- 
men from these firms visit us, 
accompanied by their quality con- 
trol managers, works managers, 
and others responsible for produc- 
tion and inspection, we answer 
these questions and have a gen- 
eral discussion about our require- 
ments. Only after we are com- 
pletely satisfied as to their ability 
to produce what we want—in al- 
dition to the items they’ve manu- 
factured before—do we approve 
these companies and add their 
names to our list of qualified ven- 
dors. 

Of course, our program isn’t 
foolproof and we still have rejec- 
tions of goods that cause us to 
miss our own delivery schedules. 
But at least we’re sure that every 
vendor knows our particular re- 
quirements and understands his 
responsibility to meet them. 
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Director of Purchases Rice discusses supplier awards with Irwin J. Carroll 
of Clevite Harris Products, Inc. 


How ‘To Measure 


Supplier Performance 


Here’s a vendor rating system used by Whirlpool 
Corporation which goes far beyond conventional 
vendor evaluation programs. It covers all the import- 
ant areas a vendor can be rated on—including 
service, integrity, pricing, packaging. 


I; THERE a really accurate 
yardstick for measuring supplier 
performance? 

Yes, according to Director of 
Purchases R. S. Rice of the Clyde 
Division, Whirlpool Corporation. 
His department uses a system for 
telling how a supplier is doing 
what Rice calls the most scientific 
and flexible yet devised. It goes 
far beyond product quality and 
suggestions for product improve- 
ment. It. takes in service, integ- 
rity, pricing and packaging stand- 
ards. 


How It Works 


Shortly after the end of each 
month sheets containing names of 
all production material suppliers 
are given to Value Analyst H. H. 
Behnke. He routes them to all 
buyers and follow-up men. There 
are four categories of vendors 
based upon the total monthly dol- 
lar volume of business. A com- 
pany that supplies, for instance, 
$50,000 in goods per month will 
not be compared with another 
which might only supply $2,000, 
during the same period. 

The rating sheet contains col- 
umns headed: 

(1) Quality 
(2) Integrity 
(3) Product Improvement 
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(4) Service 
(5) Price 
(6) Packaging 
These are rated as follows: 

Quality—is assigned 30 points 
maximum. Performance ratings 
are furnished by statistical quality 
control from inspection experi- 
ence records. 

Integrity—is assigned 20 points 
maximum. It is rated only by the 
buyer and covers such factors as: 
(a) Does the supplier indulge in 

sharp practice? 

(b) Is his product fairly priced? 

(c) Does he ask fer unfair pric- 
ing assistance? 

(d) Does he “jam” shipments at 
end of the month? 

(e) What is his reputation in his 
industry? 

Product Improvement—<carries 
a maximum value of 40 points. It 
is graded jointly by the buyer and 
value analyst, using this formula: 
(1) Vendor’s sugges- 

tions not yet incor- 

porated 
(2) Vendor’s sugges- 
tions accepted by 

us 35 - 40 
(3) Same as above 

but of less value 30-35 
(4) Whirlpool sug- 

gestion, other than 

standard engineer- 


0 - 20 points 


” 
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Vendor performance sheet is routed to all buyers and follow-up men. 
Each vendor is rated individually by the buyers and Value Analyst Behnke. 


ing change, that re- 

ceives full vendor 

cooperation 20 - 30 
(5) Vendor suggestion 

not accepted by us 

but indicating in- 

terest on his part 0-10 


” 


A vendor may receive credit in 


more than one month for the same . 


suggestion. For instance, he could 

receive 20 points in May for a sug- 

gestion and 40 points in June 
when his idea is accepted. 

Service—is assigned a maxi- 
mum value of 20 points. Grading 
is handled by the buyer and fol- 
low-up man on such factors as: 
(1) Meeting shipping 

dates. 

(2) Ability to handle emergency 
requirements that are not his 
responsibility. 

(3) Availability of supplier rep- 
resentatives when needed. 

(4) General attitude. 

Pricing—is worth 20 points 
maximum and is judged only by 
the buyer. 

Packaging—is assigned a maxi- 
mum value of 10 points. It is 
graded by the value analyst, who 
is in close touch with all incoming 
packaging conditions. 

The entire program is outlined 
in a letter, available to suppliers 
in the lobby. Their questions and 
suggestions are encouraged. The 


schedule 


only fact not revealed is the dol- 
lar volume spread applicable to 
each category. 


Vendors Like It 


Rice reports great enthusiasm 
for the idea among the supplier 
family who number almost 600 
and furnish over $60 million in 
supplies annually to the Clyde 
Division. In many cases a vendor 
has recalled a condition over- 
looked by the buyer in his rating, 
and an allowance for this over- 
sight is made in the next month’s 
score. 

One of the most important ad- 
vantages of this particular plan is 
the fact that the buyer can point 
out specific faults in a vendor's 
performance by reference to the 
rating sheets. He must also use 
sound judgment in rating a par- 
ticular characteristic because he 
is expected to review the facts 
directly with the supplier. 

Another advantage is that the 
point value of any particular char- 
acteristic can be changed to put 
the emphasis elsewhere as de- 
sired. At present quality stand- 
ards and suggestions for product 
improvement are considered most 
valuable and the highest number 
of points are assigned accordingly. 

The system, says Rice, is the 
fastest, most flexible and most ac- 
curate he knows of. 
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P. A. Carl Bauer 
In 19 years—no trouble with vendors 


Vendor Relations: 


Key to 


Small Company 


Success 


By Ned Kellogg 


Goon VENDOR relations are 
a must for any company. But 
they’re especially important for 
small businesses. 

The reason? Frankly, it’s be- 
cause small companies don’t have 
enough weight to throw around. 
Their orders just aren’t big 
enough. 

Large companies on the other 
hand often have good vendor re- 
lations just because they are big. 
Vendors are more likely to go 
beyond the normal call of duty 
to keep them happy. But for the 
small company, good vendor re- 
lations—the kind that pay off 
when there are shortages, when 
rush deliveries are needed, when 
disputes arise—often depend 
more on the buyer than the sup- 
plier. 

Small Volume Purchasing 

Hilliard Corp., Elmira, N.Y., is 
one of the many small companies 
that is doing an outstanding job 
of solving this problem. A manu- 
facturer of clutches and filters, 
Hilliard has a three-man purchas- 
ing department and an annual 
purchasing volume of roughly $1 
million. It’s hardly the kind of 
operation that will force vendors 
to come calling hat in hand. 

Hilliard has the additional 
problem of needing many of its 
supplies in a rush. Says P.A. Carl 
Bauer: “It’s fairly normal for us 
to operate in a situation where 
we have to get something in 2 or 
3 weeks that normally takes 6 to 
8 weeks to make.” And since 
much of Hilliard’s work is to 
specifications, the purchasing de- 
partment can’t get off the hook 
by carrying large inventories. 

What it boils down to is that 
Hilliard has the problem of: (1) 
not being big enough to be re- 
garded as a major customer by 
any of its suppliers; (2) it can’t 
cover its needs with large inven- 
tories; (3) because of the nature 
of its work it has to get rush 
service from its suppliers. 

In spite of these handicaps, 
P.A. Bauer can proudly boast 
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that, “We’ve never lost a man- 
hour of production time in the 
last 15 years because of a lack of 
materials. The reason for this is 
mainly the fine relationship we 
have with our suppliers.” 

Four Ways to Win 

Much of Bauer’s success in ven- 
dor relations is based on four 
principles: 

(1) Don’t push too hard on 
prices. “If you're dealing with a 
good supplier give him a chance 
to make a reasonable profit.” 

(2) Know your suppliers per- 
sonally. “If you’re in a jam, it 
helps to be on a first-name basis 
with the man who can push your 
order for you.” 

(3) Let the supplier know ex- 
actly what your requirements are. 
“Don’t specify tighter tolerances 
than you need. And let the ven- 
dor know how the item he’s sup- 
plying will be used.” 

(4) Don’t put the vendor on 
the carpet for not being able to 
do the impossible. “Blistering a 
vendor may be a good way to get 
rid of your frustrations. But if 
the vendor isn’t really to blame, 
you'll find that you have a pretty 
uncooperative supplier the next 
time around.” 

P.A. Must Sell Himself 

Bauer has a unique attitude on 
vendor interviews. He regards 
them not only as chance for a 
salesman to sell his product, but 
also for the P.A. to sell himself 
to the salesman. He points out 
that the P.A. who is liked and 
respected by a vendor has a bet- 
ter chance of getting a break 
when the chips are down than the 
P.A. who adopts the “old stone- 
face” role. 

Of course Bauer has run into 
the problem that many small 
company P.A.’s face: suppliers 
who are really only interested in 
large volume purchasers. They'll 
take the small fry but regard 
them as over-the-transom busi- 
ness. This kind of supplier gets 
crossed off Bauer’s list immedi- 
ately. What he wants are ven- 
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dors who can produce in low 
volume at the right price. 

When he’s trying to line up a 
supplier for a new item, Bauer 
usually sends out four or five 
inquiries. He feels that increasing 
the number of inquiries only com- 
plicates the job and_ usually 
doesn’t help the buyer. When he’s 
cut his choice down to two pos- 
sible vendors Bauer often visits 
both before making a choice. 

Bauer’s approach in dealing 
with new vendors is to be as 
frank and honest as possible. He 
tells the supplier the volume he 
can expect during the year, ex- 
plains how the item the supplier 
is to make will be used. Then he 
gives the vendor an order for a 
trial lot. From this sample run, 
Bauer is usually able to size up 
whether the vendor is worth 
keeping. 


Too Much Red Tape 


Hilliard has no formal vendor 
rating system except what Bauer 
keeps in his head. Occasionally, 
however, he runs through his 
cards on vendors he’s not too fa- 
miliar with to see if their prices 
have remained in line and whe- 
ther their delivery records are 
what they should be. 

From his experience as a small 
company purchasing agent, Bauer 
has found that it’s best to deal 
with small suppliers whenever 
possible. “The trouble with large 
companies is that they are too 
fixed in the way they operate. 
They can’t be flexible enough to 
make exceptions. Operating on a 
crash program basis the way we 
do, it hurts if one of our orders 
gets tied up because of large 
company red tape.” 


Use Suppliers’ Brains 


Citing a few more reasons why 
it’s essential for a small company 
to have good vendor relations, 
Bauer points out that, “Since a 
small company can’t have the en- 
gineering and design facilities of 
a large company, it’s a tremen- 


dous advantage if you can make 
use of your vendors’ engineering 
departments. 

“Another reason for our stress 
on vendor relations is that we’re 
often called on to supply com- 
ponents for new products devel- 
oped by other companies. In cases 
like this where we have the jump 
on our competitors, we don’t want 
to lose the advantage by not be- 
ing able to deliver on time. This 
means we have to get exception- 
ally reliable service from our sup- 
pliers.” 

Tipoff on the kind of relation- 
ship Hilliard has with its sup- 
pliers is the fact that many of the 
company’s purchase orders are 
sent out without a price. Bauer 
explains his “no price on P.O.” 
system this way: 

“When we buy blueprint items 
to our own specs, we usually get 
a first-time price along with the 
tooling charges. On repeat orders, 
however, the ‘no price on P.O. 
system’ is used. We also leave 
prices off the P.O. for off-the- 
shelf items. Prices are checked 
when they are posted to the cost 
cards and compared to the price 
last charged or to prevailing 
prices on standard items. If there’s 
a problem about a price being out 
of line, we’re usually able to work 
out a satisfactory agreement with 
the vendor.” 

The best commentary on the 
state of Hilliard’s vendor rela- 
tions comes from Bauer himself: 
“In 19 years of purchasing, I can 
count on one hand the number of 
times I’ve had trouble with sup- 
pliers.” 

Over the years, Bauer has lined 
up a group of topflight suppliers 
whom he can rely on and who 
like to do business with Hilliard. 
He has complete confidence in 
his vendors and his vendors have 
confidence in Hilliard. This is a 
big plus for a small company. 
It’s the payoff that comes from 
an effective vendor relations pro- 
gram. 
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Vendor-Buyer Team 


Cuts Cost 


of 


Purchased Parts 


Cost of materials cannot be measured by price 


alone. 


The standard must be ultimate cost, 


carrying the calculation through to the point 
where the purchased material or product has 
served its intended purpose. This article shows 
how Brown & Sharpe Manufacturing Company 
of Providence, R. I. met the problem of declin- 
ing profits with a cost evaluation program. 


By Ernest L. Anderson, Jr., Assistant Director of Purchases 


We HAVE FOUND an answer 
to the problem of shrinking prof- 
its on certain product lines: a 
Programmed Cost Evaluation pro- 
gram. It’s a systematic meshing 
of purchasing, production and 
vendor know-how to get equal 
or better quality in purchased 
parts at lower cost. This is the 
story of just one successful part 
of the program. 

Our Industrial Products Divi- 
sion had a critical problem in 
1957. It was faced with declining 
profits—and in several cases ac- 
tual losses—on stock tool holders. 
A price rise was out, so the manu- 
facturing engineers had to look 
at these cost reduction possibili- 
ties: (1) design change, (2) low- 
er-cost raw materials, and (3) 
different production methods at 


Brown & Sharpe or at its sup- 
pliers. The holders were then be- 
ing made at relatively high cost 
entirely by machined, sand-cast 
or forged parts. 

The problem was attacked as 
part of the cost evaluation pro- 
gram set up by the manufacturing 
engineering group in Industrial 
Products and the purchasing de- 
partment. We saw little benefit 
in pursuing either of the first 
two areas—design change or low- 
er-cost raw materials—for cost 
reduction. Instead, we concen- 
trated on switching sand-cast or 
forged parts to investment cast- 
ings. (Since then, we have ex- 
panded the program to many 
other products in the Machine 
Tool, Hydraulic Products and 
Cutting Tools Divisions.) 


Our first study indicated two 
reasons why we might be able to 
save with investment castings. 
First, the general shape of stock 
tools suggested that many turn- 
ing and milling operations could 
be eliminated. Second, initial 
tooling costs in investment cast- 
ings were low enough for parts 
produced in relatively small quan- 
tities. 

We didn’t know enough about 
the investment casting process, 
however, to judge which parts 
were most adaptable and the rel- 
ative costs. This caused many 
delays during our early efforts to 
convert to the process—in some 
cases several months. A large part 
of this time was: spent by our 
people in studying the design 
changes requested on the vend- 
or’s quotation. Although some 
progress was made, this process 
seemed painfully slow. 


Procedure Set Up 


The purchasing department ar- 
ranged meetings among the manu- 
facturing engineers and sales and 
engineering personnel of Hitch- 
iner Manufacturing Co., Inc., Mil- 
ford, N. H. It was agreed to estab- 
lish a sound initial understanding 
between the vendor (Hitchiner) 
and the manufacturer (Brown & 
Sharpe). For the vendor this in- 
volves repeated expression and 
description of what his production 
method can accomplish and care- 
ful study of the needs of the 
manufacturer. 

The manufacturer’s personnel, 
on the other hand, must familiar- 
ize themselves with the produc- 
tion method and what the vendor 
can do with it. 

The first part of the program 
was to familiarize Brown & 
Sharpe people with the process 
and its application. It consisted 
of three steps: 

(1). Investment casting sym- 
posium—six people in the Indus- 
trial Products Division and pur- 
chasing department attended a 
symposium in Providence, R. L, 
covering the nature and inherent 
virtues of investment casting. The 
presentation was made by Hitch- 
iner engineering personne! using 
a portable investment casting 
process display. 
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(2). Specific function meetings 
—interested design, manufactur- 
ing and production groups at 
Brown & Sharpe were separately 
addressed by Hitchiner technical 
personnel on specific factors in 
each area. 

(3). Plant visits—more than 25 
Brown & Sharpe personnel (in- 
cluding two buyers) visited the 
Hitchiner plant in Milford, N. H., 
in groups of two or three to watch 
the actual production of invest- 
ment castings. 

Meetings like these are not held 
on every production method in- 
volved in the cost evaluation pro- 
gram. For example, formal meet- 
ings were not required on the 
powdered-metals program because 
of the small number of Brown & 
Sharpe personnel involved. On 
the other hand, a recent sympo- 
sium on forming aluminum was 
attended by 85 people, primarily 
because of our unfamiliarity with 
aluminum as a machine-tool ma- 
terial. 


How We Convert 


The next move was to hold a 
series of engineering conferences. 
The idea was to separate quickly 
possible investment casting ap- 
plications, using the supplier’s 
ability to recognize such applica- 
tions by review of the drawings. 
These are the steps in conversion: 

(1). Technical personnel from 
Brown & Sharpe and engineering 
and sales personnel from Hitch- 
iner review part drawings to de- 
termine applications for invest- 
ment castings. 

(2). During the review all ques- 
tions regarding design changes, 
casting configurations, etc. are 
raised so that the drawing in ques- 
tion can be marked to the final 
casting configuration. A marked 
print is given to Hitchiner and 
one is held at Brown & Sharpe. 

(3). Hitchiner quotes the cast- 
ing applications within approxi- 
mately one week to the marked 
prints. 

(4). Brown & Sharpe reviews 
quotations and places orders 
against the marked prints in ap- 
proximately two weeks. All work 
is done against marked prints un- 
til sample approval. 

(5). Once Brown & Sharpe 
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knows what parts and how many 
it wants, the delivery situation 
and schedule samples are re- 
viewed with the vendor. 
Additional investment casting 
meetings have been held on an 
irregular basis, initiated by manu- 
facturing engineering and ar- 
ranged by purchasing. The con- 


version procedure was developed 
to organize evaluation of invest- 
ment castings in new stock tools 
and other products. The formal 
procedure was considered desir- 
able particularly in investment 
castings both because of the large 
number of Brown & Sharpe per- 
(Please turn to page 128) 
ae 


j-# 


A typical cost evaluation conference in the purchasing department. Clock- 
wise: J. W. Carroll, B&S product design engineer; I. E. Fisher, estimating 
engineer, Hitchiner; B. Livas, sales engineer, Hitchiner; J. E. Holiday, 
manufacturing engineer, B&S; J._C. Bailey, production foreman, B&S, and 


the author. 


Most of the parts (excepting nuts and bolts) in these Brown & Sharpe stock 
tools have been converted to investment castings. 
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Purchasing and production control team 
up with other departments at Dodge 
Vanufacturing to reduce costs without 


impairing quality. 


Were ALL average people 
—but by working together we can 
do a better-than-average job.” 

Application of this adage has 
brought some healthy improve- 
ments at Dodge Manufacturing 
Corporation, Mishawaka, Indiana. 
Not quite two years ago, Earl 
Wedlake was appointed to the 
newly created position of vice 
president.of purchasing and pro- 
duction control. His experience in 
both fields has helped to weld 
these two functions together. 

Reporting directly to the com- 
pany president, Wedlake helps 
make corporate policies and takes 
active part in forecasting, sales 
planning and union negotiating 
committees. 

Reporting to Wedlake is Donald 
Saunter, director of production 
and purchasing, who is the guid- 
ing force for planning, scheduling 
and coordinating of manufactured 
and purchased components 
through the manufacturing proc- 
ess. Purchasing is under the di- 
rect supervision of Purchasing 
Agent Ed Rhodes. Rhodes, husky 
former North Carolina University 
football fullback, and three buyers 
do the day-to-day buying for 
Dodge. All came to purchasing 
“through the mill”. They’ve per- 
formed so well that despite in- 
creasing workload during the last 
five years due to changing mate- 
rials, new and expanded product 
there’s been no addition of 
personnel, In fact, purchasing per- 
sonnel has been reduced by 10 
er cent. 

“Buying good quality”, says P. 
\. Rhodes, “doesn’t mean that 


ines, 


Purchasing Fights the 


you are necessarily paying more 
for what you get. And it doesn’t 
mean that you can’t make major 
contributions to profit along the 
way.” Here are some examples 
of what he means: 

In making its power transmis- 
sion machinery, Dodge pours some 
68 tons of castings every working 
day—a lot for a small company 
not primarily in the foundry busi- 
ness. Basic materials for the cast- 
ings are coke, pig iron, steel and 
cast scrap. 

Concern because the cupola mix 
was made up of 45% pig iron at 
$68 a ton, and only 15% cast scrap 
at $48 a ton led to a conference 


By C. D. Francisco 


between purchasing and the 
foundry people. Convinced that 
it would be practical to change 
the mix, they now use a higher 
percentage of the lower-cost scrap, 
and a lower percentage of the 
higher-cost pig iron. 

In the same manner they de- 


-cided that steel rails at more than 


$60 a ton were a little out of line 
when cut structural and plates 
cost but $48 a ton. They tried the 
purchased cut steel scrap — it 
worked. Result: a neat $2500 a 
month saving. If there were a 
formal program, these would 
probably be called “value analy- 
sis case histories”. Instead, at 


Product and packaging display helps stimulate ideas from pack- 
aging suppliers. Here, Leonard Schlemmer, assistant superintendent 
of the warehouse, and Buyer Clifford Mechling listen to vendor 
packaging engineer, Richard Long. 
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Profit Pinch 


A profit-making team discusses profit-making 
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Dodge they just call it “alertness” 
and “common sense.” 

This philosophy was applied in 
still another way on scrap buying. 
Ed Rhodes hadn’t been P. A. too 
long before he realized the de- 
partment was weak on informa- 
tion needed to buy scrap intelli- 
gently. 

So he developed a form re- 
questing certain basic information 
from all major foundries within 
a radius of 50 miles. Now he has 
a file of scrap metal information 
which shows foundry specifica- 
tions, recent price, average price, 
present inventory and average in- 
ventory. At regular intervals the 
form goes out with a request for 
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foundries to report any changes 
in the status of this data. Now 
when Ed’s negotiating he’s in 
possession of the very latest price 
data. 


Savings Reports 


Purchasing changes, once han- 
dled loosely, are now explained 
and reports are circulated. A form 
instituted in purchasing, and 
edged in green color, calls atten- 
tion to potential savings through 
better methods. Wide distribution 
informs others of the results of 
combined efforts of purchasing 
and other departments to effect 
substantial savings; purchasing is 
the first to admit that most sav- 


ideas: (left to right), Donald Saunter, director of 
purchasing and production, Vice President Earl 
Wedlake and P. A. Ed Rhodes. 


ings reported would not be pos- 
sible without the cooperation of 
other departments. 

When engineering releases a 
new product, prints are studied 
by purchasing for possible cost- 
saving changes in products, fin- 
ishes, use of new methods. And 
periodically, studies are made of 
inventory stocks to determine 
whether better methods may be 
used. Recently, a study of steel 
tubing resulted in the elimination 
of fourteen sizes of warehouse- 
purchased tubing and the addition 
of nine sizes of mill-purchased 
tube. 

This kind of standardization 
means appreciable increases in 
economy and availability. And the 
quality is still there—it’s just in 
a different form. 

To help engineering in their 
efforts to design for better cost, a 
summary of sizes and uses of mil] 
tubing carried in stock is issued 
periodicallly. 

Like most companies these days, 
the profit squeeze is a real con- 
cern at Dodge. Vice President 
Wedlake believes tough times 
have their good points as far as 
purchasing is concerned. “The 
current recession”, he says, “has 
played right into our laps. Our in- 
ventory is reduced and we get 
exactly what we want in quality 
and finish, We have more sup- 
pliers for what we need. We're 
finding new opportunities in nego- 
tiation, like blanket orders. Peo- 
ple are more anxious to serve you 
promptly and we can do a better 
job for our company.” 
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This forging operation finishes the greater part of the 
piece to the required thickness in a lengthwise path. 


How to Select 


The Right Forging 


By T. C. DuMond 





This is the twelfth in a series of 
articles on the technical aspects 
of purchasing. The material that 
will be presented is meant to 
provide a “refresher course” for 
experienced buyers and basic in- 
struction for trainees or buyers 
new to specific commodities. Mr. 
DuMond is the author of the 
well-known book, “Fabricated 
Materials and Parts” (Reinhold 
Publishing Corp., New York.) 
A mechanical engineer, he has 
spent years in technical writing. 


Aursoucu THERE is some 
competition between forgings and 
parts made by other processes, 
most of the problems of selection 
are concerned with choosing the 
proper forging method for mak- 
ing the part. Assuming that a 
forging is decided upon, shall we 
make it as a drop forging, press 
forging, upset forging or cold 
headed part? Each method has 
some advantages which make it 
best suited for certain parts. 

A quick rundown of the com- 
parative properties of the four 
types of forgings is given in the 
accompanying table. Here again, 
as in the table on castings (Pur- 
chasing, May 26, 1958) the entries 
are intended to serve as guide- 
posts because all statements are 
comparative. As with all other 
comparisons exceptions can be 
found, but the data given here is 
generally accurate. 

Numerals shown in each square 
are used comparatively for each 
factor being discussed. They can 
also be used for similar compari- 
sons in the table on castings re- 
ferred to above. Those being su- 
perior as far as any one factor is 
concerned are numbered 1; least 
favorable 3. In some cases the 
difference in rating represents a 
great difference; in other in- 
stances the difference is slight. 

It is suggested that the table be 
used to check for the two or three 
factors which are most important 
to you. Find the type of forging 
which appears to be best for you 
and then check into it more com- 
pletely. Also check to see how it 
compares in these important 
qualities with castings. 
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Drop Forgings 





Press Forgings 





Upset Forgings 





Cold Headed Parts 





Raw Materials 
Range 
and Costs 


Tool and Die 
Costs 


Optimum 
Hot Sizes 


Direct Labor 
Costs 


Finishing 
Costs 


Complexity 
of Parts 


1-2. Wide—Materials 
range from plain 
steels to high cost al- 
loy steels and nonfer- 
rous alloys. 


3. High—Tool costs 
can reach several 
thousand dollars, de- 
pending upon size 
and complexity. 


3. Large — Although 
used for smaller quan- 
tities under special 
conditions process is 
best suited on quanti- 
ties of 10,000 or more. 


2. Medium—Skilled la- 
bor needed for heat- 
ing billets and han- 
dling hammer. 


2. Medium—irons and 
steels require consid- 
erable cleaning to re- 
move scale which de- 
velops during heating 
and cooling. 


2. Medium—Scrap loss 
depends upon materi- 
al, size, shape and 
subsequent machin- 
ing. 


2. Moderate—Shapes 
limited by die restric- 
tions, which prevent 
protrusions, bosses, 
etc. 


1-2. Wide—Compar- 
able to drop forgings 
although best suited 
to the highly forge- 
able alloys. Best for 
nonferrous metals. 


3. High — Somewhat 
less, usually, than for 
drop forgings, but 
still expensive. 


2-3. Medium to High 
—Production lots of- 
ten are somewhat less 
than for drop forg- 
ings. 


2. Medium — Some- 
what less than for 
drop forgings. Many 
steps automatically 
controlled. 


2. Medium — Same 
conditions as for drop 
forgings. 


2. Medium — Usually 
less than for drop 
forgings. 


2. Moderate — Some- 
what less restricted 
than drop forgings. 


1-2. Wide—Similar to 
drop forgings as to 
range. 


3. High—Multiple cav- 
ities to achieve com- 
plete forming result 
in high costs in many 
cases. Lower than 
drop and upset dies, 
however. 


2. Medium — As with 
other forging meth- 
ods, die costs make 
necessary _ relatively 
large production runs. 


2. Medium—Lowest of 
the three forging 
methods. 


2. Medium — Because 
process is usually per- 
formed with metal 
cold, scaling is not a 
problem. 


1-2. Medium — Often 
less than for drop and 


press forgings. 


3. Restricted—Limited 
to cylindrical shapes. 


2. Moderate — Re- 
stricted to materials of 
moderate hardness 
and high ductility. 


2. Medium—Costs can 
run to a few hundred 
dollars. Extreme de- 
formation achieved by 
several simple dies 
rather than one com- 
plex die. 


3. Large—Not suited 
to small quantities. 
Minimums of 25,000 
to 50,000 are recom- 
mended, depending 
on complexity of 
shape. 


1. Low — The process 
is almost entirely au- 
tomatic. One oper- 
ator can handle sev- 
eral machines. 


1. Low—Special qual- 
ity wire required, 
plus lack of heat 
keeps finishing costs 
low. Cold working 
avoids scaling. 


1. Low — Practically 
no scrap loss. 


3. Restricted—Limited 
to shapes which can 
be formed from small 
diameter wire. Usual- 
ly require secondary 
operations for com- 
pletion. 
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Drop Forgings 





Press Forgings 





Upset Forgings 





Cold Headed Parts 





Range 
of Sizes 


1. Wide — Drop forg- 
ings can vary in 
weight from a few 
ounces to large hand 
forgings weighing 
several tons. 


2. Moderate — Sizes 
range from 25 to 30 
lb down to those 
pieces weighing only 
a few ounces. 


2. Moderate — Ex- 
tremely large and ex- 
tremely small parts 
are not suited to up- 
set forging. Between 
1 and 15 inches in 
diameter. 


3. Narrow—Maximum 
size in range of 7 in. 
long by % in. di- 
ameter down to % in. 
diameter. 





Mechanical 
and Structural 
Properties 


1. Excellent—Forging 
action strengthens 
metal by directing the 
grain flow. Toughness 
provided in parts. 


1. Excellent — Similar 
to drop forgings. 


1. Excellent — Com- 
pare with parts made 
by other forging pro- 
cesses, 


2. Good — Properties 
approach those 
achieved in the forg- 
ing processes. An- 
nealing often re- 
quired to relieve stres- 
ses. 





Precision and 
Tolerances 


2. Moderate—To plus 
or minus 0.010 to 
0.030 inch normally; 
tolerances to 0.005 
inch or better possible 
through coining. 


2. Moderate — Some- 
what better than drop 
forgings. To 0.005 
inches by coining. 


2. Moderate—Similar 
to press forgings. 


2. Moderate—Plus or 
minus 0.002 inch pos- 
sible; 0.010 inch, com- 
mon on all dimen- 
sions except length. 





Surface Detail 
and 
Smoothness 


3. Fair—Fine finish 
might require ma- 
chining. Depressed 
detail can be repro- 
duced, if not too fine. 


2. Moderate 


2. Mor erate 


1-2. Good to Moder- 


ate 





Getting into 
Production 


3. Slow—One week to 
several weeks re- 
quired to make dies. 


3. Slow — Approx- 
imately the same as 
for drop forgings. 


3. Slow—Dies require 
almost as long as 
those for press forg- 
ings. 


2. Fair—Dies are rel- 
atively simple to 
make. 





Rate 
of Output 


2. Moderate — Up to 
120 pieces per hour 
on small parts. Large 
pieces require slower 
rates. 


3. Moderate — Some- 
what slower than 
drop forgings. 


2. Moderate—Usually 
somewhat faster than 
drop forgings. 


1. High — Speeds as 
high as 4800 per hour 
are common; higher 
rates possible with 
some shapes. 





Remarks 


Should be considered 
when high strength is 
required, and normal- 
ly only when large 
quantities are in- 
volved. 


Where strength re- 
quirements are not so 
high, but design is 
more complicated, 
press forgings could 
be best. 


Best suited to smaller 
parts of symmetrical, 
cylindrical contour. 


For extremely large 
quantities of small 
flanged or headed 
parts. 
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Making P.A.’s Out of Buyers 


[raining buyers is one of the most important duties of a purchasing 
agent. Here are some techniques used by a leading drug company 
to make sure its buyers are ready to handle increased responsibility. 


By Leonard Sloane 


Tue BUYERS of today are the 
purchasing agents of tomorrow.” 

That’s how Frank D’Antonio, 
hardworking director of pur- 
chases at Chas. Pfizer & Co., Inc., 
Brooklyn chemical and drug com- 
pany, explains the thinking be- 
hind his buyer training program. 
Success of his program matches 
the phenomenal growth of the 
company. In 1941, when Pfizer’s 
sales were $8 million, D’Antonio 
had seven people in his depart- 
ment. Last year, the company 
racked up $207 million in sales, 
while 72 men and women worked 
in purchasing departments at 
Pfizer’s three main plants. 

D’Antonio gives his plant pur- 
chasing agents, buyers and as- 
sistant buyers as much responsi- 
bility as possible so that they will 
have the training and experience 
necessary to step up to bigger 
jobs. He and the plant purchasing 
agents carefully evaluate the 
work of the buyers and encourage 
their personal development in 
purchasing. 


Monthly Meetings 


One of the most effective train- 
ing methods at Pfizer is to have a 
different buyer serve as chairman 
of the monthly purchasing depart- 
ment meetings held at each plant. 
The chairman has comple‘e re- 
sponsibility for planning, organiz- 
ing, and conducting the confer- 
ence. 

At the Brooklyn plant, for ex- 
ample, D’Antonio and P. A. Eric 
Johnson attend the meetings 
along with the buyers. But they 
prefer to let the buyers take the 
lead in creating ideas for cost re- 
duction and value analysis. 

“The expansion of our company 
isn’t over by a long shot,” 
D’Antonio. “It’s up to us to help 
these buyers develop their capa- 
bilities to meet the challenges and 


says 
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problems that Pfizer will face in 
the future.” 

A feature of these monthly 
mee‘ings is the presence of one 
of the department heads. An of- 
ficial from either the production, 
sales, or administrative depart- 
ments is encouraged to take part 
in the discussion and to present 
any problems that his department 
may have concerning purchasing. 

Many of these problems are 
ironed out quickly at these face- 
to-face meetings, D’Antonio says. 
“Otherwise, it might take months 
before we’d reach a solution.” In 
addition, the meetings give the 
buyers a chance to learn more 
about how the other departments 
operate. 


Engineering Seminars 


Pfizer buyers are also responsi- 
ble for arranging those engineer- 
ing and research seminars which 
require contact with suppliers. At 
these seminars, the company’s re- 
search scientists and engineers of 


the production and development 
staffs are given the opportunity to 
ask questions about new chemical 
ideas and processes. 

The buyers are required not 
only to be alert to new industry 
developments, but also to see that 
the engineers are aware of new 
techniques advanced by suppliers. 
The seminars help bring vendor 
knowledge to Pfizer’s research 
and production groups through 
the medium of the purchasing de- 
partment. 

Most of Pfizer’s buyers and as- 
sistant buyers came up through 
company ranks to their present 
positions. The average age of the 
buyers is 3l—a factor leading to 
vigorous and imaginative new 
purchasing ideas. 

“We try to keep one or two 
trainees ahead of our current 
needs,” says D’Antonio. “We're 
growing so fast we don’t know 
when we might need another 
buyer in a particular spot. But 
when we do, we'll be ready.” 





Director of Purchases Frank J. D’Antonio (center) meets with the purchas- 
ing agent and buyers at Pfizer’s Brooklyn plant at monthly conferences. 
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The Learning Curve— 
Short Cut to Cost Reduction 


Here’s how North American uses the learning cr ve to 
make sure it pays a fair price—and no more. It’s a price 
negotiation technique that knocks the fat off excess vendor 


profits. 


14 

Lr YOU'VE done it before, you can probably 
do it better the next time,” say Rulon Nagely 
director of material for North American Avia- 
tion, Inc., Los Angeles. That’s why he’s such a 
booster of the “learning curve”. Used properly, 
it’s one of the best tools a P.A. can have in price 
negotiation. 

For the P.A. who may not have had experience 
with the learning curve, the principle is basically 
this: a vendor supplying a custom built product 
—a special welded forging for example—should 
be able to cut his production costs as he gains 
experience in making the forging. This means the 





What Is The Learning Curve? 


The learning curve is based on the principle 
that you learn from experience. A vendor work- 
ing on a new job may make mistakes at the 
beginning, but as he continues to make the 
same item he becomes more efficient. His costs 
go down and, as many alert P. A.’s believe, 
so should his price. 

In the aircraft industry, the 80% learning 
curve is the one that’s most frequently used. 
The 80% means that every time the quantity 
of units produced is doubled, the cumulative 
average hours required to make the new total 
quantity is only 80% as great. 

A 100% learning curve would be based on 
the assumption that no learning takes place. 
It would apply only to a completely automatic 
operation, or to a standard item which has 
been produced in such volume that learning has 
reached the point of no return. 

On the other hand, a 50% learning curve 
would mean that the second half of the 
doubled quantity of the item produced could 
be turned out with no labor cost at all. This 
is the reason that most learning curves range 
from 60-90%. Any curve under the 60% level 
should be studied carefully. 





80 


more forgings he makes, the lower his unit price 
should be. 

Of course the learning curve can only be used 
in special situations. As Nagely outlines them, 
these conditions are: 

(1) In purchasing a non-standard part. 

(2) When competition is restricted because 
specialized equipment is needed, or when patents 
are involved. 

(3) When direct labor is high per cent of the 
cost of the item. 


Eliminates Excessive Profits 


“In the aircraft industry many of our jobs re- 
quire knowledge, engineering skills and equip- 


- ment which only a few suppliers have,” says 


Nagely. This means we’re handicapped in getting 
competitive bids. And then, after the first order 
has been completed, the supplier who did the job 
has a tremendous advantage over anyone else. 
He has the tooling and the know-how and so can 
practically eliminate competition. This puts him 
in a position to underbid everyone else and still 
make excessive profits. That’s why we rely on 
the learning curve. It helps change excessive 
vendor profits into fair profits.” 

In drawing up its learning curves, North Amer- 
ican uses log-log paper (scaled like a slide rule)— 
mainly because it’s more convenient. In most 
cases where it uses this price negotiation tech- 
nique, North American employs the 80 per cent 
learning curve. This means that North American 
assumes a vendor will be able to cut labor costs 
20% every time he doubles production of the 
item. Selection of the 80% learning curve is 
arbitrary. However, it’s based on North Ameri- 
can’s experience in dealing with aircraft suppli- 
ers. In addition, the 80 per cent curve is more or 
less standard for the industry. 

Fig. 1 is an example of an 80% learning curve. 
The vertical scale represents hours of vendor 
production time. The horizontal scale represents 
the number of units made by the vendor. 

In this example, North American knows from 
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100 600 UNITS 


Fig. 1. An 80 per cent learning curve. 


a previous order that the vendor made five units 
in an average of 10,000 hours per unit. This in- 
formation is plotted on the chart (point b). Now 
the whole learning curve can be drawn by apply- 
ing the 80% “experience” factor, North Ameri- 
can figures the vendor should be able to make a 
total of 10 units in an average time of 8000 hours 
per unit (80 per cent of 10,000 hours). So point b’ 
is plotted at 10 units and 8000 hours. By connect- 
ing points b and b’ and extending the line, the 
learning curve is completed. 

From the curve it’s apparent that production of 
the first unit will require 17,000 hours (point a). 
For 600 units the cumulative average (of 600 
units) will be only 2100 hours per unit. 


Sample Problems 


Here are two sample problems that demon- 
strate how useful the learning curve can be: 

Problem No. 1. 150 pieces of a special machined 
forging were purchased from Company A for 
$100 each. You now want 300 more pieces. What 
should you pay? 

Plot (Fig. 2) point 3A at $100 and 150 units. 
Plot point 3B at double the quantity and 80% 
of the price. These two points establish the 80% 
slope. At point 3C, which represents the total 
of the old and new quantities (450), the total 
cumulative average price is $70.50. By multi- 
plying the total quantity of 450 pieces by this 
price, you arrive at a total price for both orders 
of $31,725. The total price of the old order (150 
pieces x $100 each) equals $15,000. By subtract- 
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ing $15,000 from $31,725, you obtain the figure 
$16,725. This is the total price for the new order. 
Dividing this new figure by the 300 pieces you 
plan to buy gives you the new unit price of $55.75. 

North American frequently finds its vendors 
faced with the problem of costs going up after 
the first order is completed. Examples are in- 
creased labor and material costs and overtime 
work. Also, the vendor may find that he didn’t 
make enough profit on the first order. 

“Proper application of the learning curve,” says 
Nagely, “means that you'll be paying a low 
enough price so that you can be generous in 
dealing with these special situations and still 
obtain substantial price cuts on _ successive 
orders.” 


How It's Used Most Often 


Problem No. 2—the most typical use of the 
learning curve: 

1000 pieces of a welded forging assembly were 
purchased at a price of $300 each. 2000 addi- 
tional pieces are now needed. What should the 
price be? 

An analysis of the supplier’s cost shows the 
following: $10,000 was spent for tooling which 
was amortized over the first order and will not 
contribute to the costs of the additional order. 
Raw materials cost $65 per piece for the first 
order but due to a general price increase will 
cost $70 for the subsequent order. Plating and 
heat treating cost $5 per piece and are not sub- 
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ject to the learning curve. X-rays cost $2 per 
piece on the first order, but were felt to be sub- 
ject to the curve and the supplier thought he 
could negotiate the price downward on the new 
order. 

The supplier had just granted a 10% wage in- 
crease to his direct workers and was going to 
be forced to put his direct workers on a 48-hour 
week because of the increased work load. Direct 
labor amounted to $100 per part. The supplier 
had made no profit on the original order and felt 
he was entitled to 10 per cent. 


The computation is as follows: 

Original Price 

Less—Tooling $10,000 + 1000 pieces 
Se re Fy) 


$300.00 ea. 
10.00 ea. 


$290.00 ea. 


Less—items not subject to curve 
Material $65.00 ea. 
Plating & Heat Treating.. 5.00 ea. 


70.00 ea. 


Plus: 
10% wage increase 
Overtime Cost 


Adjusted costs subject 
to learning curve 


Plot (Fig. II) point 3D at 1000 units and $238.80. 


Then plot point 3E at double the quantity (2000) 
and 80 per cent of the price (191.04) to establish 
the 80 percent curve. Then read at point 3E the 
new cumulative average price at the total quan- 
tity of the old and new orders, 3000 units at 
$167 each. 

3000 pes. (@ $167.00 

Less 1000 pes. @ $238.80 

Total price of new order 

By dividing the total price ($262,200) by the 
number of pieces, you arrive at $131.10 as the 
new unit price of the cost elements which are 
subject to the curve. Then add back in the items 
not subject to the curve which have been previ- 
ously subtracted. 

CE, is ca ce wwakacendns aha .- $131.10 

Raw Material ($65 previously subtracted 

and $5 increased cost) 
Plating & Heat Treating (previously sub- 
tracted) 
Net price before profit ; 

By adjusting this price to give a 10 percent 
profit, you establish the new selling price of 
$229.00. 

The relationship between the old and new 
price for the cost elements subject to the curve 
depends upon the relative size of the old orders 
and the new order. The following chart of com- 
parative prices for the elements of cost subject 
to the curve is of value although it’s more effec- 
tive to plot the new price in the supplier’s 
presence. 


Fig. 2. Examples of the learning curve in use. 


UNITS 


PURCHASING 





‘i 
=, 


\ 


Rulon Nagely, corporate di- 
rector of material, North 
American Aviation, Inc.; “Used 
properly, the learning curve is 
one of the best tools a P.A. can 
have in price negotiation.” 


North American has found that once suppliers understand the learning 
curve they often become enthusiastic supporters of it. Here Dan Axelson, 
cost analyst, and D. L. Peitzke, director of material for North American’s 
Los Angeles Division, discuss the learning curve with Dudley Biggs, con- 
tract administrator, Rheem Manufacturing Co. 


Per cent increase in 
quantity (New order 
divided by old orders) 

10% 

50% 

100% 60% 

150% 57% 

200% 55% 

500% 47% 

1000% 41% 

1500% 37% 
Intervening prices can be interpolated between 

the above figures. 


Words of Caution 


“Although the learning curve is a very useful 
buying tool,” Nagely points out, “it’s no cure-all. 
It can easily be misused and boomerang on both 
supplier and purchaser.” 

Nagely pinpoints the most common misuses 
of the learning curve as: 

e Applying a learning curve to an estimated 
price, which tends to magnify any errors in 
the original estimate. 

e Attempting to apply a learning curve to stand- 
ard items and acting as if the first article pur- 
chasei were the first article produced, even 
though many thousands of similar or identical 
parts may have been manufactured in the 
past. In this case, production experience is no 
longer of real value. 


Per cent of old 
price which should 
be paid for new order 
67% 

63% 
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e Attempting to apply the learning curve in 
fields different from those in which the sta- 
tistics were originally developed, e.g. in modi- 
fication work. 


Attempting to apply the 80% curve uni- 
versally. For simplicity’s sake the examples 
used here employ an 80% curve, which has 
been the average in the aircraft industry. In 
any specific instance, however, good judgment 
is needed to select the proper slope to be 
applied. 


“Success in using the learning curve,” says 
Nagely, “depends on two things. One, convincing 
the supplier that the basic figures used are cor- 
rect. Two, convincing the supplier that his costs 
will follow the improvements shown on the 
curve.” 


Continues Nagely: “It’s better to explain the 
theory of the learning curve to the supplier and 
then encourage him to plot the curve himself. 


When first introduced to the curve, a typical 
supplier will tend to object, since the curve 
shows his costs constantly being reduced. The 
supplier should be assured that you are only 
trying to get fair price based on his probable 
cost trend. “Usually a supplier who is at first 
reluctant about the learning curve ends up being 
a convert,” concludes Nagely. 





How To Make the Most of 
A Broken Contract 


Knowing the law, a purchasing agent can sometimes turn a 
broken contract into an advantageous situation. At the very 
least he'll be able to protect his company from unnecessary losses. 


W sen A buyer makes a con- 
tract for the purchase of material 
and then the seller refuses to de- 
liver, the buyer’s only recourse is 
to seek compensation for the loss 
he has sustained. One of the most 
important functions of a contract, 
especially if it is written, is to 
serve as the basis for seeking in- 
demnification for losses sustained 
due to the failure of performance 
of one of the parties. Thus a pur- 
chasing agent, to enable him to 
intelligently formulate contracts, 
must be familiar with the rules 
of law regulating damages for 
breach of contract. Only in this 
way can he fully protect his com- 
pany from unnecessary losses 
when his contracts are breached. 

The Uniform Sales Act pro- 
vides that “Where . . . the seller 
wrongfully neglects or refuses to 
deliver the goods, the buyer may 
maintain an action against the 
seller for damages for non-deliv- 
ery.” This act also provides that 
“the measure of damages is the 
loss directly and naturally re- 
sulting in the ordinary course of 
events, from the seller’s breach 
of the contract.” 


Types of Damages 


Damages for the breach of sales 
contracts are broadly divided into 
two classes, general and special. 

General damages are _ those 
damages which occur when the 
goods which the seller refused to 
deliver are readily available from 
other vendors on the open mar- 
ket. If A accepts an order for 500 
Ibs. of sugar from B and then 
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By Paul H. Johnson 


fails or refuses to deliver the 
sugar on the specified date, A 
would be liable for general dam- 
ages only assuming B could eas- 
ily obtain immediate delivery 
from other vendors of sugar. The 
extent of injury for general dam- 
ages is established by the Uni- 
form Sales Act as “the difference 
between the contract price and 
the market or current price of 
the goods at the time when they 
ought to have been delivered, or, 
if no time was fixed, then at the 
time of refusal to deliver.” There- 
fore, if A had contracted to sell 
the sugar to B at 10¢ per pound 
and B was forced to buy the sug- 
ar elsewhere at the current mar- 
ket price of 15¢ per pound, then 
the measure of damages for the 
breach would be five cents per 
pound of sugar. 

Damages are awarded on the 
basis that the buyer is entitled to 
be placed in the same position as 


The goods are 
late, boss. 


Should 


if the contract had not been 
breached. Where the buyer sup- 
plies himself with the commodity 
by repurchase, the reasonable ex- 
pense of so doing in addition to 
the advance price has been held 
to be recoverable. Refusal to ac- 
cept defective or non-conforming 
goods does not preclude a buy- 
er’s action for non-delivery. 
Suppose a buyer supplies him- 
self by purchases in the market, 
as B did above. He may ordinar- 
ily recover the difference between 
the agreed price and the advance 
price which he is forced to pay, 
where he uses reasonable dili- 
gence and care in making the 
purchase. If A could show that 
B could have bought the sugar 
on the open market for 12¢ per 
pound by the exercise of the rea- 
sonable diligence expected of a 
purchasing agent, his liability 
would be limited to 2¢ per pound. 
In order to recover special dam- 


No. Wait till things get real 
fouled up. Then we'll 
slap ‘em with a fat suit. 


we look for a 


substitute ? 
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A PURCHASING AGENT MUST TAKE ALL AVAILABLE STEPS TO 
ELIMINATE OR AT LEAST MITIGATE THE INJURY TO HIS COMPANY 
WHEN A SALES CONTRACT IS BREACHED. 
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Here are the fire 
extinguishers 
you ordered 


I'm suing. They were 
due last month. 
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DAMAGES FOR LATE DELIVERY ARE DETERMINED BY THE LOSS 
THAT IS CAUSED BY LATE DELIVERY. HOWEVER, THE BUYER HAS 
TO SHOW THAT THE DAMAGES WERE CONTEMPLATED OR FORESEEN 

BY THE SELLER AT THE TIME THE CONTRACT WAS MADE. 


ages for non-delivery in a sales 
contract two things are required 
on the part of the buyer. First, 
he must show that the special 
damages were reasonably sup- 
posed to have been contemplated 
or foreseen by the parties at the 
time the contract was made, as 
the probable result of the breach. 
Second, he must be able to prove 
the extent of the special damages 
with reasonable certainty. 

One court said that any dam- 
ages sustained in excess of the 
“market price rule” cannot be 
recovered unless the special cir- 
cumstances occasioning such loss 
were known to both parties and 
presumptively entered into the 
contract. A contracts to sell B a 
load of pipe for $10,000. He knows 
that the regular market price of 
the pipe is $11,000 but that B has 
contracted to sell the pipe to C 
for $12,000. If A repudiates the 
contract he would be liable to B 
for $2,000 since he knew that B 
had a special contract whereby 
he was to make an extra large 
profit. If A had not known of 
the contract between B and C 
he would be liable for only $1,- 
000 damages—the “market price” 
loss. 

Notice of the special circum- 
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stances which will render the sell- 
er liable for special damages to a 
purchaser in case of the seller’s 
breach must be had by the seller 
at the time of or prior to con- 
tracting to sell. Notice given the 
seller subsequent to the forma- 
tion of the contract, although 
prior to the breach, is insufficient. 


Special Damage Cases 


Situations where the courts 
have awarded special damages 
when the seller knew of the in- 
tended use of the goods include: 
damages to crops due to failure 
to deliver fertilizer, damage to to- 
bacco due to failure to deliver 
fungicides, damage to stock due 
to failure to deliver feed, and 
damage to meat due to failure to 
deliver ice. 

Damages are recoverable for 
losses caused only to the extent 
that the evidence affords a suf- 
ficient basis for estimating their 
amount with reasonable certain- 
ty. Where the evidence does not 
afford a sufficient basis for a di- 
rect estimate of profits, but the 
breach is one that prevents the 
use and operation of property 
from which profits would have 
been made, damages may be 
measured by the rental value of 


the property or by interest on the 
value of the property. A builds a 
new plant and contracts with B 
to supply the electrical power. B 
breaches the contract and fails 
to supply the required power for 
30 days. B would be liable to A 
for his lost profits from his in- 
ability to operate the new plant 
as obviously B would have an- 
ticipated special losses to A when 
he made the contract. However, 
A’s profits are speculative, es- 
pecially since it is a new plant 
and no past profit records are 
available. Consequently the loss 
would probably be computed on 
the basis of the rental value of 
the property or by interest on 
the value of the new plant. 

The right of an action for an- 
ticipatory breach is now recog- 
nized by most American jurisdic- 
tions where the seller repudiates 
the contract and gives notice of 
his absolute refusal to deliver the 
goods. The buyer may then main- 
tain an action for the breach even 
before the time for delivery ar- 
rives. An example is where a 
contract of sale is made for a 
specific item and then the seller 
sells it to someone else, making 
performance impossible. When a 
buyer supplies himself elsewhere 
in the event of an anticipatory 
breach he must be particularly 
careful because he does so at his 
own risk. The courts have held 
that his recovery will be limited 
to the lesser of: 1. The difference 
between the contract price and 
the price he had to pay; or, 2. 
If the market goes down, the dif- 
ference between the contract 
price and the market price at the 
time for delivery established in 
the contract. 


Avoiding Harm 


A doctrine of law which pur- 
chasing people should be famil- 
iar with, especially with reference 
to breached contracts, is the 
“avoidable harm doctrine.” This 
tenet states that damages are not 
recoverable for harm that the in- 
jured party should have foreseen 
and could have avoided by rea- 
sonable effort without undue risk, 
expense or humiliation. Thus, a 
purchasing agent must take all 
available steps to eliminate or at 
least mitigate the injury to his 


(Please turn to page 162) 
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new Fairchild 


have the Byast-3411— 
TeMmdek-jie 


First American propjet 

transport designed for short and 

medium-range operators. . . 

both airline and corporate . . . the new 

F-27 is the proven successor to the famed DC-3. 

From design to production, the best brains and equipment in the 

aircraft industry have been employed for 5 years in the development 

of this new plane. So it follows that Morse Cutting Tools. . . par- 

ticularly Morse Aircraft Drills and Router Bits . . . were used in 

construction. Because it takes quality to make quality . . . and the 
mettle of Morse Tools is a known quantity. 

Likewise, on your own cutting tool needs, it pays to mark your 

orders ““Morse’’. Let your Morse-Franchised Distributor show you 

exactly why. Call him today. 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 
A division of VAN NORMAN INDUSTRIES, INC. 


Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


The F-27 is made in the USA by Fairchild Engine & Airplane Corp., 
Hagerstown, Md. Cruising speed, 280 mph. Range up to 2500 
miles. Takeoff distance, 3680 ft. 


»-».in Cutting Tools 


MOORS EG 


means “CELE MOST” 
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Products and ideas 








Wiping Towel 
Costs Cut 30% 


Last YEAR Roberts Manufac- 
turing Co., Cleburne, Tex., be- 
eame dissatisfied with its shop 
wiping towels for two reasons: 

(1) Towel losses through “wip- 
er swipers” were running some- 
what over 4%. 

(2) Production time lost per 
worker in towel exchange was 
running over five minutes. 

In an attempt to cut towel loss- 
es and reduce exchange time, 
Roberts decided to try an auto- 
matic shop towel dispenser. This 
is how the dispenser operates: 
Five soiled shop towels are in- 
serted into the dispenser one at 
a time which causes the machine 
to automatically dispense a bun- 
dle of five clean towels. The dis- 
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This centrally-located automatic shop towel dispenser helped cut 
wiping towel costs at the Roberts Manufacturing Company. Here a 
worker is receiving a bundle of five clean towels in return for the 
five soiled ones he deposited in the intake opening in the upper 
right hand corner of the dispenser. A counter (upper left) keeps 
an accurate tally of the number of towels cctualle used. 


penser works only if five soiled 
towels are deposited. 

Roberts passed out five clean 
shop towels to each production 
worker. This was their basic 
stock, which when soiled, could 
be exchanged at the dispenser for 
five clean ones. Workers were told 
that loss of a towel would have 
to be reported to their foreman 
to secure a replacement. 


The Results 


Now, after almost nine months 
of operation with the automatic 
shop dispenser, Roberts has real- 
ized three major savings: 

(1) Shop towel losses cut from 
4% to less than 1%. 

(2) Towel usage cut by 25%. 
Towels are used more efficiently 


since there is a tendency not to 
exchange the towels until they are 
really soiled. 

(3) Exchange time reduced 
from five minutes to 2.5 minutes. 
This saving was possible because 
of the convenient central location 
of the dispenser in the plant. Pre- 
viously the towels were incon- 
veniently located at the tool crib. 

Over-all, Roberts can account 
for more than a 30% reduction in 
actual shop towel laundry costs, 
plus the production time savings. 

The automatic shop towel dis- 
penser is a product of the Indus- 
trial Wiping Cloth Co., Long 
Island City, New York. Industrial 
Wiping Cloth distributes the dis- 
penser through its authorized in- 
dustrial launderers. 

For More Information Write No. 209 
on Inquiry Card—Page 32> 
PURCHASING 
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Put this truck to work... without 


For many companies, even the savings resulting 
from the use of the right equipment is overshad 
owed by the capital investment necessary. The 
logical answer, in such a case, is to lease 

Without tying up a cent of working capital, the 
Clark Lease Plan permits you to select materials 
handling equipment from the world’s most com 
plete line. No down-payment or outside financing 
is necessary, and you have the added advantage 
of dealing directly with your local Clark dealer. 


The savings the equipment brings are usually 
greater than the leasing rate. In fact, most users 
of the Lease Plan find the cost-cutting factors 
of using modern handling equipment far outweigh 
the modest monthly rates. For a detailed brochure 


giving full particulars 


of the Clark Lease Plan, 
EQUIPMENT 


simply write: Leasing, 
Clark Equipment Co., 
Battle Creek, Michigan. 








Picture of worker saving money 


He’s helping cut maintenance 50% 
with Steiner roll towels 


Here’s why roll paper towels reduce washroom maintenance 
costs: Controlled roll paper towel dispensers hold more towels. . . in a cab- 
inet of any given size you can get almost twice as many towels on a roll 
as you can folded. Also, Steiner control cuts towel waste . . . makes supply 
last longer. Means your roll towel cabinet has to be refilled only half as 
often as a folded towel cabinet. Saves as much as 50 percent in maintenance 
man-hours. 


Just install Steiner dispensers in your washroom on a trial 
basis and see how you save. Your local janitorial supplier or sanitary paper 
distributor can help you. For more information send in the coupon below. 


STEINER COMPANY 
Dept. 9C-2, 740 N. Rush St., Chicago 11, Ill. 


Please send me free bulletins on Steiner controlled roll paper towel 
dispensers. 
NAME 


COMPANY. 
STREET. 
CITY. 
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Asphalt Carton Speeds 
Filling Operations 





A one-piece, swen-bottom as- 
phalt carton speeds filling opera- 
tions, reduces leaks, resists ad- 
verse weather conditions, and 
saves handling costs for asphalt 
producers. The carton, for 100 lbs. 
of asphalt, is made of .030 thick- 
ness, 100% solid virgin kraft con- 
tainer board. The manufacturer's 
joint is a glued-overlap type and 
the bottom is string swen. The 
carton can be supplied with or 
without top flaps and is adaptable 
to any type of filling operation. It 
is made by Gaylord Container 
Division of Crown Zellerbach 
Corp., 111 North Fourth Street, 
Saint Louis 2, Missouri. 


Write No. 18 on Inquiry Card—Page 32 


Industrial Truck for 
Tight Passageways 


on 
See 


* 


A flat bed electric “Truckster” 
is capable of carrying a 1,000 
pound pay load, plus operator and 
passenger, in 50-inch passageways. 
The three-wheel electric truck has 
two forward and one reverse 
speed; automotive-type steering; 
hydraulic brakes; over 19 square 
feet of load-carrying space; heavy 
duty batteries, with range up to 
80 miles; and rigid unitized con- 
struction. It is manufactured by 
Cushman Motors, 2900 Guardian 
Bldg., Detroit 26, Mich. 

Write No. 19 on Inquiry Card—Page 32 
For More Information Write No. 211 

on Inquiry Card—Page 32> 
PURCHASING 








Custom-built lift trucks and floor chain conveyors keep the bearings flowing, 


get them to you faster, packed as you want them. 


FIVE PLANTS + ONE SHIPPING CENTER = 
WORLD'S FASTEST BEARING SHIPMENTS 


Because Timken® tapered roller bearings produced in five 
plants all meet at a revolutionary, new Shipping Center at 
Bucyrus, Ohio, you’re protected from any shutdown in one 
plant. You get a new high in protection for your bearing 
requirements. With over 12,000,000 parts in stock, we’re 
ready to ship your bearings when your order comes in. And 
your entire order of bearings up to 14” O.D. comes from one 
point, consolidated and shipped the way you want it, simplify- 
ing your purchasing. 

Using the latest electronic data processing equipment, as 
part of the new system, we can acknowledge most of your 
orders—with a shipping date— within twenty-four hours. And 
invoicing is quicker, too. The Timken Company’s new inte- 
grated system is another example of the pioneering that makes 
Timken bearings your No. 1 bearing value. The Timken Roller 
Bearing Company, Canton 6, Ohio. Canadian plant: St. Thomas, 
Ontario. Cable: “TIMROSCO”. 


When you buy Timken* 
bearings you get... 


. Quality you can take for 
granted 

. Service you can’t get any- 
where else 


3. The best-known name in 


bearings 


. The pace setter in lower 
bearing costs 





WEW XTRA-SAFE 


MODERN-MAGIC 
CHUCKS & COLLETS 


Solid, one-piece body and 
shank construction. 


EXTRA WIDE, NO-PINCH 
LOCKING RING 


New flanged top on the locking ring pro- 
tects hands from contact with upper retainer 
spring and spindle. Extra width assures 
that the lower retainer spring will always 
be covered, regardless of position. No 
pinched hands! 


PROTECTED, WIDE 
FLANGED COLLETS 


Guard against injury when handling collets 
with greasy hands. You can't drop them, 
end hands won't ride up into the chuck. 


make live-spindle tool changes 
“on-the-run” —safely! 


THREAD TOOL DIVISION 


JONES & LAMSON 


JONES & LAMSON MACHINE COMPANY 
540 Clinton St., Springfield, Vt, U.S.A. 


For More Information Write No. 212 
on Inquiry Card—Page 32 








Products and ideas 





Corrugated Shipper- 
Display Box 


Increased sales and decreased 
packaging costs. These are two 
advantages of a new corrugated 
shipper-display box used by a 
twine manufacturer. The box is 
quickly converted to an aisle ven- 
dor by placing the “step” stand 
on the top section of the box 
and inserting a riser card in the 
back of the display. The hand- 
some red and white display can 
be used without the base section, 
on shelf or counter. Interior 
packing pieces support the twine 
in shipment. The corrugated 
twine shipper weighs approxi- 
mately 60 pounds packed for ship- 
ment. It is made by Hinde & 
Dauch, Sandusky, Ohio. 

Write No. 20 on Inquiry Card—Page 32 


Eddy Current 
Crack Detector 


An eddy current testing instru- 
ment solves difficult crack detec- 
tion and sorting problems. The in- 
strument, known as the Magna- 
test ED-500, locates and deter- 
mines the relative seriousness of 


defects in all conductive mate- 
rials. It also sorts mixed lots of 
ferrous and non-ferrous metals 
for differences in hardness, alloy, 
and heat treat condition and meas- 
ures the thickness of certain con- 
ductive and non-conductive coat- 
ings on conductive bases. The in- 
strument consists of an indicating 
unit, inspection probe, and power 
line cord. As the probe passes 
over a crack or metallurgical dif- 
ference, an unbalance occurs 
which is indicated by a needle 
deflection of a meter located on 
the front panel of the instrument. 
The instrument is available from 
Magnaflux Corp., 7300 West Law- 
rence Avenue, Chicago 31, IIl. 

Write No. 21 on Inquiry Card—Page 32 


Milling Attachment 
Eliminates Shaper 


é bee 
7 


W. H. Nichols Co., developed 
a universal slotting attachment 
which enables their millers to do 
many jobs normally requiring a 
costly shaper. The accessory can 
be operated either vertically or 
horizontally, or at any angle in 
the vertical plane. Additional 
flexibility is provided by a Swiv- 
elling Clapper Box which pivots 
90° to the right or left of center. 
This permits great latitude in tool 
and work set-up. The unit is 
mounted in a circular tee slot 
on the horizontal miller spindle 
nose, and is driven by the miller 
spindle. Information is available 
from the Robert E. Morris Co., 
West Hartford, Conn. 

Write No. 22 on Inquiry Card—Page 32 
For More Information Write No. 213 

on Inquiry Card—Page 32> 
PURCHASING 





- CHOOSES TRENTWELD TUBING BECAUSE 
IT’S UNIFORM 
FROM LOT TO LOT 


Going up a 20% grade, or rounding a 
a bend at the equivalent of a “grown- 
up” train’s 180 mph., this Lionel 
steam locomotive securely hugs the 
track. The secret is a small magnet 
fitted neatly into the axle, which is 
made of Trentweld® tubing. Why 
Trentweld? Because its dimensions 
are always uniform from lot to lot. 
Costly center grinding is never neces- 
sary to make magnet and wheels fit 
properly. 

Trent keeps its tubing uniform by 
checking all strip going into the welder 
for both width and tolerance. Fur- 


thermore, samples of each lot are ten- 
sile tested. Flattening, reverse bend, 
flare and flange, coil and pressure tests 
are conducted on all lots intended for 
corrosive applications. And a unique 
“single-wall’” X-ray inspection is made 
as your final assurance of a sound, 
uniform product. 

Trent tubing is made by an exclu- 
sive welding process — Contour Trent- 
weld — which virtually eliminates the 
bead. By cold working and annealing 
after welding, Trent makes the weld 
itself as strong and corrosion-resistant 
as the parent metal. 


Take advantage of Trent quality 
when you order tubing. And for fur- 
ther information, write for the Trent 
tubing handbook, Trent Tube Com- 
pany, East Troy, Wisconsin. 


-ONTOUR| TRENT 
—— COMPANY 


A Subsidiary of Crucible Steel Company of America 


GENERAL OFFICES: EAST TROY, WISCONSIN 
MILLS: EAST TROY, WIS.; FULLERTON, CALIF, 
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Epoxy Resin Compound 
Molds Complex Parts 


a ~ 
* 


A reinforced epoxy resin molding compound 
offers an average flexural strength of 100,000 psi, 
a tensile strength of 40,000 and an average com- 
pressive strength of 38,000 psi at normal tempera- 
tures. Because of its ability to flow and the ten- 
dency of its fibres to distribute evenly under 
pressure, the product is ideal for molding complex 
parts which previously needed hand layup or 
machining. The material is especially suited to 
the aircraft manufacturing field where high 
strength and low weight are of prime importance. 
Compound is formulated by Minnesota Mining & 
Mfg. Co., St. Paul, Minn. 

Write No. 23 on Inquiry Card—Page 32 


Floating Plate for 
Heavy Jigs and Parts 


The lady of the house is the Purchasing Agent, not 
only for her home and family, but in reality for 
you. It’s her whims in design and quality that dic- 
tates to you and your company what you make 
and how you make it. 

Quality and price are the two things she shops 
for most. Combine the two in one product and 
you've gota sale. 

This is the reason. for Peerless’ large volume of 
formed wire products in the home appliance field. 
The leading manufacturers know Peerless as a 
source of quality and price in wire goods. 

We would like to serve you. Your drawings by 


mail will be returned with our quotation and 
recommendations. Or a call will bring a factory 
expert to your plant. We'll be pleased to hear 
from you. 


FORMED 


WIRE PRODUCTS 





Model C “Floating Plate” has handle for easy 
one hand control. Heavy jigs and parts can easily 
be moved across horizontal surfaces with only a 
few ounces of pressure. Cushion of air floats 
plate a few thousandths of an inch above the table 
it is being moved on until properly positioned. 
Air escaping from the sides of the plate keeps 
the table free of chips in the path of movement. 
Releasing valve removes air pressure, thus allow- 
ing the plate to rest firmly on table for machining 
under rigid conditions. Made by Centerline Engi- 
neering Co., 90 Crest St., Wethersfield, Conn. 

Write No. 24 on Inquiry Card—Page 32 
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Ford Motor Company’s 
Fine New Facilities 


HALL ENGINEERING CO... DETROIT 


ELECTRICAL CONTRACTOR 


These new buildings for the Staff and Product 
Engineering activities of the Ford Motor Company 
at Dearborn, Mich., are striking examples of 
structures designed to provide for the specific needs 
and comforts of the people who work there. 


Only the finest equipment has been installed in these 
buildings, including electrical wiring of the highest 
quality, consisting of dependable Phelps Dodge 
building wire and Phelps Dodge paper-insulated 
lead-sheathed power cable. 


On every wiring job where top-quality performance, 
expert workmanship and experienced “know-how” 
are called for, it pays to rely on Phelps Dodge and 
your Phelps Dodge distributor! 


COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mass., Charlotte, Chicago, Cincinnoti, Cleve- 
land, Dallas, Detroit, Fort Wayne, Greensboro, N. C., Houston, Jacksonville, Kansas City, Mo., 
Los Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New York, Philodelphic, Pittsburgh, 
Portiand, Ore., Richmond, Rochester, N. Y., San Francisco, St. Lovis, Seattle, Washington, D C. 


For More Information Write No. 215 on Inquiry Card—Page 32 
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MICROLOY 


GROUND FLAT TOOL STEEL 
is ready to process 
without further grinding 


@ Guaranteed free from decarburi- 
zation 


@ Oil hardening, non-deforming type 
AIS! No. 01 


@ Wide hardening range from 1425 
to 1500 


@ Ground to a surface finish of 25 
micro inches 


@ Complete range of 18 and 36 
lengths available from stock 





Products 





Rectifiers In Packaged 
Unit 


Individual rectifiers have been 
reduced to a single, hermetically 
sealed packaged unit. These com- 
pact units minimize space prob- 
lems while providing ratings from 
1 ma to amp and voltages as high 
as 30,000 volts. This assures sim- 
plified circuit design and installa- 
tion ease in high voltage applica- 
tions. Circuit configurations for 
these units range from half-wave 
to three phase full wave. To fit 
specific applications, other silicon 
or selenium rectifiers may be used 
in their assembly. The units will 
find applications as airborne radar 
supplies, electro-static precipita- 


tion, infra-red, irradiation and 
X-ray power supplies. Interna- 
tional Rectifier Corp., Electronic 
Products Department, El Segun- 
do, Calif., is the manufacturer. 
Write No. 25 on Inquiry Card—Page 32 


Expander Machine 
Develops 1580 Tons 


A metal working machine can 
stretch a steel ring weighing over 
14% tons with about the same ease 
that a housewife forms pie dough. 
For example, it expanded and 
sized to within 1/100” of a true 
circle, a part 60” in diameter, 26” 
in height, and with a 2” thick wall. 
The operation took one minute. 
The machine, model #40-H-15380 
Expander, develops more than 
1580 tons of force. It is fitted with 
replaceable dies machined to the 
desired finished internal diameter 
of the parts which itis to process. 
These dies can be interchanged 
with others so that parts of other 
diameters can be handled. The 
machine is available from Grot- 
nes Machine Works, Inc., 5454 
North Wolcott Avenue, Chicago 
40, Illinois. 


Write No. 26 on Inquiry Card—Page 32 





The differences in FENCE 
are proved 


in chain link 

fence are spelled out 

by Continental’s 14 distinct 
features, such as stronger, more 


rust resistant KONIK steel, and heavier 

H-section line posts. These features add up to extra 

protection because of extra strength, and lower per-year 
cost because of longer fence life without main 


CONTINENTAL STEEL 


CORPORATION - KOKOMO, INDIANA 


Complete 

Fence Manual, 
PLANNED PROTECTION 
shows 10 styles, 25 uses. 
Write tor free copy today 


Dept. 1-50 
For More Information Write No. 217 on Inquiry Card—Page 32 
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PuRCHASING 


THE CAPEWELL MFG. CO. 


HARTFORD 2, CONN: 


For More Information Write No. 216 
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New polyvinyl ‘/c extension wire 
resists moisture and combustion 


... available through your 


Haenz's a thermocouple extension wire with 
superior insulation. Each of the two solid conductors 
is insulated with .015” polyvinyl, and the pair is 
further protected by an outer .02” polyvinyl! jacket. 
It’s the ideal wire for even the toughest service. What 
makes it better than ever is a new kind of polyvinyl 
insulation that adds extra serviceability. 


Ask your local HSM (Honeywell Supplies Man) to 
tell you about this new wire . . . and to discuss how 
the HSM Plan can bring new convenience and 
economy to all your pyrometer supplies purchases. 
Call him today, at your local Honeywell office . . . as 
near as your phone. — 


MINNEAPOLIS-HONEYWELL, Wayne and Windrim 
Avenues, Philadelphia 44, Pa. 


@ REFERENCE DATA: Write for Specification $002-1, 
and for Pyrometer Supplies Buyers’ Guide No. 100-6. 


Check these features: 


WON'T BECOME TACKY or stick to conduit walls, even 
when overheated. 


WON'T SUPPORT FLAME. Fire merely chars the coating. 
You can rewire without replacing the conduit. 


ABRASION-RESISTANT. Jacket won’t break or fray in 
roughest service. 


EASY TO PULL THROUGH CONDUIT because jacket is 
smooth. 


WEATHER-PROOF . . . double viny! insulation gives extra 
protection. 


MOISTURE-RESISTANT. Completely moisture-resistant. 
FLEXIBLE. Can be flexed safely . . . will not crack or split. 


Honeywell 
H Fouts on Coitiol 





the first name in * 
flexible metal hose 
and fittings 


FLEXON hose ensenthtics ore 
available in the widest 
range of standard and spe- 
cial types to meet all your 
metal hose needs. 

Poe 


FLEXON corrugated or con- 
voluted hose is available in 
© voriety of types and mate- 
ricls . . . sStoinless steel, 
steel, bronze, and alloys. 


ane 


FLEXON fittings ore offered 
in @ complete selection for 
use with all types of Flexon 
metal hose for any services. 


When you specify FLEXON metal hose, 
you specify top performance. 56 years of 
user satisfaction have made FLEXON the 
first name in the field. 


Modern volume-production facilities . . . 
advanced quality control methods . . . an 
intensive research program .. . all these 
combine to bring you superior performance 
and value. And back of it all is the ‘“know- 
how”’ only long experience can bring. 

A complete line of FLEXON metal hose 
and fittings is available for your fluid power 
needs. Find out how FLEXON can help 
you. For specific recommendations, send 
an outline of your requirements. 


= 
& 
— eagle 


Mr. Flexon identifies 


products of Flexonics 
Corporstion that have 
served industry for 
over 56 years. 


1316 S. Third Avenue ¢ Maywood, Illinois 
In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
Manufacturers of metal and rubber hose, expansion joints, metallic 
bellows and aircraft components. 


For More Information Write No. 219 on Inquiry Card—Page 32 
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New Glass Block Shape 





— 

= er, 

A new, slim rectangular glass 
block, four inches wide and 12 
inches long, has been developed 
by Pittsburgh Corning Corp., One 
Gateway Center, Pittsburgh, Pa. 
The block, called the four by 
twelve, has a subtle design with 
an acid-etched appearance on its 
inner faces. The outer faces are 
smooth. In addition to the stand- 
ard block, the four by twelve is 
available with a white fibrous 
glass screen in the center, which 
acts as a further light diffuser and 
adds to the block’s already good 
insulating value. The new shape, 
which is based on the four-inch 
module, may be used in combina- 
tion with the company’s standard 
twelve-inch, eight-inch, and six- 
inch square blocks. 

Write No. 27 on Inquiry Card—Page 32 


Safety Handle . 
For Buckets 


Says B. F. Goodrich, Akron, 
Ohio, about their Flexite bucket 
handle: “You'll break the bucket 
before you can pull loose the 
handle.” Attached with special 
stainless steel clips, the stainless 
steel handle stays locked in place, 
defying pull tests beyond the 
breaking point of the tough rub- 
ber buckets. The handle becomes 
a free-swinging but permanent 
part of the bucket structure, a 
design that overcomes a common 
safety hazard wherever acids, cor- 
rosives and alkalies must be han- 
dled this way. The new safety 
handle is available in both hard 
and soft rubber bucket styles. 
Write No. 28 on Inquiry Card—Page 32 
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GULF METALCOAT A 


protects against rust and corrosion 
up to 10 times longer 








9 years of intensive test 
exposure prove that new 


GULF METALCOAT A 


protects metal surfaces against rust and corrosion 


up to 10 times longer 


protects under the most severe exposures in industrial and 


marine atmospheres 


is easy to apply by brushing, spraying or dipping— 
to either smooth or rough surfaces 


is unaffected by temperature changes 


resists the abrasion of normal handling—yet can be easily 
removed by a petroleum solvent 


costs less 


New Gulf Metalcoat A is a revolutionary new 
aluminum pigmented liquid coating that has 
been passing the most rugged marine and indus- 
trial tests for 9 years! Salt spray tests at Wrights- 
ville Beach, N. C., revealed that Gulf Metalcoat 
A gives from 7 to 10 times greater protection than 
that afforded by competitive products. In a Phila- 
delphia shipyard, overhead cranes have been 
perfectly protected by Gulf Metalcoat A for 4 
years. Ships have used the new coating on stacks 


and other exterior surfaces exposed to salt spray 
atmosphere—with outstanding success. 

For long-lasting protection, use new Gulf 
Metalcoat A on piping, fences, storage tanks, 
sheet metal buildings, metal roofs, machine parts, 
land transportation equipment, ships, barges, 
stacks and other marine applications. 

For temporary protection during storage or 
shipment, Gulf Metalcoat A is excellent for struc- 
turals and steel components of all kinds. 






































Gulf Metaicoat A has protected 
this steelwork for 4 years—above 
sulfuric acid pickling tanks! Coat 
ing is still in excellent condition 


These building exhaust ventila 
tors, located in a corrosive atmos 
phere, are kept free from rust and 
corrosion by Gulf Metalcoat A 


wr 

















After 2 years’ exposure, Gulf Metalcoat A is still 
giving exceptional protection to the structural steel- 
work supporting this 40-ton overhead traveling crane 


7 


: A is available now: 


GULF METALCOA 


Gulf Metalcoat A is now available through your Gulf Sales representative. 


For more information, call your nearest Gulf office, or mail the coupon. 


GULF OIL CORPORATION 
GULF OIL CORPORATION Dept. DM, Gulf Building 
Dept. DM, Gulf Building Pittsburgh 30, Pa 
Pittsburgh 30, Pa. 


Please send me price information on new 
Gulf Metalcoat A. 








__Zone State 





At Bristol 


“run of the mill” 
always means 


Brass at its Best 


? 
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POWER-UP! 


oo | 
“4 
slug 


Sore 
+, SE 


SHOP REPAIR... 


—Modern repair crafts- 
plus modern facilities produce 
ting electrical repairs to effi- 
und economically cut your 
nce costs. 


RENEWAL PARTS:.. 


r 


n° 4 


\ | 





ECONOMICAL.-You are as- 
sured modern materials properly 
engineered to fit your application. 


FIELD SERVICE... 
te 


o a 





4 


a 


eee, 
NTEED._all modernized and re- 
built electrical equipment carries the same 
guarantee as new equipment. Fast service 
from a nation-wide network of plants 
provides prompt delivery. J-95200 


AN 


You CAN BE SURE...1F ITS Westinghouse 
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Mercury Switch 
Weighs 1.8 Grams 


“a 


A capsule-size mercury switch weighs only 1.8 
grams with leads attached. It is designed for use 
in computers, scales, electronic organs and other 
devices where a minimum of operating energy 
is available and space is limited. Low shift of 
mass involved in actuation facilitates gang- 
mounted assemblies. The switch (designated 
AS419A1) may be mounted in any position 
through 360 degrees around its longitudinal axis. 
It may be actuated by slow, snap or fast-tilting 
action. Made by Micro Switch Division of Minne- 
apolis-Honeywell Regulator Co., Freeport, II. 


Write No. 29 on Inquiry Card—Page 32 


All-Purpose Mineral Absorbent 


St 


13N'S8106 


_ 


double S-d 


THE BUY-WORD FOR Famous 


[ = if SPEED I-DA; ? 


Oils, greases, liquids, and their odors, are ab- 
sorbed throughly and quickly by a mineral 
absorbent called Sol-Speed-Dri. Absorbent is 
dustless and inert. Biggest use is in keeping floors 
dry, clean and safe. Because it is granular and 
does not break down into smaller particles under 
traffic, absorbent does not pack down. It restores 
wood floors long-saturated with oil or grease, and 
removes similar accumulations on concrete floors. 
It is removed simply by sweeping or brushing. 
Made by Minerals & Chemicals Corporation of 
America, Menlo Park, New Jersey. 

Write No. 30 on Inquiry Card—Page 32 
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maintenance hints 
CAN HELP YOU 


PROBLEM—tThere is a constant need for basic 
information that will help maintenance personnel 
handling electrical inspection and repairs. A ready 
reference that can serve both as a guide and 
information center. 


SOLUTION—Westinghouse has made such a book 
available. This information center has become the 
maintenance man’s bible. A revised modern copy 
is now ready which covers the latest maintenance 
procedures for electrical apparatus. Westinghouse 
is making this book available to you at print- 
ing cost. 


RESULT —Order a copy of “MAINTENANCE 
HINTS” today. Send your check or money order 
for $2 with the coupon below. 


WESTINGHOUSE ELECTRIC CORPORATION 

P. O. Box 868, 3 Gateway Center, Pittsburgh 30, Pa. 
Please send me a copy of “‘“MAINTENANCE HINTS.” 
Nate __ Title 

Company____ 
Address___ 
ie Py. 
Check Enclosed 


Money Order 


you can se SURE...1F 11s Westinghouse 


For More Information Write No. 223 on Inquiry Card—Page 32 


105 





B-1 Flux is partic- 
ularly effective in 
removing refrac- 
tory oxides such as 
those formed in 
stainless steels. 


Here operator ap- 
plies gas-air torch, 
hand-feeding 
BRAZE 541 to joint. 





Operator fits preformed ring of 
BRAZE 541 prior to fluxing. This is a 
hose and tube assembly for an oil line. 


under induction 


heating. 


Here's How Stainless Stee/ Fue/ Systems Benefit From 
HANDY & HARMAN SILVER BRAZING 


Tube Processing Corporation, Indianap- 
olis, Indiana, makes aircraft and missile 
fuel systems and, if anything has to 
be more failure-proof than a fuel line 
assembly in an airplane, you name it. 
The units shown here are made of 410 
stainless steel tube and 321 stainless 
steel fittings; when they’re joined, they 
must be joined permanently. Exhaustive 
tests, including X-ray, pass on each 
assembly before final acceptance. 

To meet all requirements: strength, 


ductility, liquid and airtightness, production speed and 
economy, Tube Processing uses Handy & Harman’s spe- 
cial alloy BRAZE 541 (formerly Alloy 4772) and HANDY 


B-1 FLux. 


Developed strictly for brazing stainless, BRAZE 541 is 


GET THE FACTS 


Technical Bulletins T-1 and 
T-2 give the general charac- 
teristics of silver brazing 
alloys plus the compositions, 
melt and flow points of 32 
separate alloys. Write for 
your copies. 


Operator placing oil line (of another 
type) in induction heating ring. 


one of many Handy & Harman brazing 
alloys—both standard and special—made 
to do a specific job and do it better than 
any other metal-joining method. 

Name your product and the metals it’s 
made of, the chances are very good indeed 
that one of Handy & Harman’s silver 
brazing alloys can join it better than the 
method you now employ. Better from ev- 
ery aspect: economy, speed, strength, con- 
ductivity, labor savings. Put your product 
in these pictures for the same benefits. 


An exclusive additional benefit is Handy & Harman’s 
application Engineering Service. This is a service that exists 
to show you how these benefits can best be applied to your 


product. We invite you to take advantage of both Handy 


& Harman Brazing Alloys and Engineering Service. 


Source of Supply and Authority on Brazing Alloysers:: =»... 


HANDY & HARMAN 


General Olfices: 82 Fulton S$t., Mew York 38, N.Y. 
DISTRIBUTORS IM PRINCIPAL CITIES 


ATLANTA. 6A. 
ORIDGE PORT. Conn. 
PROVIDENCE. fR. 1. 
CmICAGO, HLL. 
CLEVELAND. OHIO 
DETROIT, MicH. 

LOS ANGELES. CaLiF. 
OAKLAND, CALIF. 
TORONTO. CANADA 
MONTREAL. CANADA 


For More Information Write No. 224 on Inquiry Card—Page 32 
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Testing Hardness at 
High Temperatures 


A device utilizes a Rockwell tester in con- 
junction with a small electric furnace to deter- 
mine metal hardness properties at elevated tem- 
peratures. The instrument is capable of determin- 
ing the Rockwell hardness of metals, contained 
within the shell of a controlled atmosphere fur- 
nace, at temperatures exceeding 1500 F. For tem- 
peratures to 1200 F, the furnace operates on 110 
v, single-phase power with a maximum input of 
1500 watts; for 1500 F temperatures, furnace op- 
erates on 80 v, 60 cycle, single phase current. 
Wilson Mechanical Instrument Div., American 
Chain & Cable Co., Inc., Bridgeport 2, Conn., de- 
veloped the device. 

Write No. 31 on Inquiry Card—Page 32 


Urethane Foam Premixed 
in Twin Pack 


Rigid Urethane components are now available 
premixed in a two-part package. The processor 
need only combine the ingredients of two drums 
in a predetermined ratio to produce a rigid non- 
friable foam. This packaging method limits the 
possibility of mixing errors which formerly im- 
paired the quality of foams. Now, maximum uni- 
formity of cell structure and equal density of 
batches are insured. All the necessary ingredients 
for Urethane foam are accurately measured into 
the two drums. Urethane foam offers pre-deter- 
mined properties for specific applications. Among 
these properties are heat and water resistance 
and compressive strength. Urethane is a formu- 
lation of Allied Chemical Corp., Plastics & Coal 
Div., 40 Rector St., New York 6, N. Y. 

Write No. 32 on Inquiry Card—Page 32 
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HOW 


Thermalastic coils 
UPRATE MOTORS 35% 
PROBLEM 


A large paper mill was having excessive stator 
coil failures on seventeen 1000-hp grinder motors. 
These failures were due to repeated overloads. 


SOLUTION 

Westinghouse developed a new coil using Therma- 
lastic® insulation which increased horsepower. 
Customer purchased modernized controls to 
match the increased motor capacity. 


RESULT 

These motors now operate at 1350 hp with no 
failures due to overloads. Discuss your main- 
tenance problems with your Westinghouse sales- 
man and ask him to explain the merits of Ther- 
malastic insulation. Write for Westinghouse 
booklet: B-7249, Westinghouse Electric Corpora- 
tion, P. O. Box 868, 3 Gateway Center, Pitts- 


burgh 30, Pennsylvania. J-95202 


etemdsitiiimis Westinghouse 
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AVOID RISK if 


You 
Du 


steel. 


USE OUR CAPITAL to 


Using our large steel stocks saves you 
the costs of a big chunk of expensive 
storage space. And you can free-up and 
this tied-up space to more 
productive, profitable use. That’s good 
business. 

Since our labor, our equipment cuts 
your steel, does preliminary processing 
for you... you save the investment— 
the costs—of using your own labor and 
quipment. You save handling expense 
ind other inventory costs. Whatever your 
steel need, there’s a nearby Steel Service 


convert 


Center set up to serve you quickly from 
stock. 

If you’re putting steel in your inven- 
tory because you think it’s a bargain, 
compare all of your costs of possession 
with the cost and freedom-from-risk of 
buying steel from your Steel Service 
Center. Use this chart. Or, to be more 
precise, get the booklet, ““What’s your 
real cost of possession for Steel”’ from 
your convenient Steel Service Center. 
American Steel Warehouse Association, 
540 Terminal Tower, Cleveland 13, O. 


The American Steel Warehouse 


.. . YOUR STEEL SERVICE CENTER 


For More Information Write No. 226 on Inquiry Card—Page 32 


cut your storage space costs 


COST OF POSSESSION 
FOR STEEL IN YOUR INVENTORY 


Per ton delivered = 
Cost of capital: 

Inventory 

Space 

Equipment 
Cost of operation: 

Space 

Materials handling 

Cutting & burning 

Scrap & wastage 
Obsolescence 
Insurance 
Taxes 

TOTAL 

COST OF FREEDOM-FROM-RISK STEEL 
FROM YOUR STEEL SERVICE CENTER 
Per ton, cut-to-size, and delivered 


TOTAL 


PURCHASING 
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Pallet-Less Clamp 
Has 1-5/8 Inch Thick Arms 


rei 


A carton clamp for pallet-less handling has 
arms only 1-5¢ inches thick. Called the “Slndr- 
Arm” Carton Clamp, it was designed to reduce 
the arm entry space needed between stacked 
cartons, thereby increasing useable storage area. 
Capable of lifting 1000 Ibs., the clamp will handle 
unit loads from 27 to 73 inches wide and 48 inches 
deep. It can be adjusted easily to accomodate a 
variety of load patterns and can be removed from 
the truck in a few minutes. Pallets are not neces- 
sary, since the clamp can pick up unit loads di- 
rectly off the fioor. Made by Industrial Truck 
Division, Clark Equipment Co., Battle Creek, 
Mich. 
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Ceramic Tooling for 
3000 F. Operation 


Low cost ceramic tooling is suitable for opera- 
tion at temperatures up to 3000 F. It is being pro- 
duced by a simple casting technique using Sur- 
Braze Grade S-2 ceramic. Illustration shows 
method of fabricating the hi-temp tooling. From 
an aluminum master of the finished tool, a plastic 
mold is formed. Into this negative the S-2 ceramic 
slurry is poured. After testing, the finished cast- 
ing is heat treated at slightly above its required 
operating temperature. It is then ready for use. 
In addition to lower fabricating costs, Sur Braze 
S-2 cast tooling reduce lead times in producing 
tools. The material’s low thermal expansion rate 
also assures less warpage and close dimensional 
stability compared to metallic fixtures. Material 
developed by Duramic Products, Inc., 262-72 Mott 
St., New York 12, N.Y. 
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field service 
STOPPED MOTOR FAILURES 


PROBLEM U.S. Rubber Company was concerned 
about the possibility of “in service” failure of large 
motors at their Indianapolis processing plant. Such 
motor failures would cause down time on processing 
equipment, resulting in costly production losses. 


SOLUTION Westinghouse recommended an inspec- 
tion and testing program designed to prevent these 
major breakdowns. Experienced Field Service Engi- 
neers conducted thorough mechanical and electrical 
inspections of these machines, including dielectric 
absorption tests and d-c overpotential tests of wind- 
ings. Preventive maintenance recommendations, based 
on the inspection and testing results, were made to 
U.S. Rubber Company, who performed the main- 
tenance work. 


RESULT Mr. R. J. Bohan, Maintenance Superin- 
tendent of U.S. Rubber in Indianapolis said, ‘“This 
Westinghouse program is an important part of the 
preventive maintenance plan to save down time and 
repair expense. Maintenance testing is an investment 
that really pays off.” J-95203 


roo canss sures Westinghouse 
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Spicer Universal Joints Are a Vital 
Part of Over 30,000 Applications 


You'll find Spicer Universal Joints specified on all kinds of 
aircraft . .. where quality must be the highest . . . on 
dynamometers ... where dynamic balance is critical . . . on 
off-highway equipment... where dirt is the thickest. In all, 
designers have employed Spicer Universal Joints in over 
30,000 ways. 


Compare these features of Spicer Universal Joints before 
you write your specifications: 


@ Case hardened splines are ground to a smooth finish on 
all sliding surfaces, then phosphate coated. 


One-piece yoke design insures the rigidity required 
for true bearing alignment. 


& 
@ Dynamically balanced to the closest limits. 
od 


Complete range of sizes for every appli- 
cation in a wide selection of flange and 


yoke types. 


DANA CORPORATION 
Toledo 1, Ohio 


When you need help with a power transmission 
problem, call on Dana’s 55 years of experience. 


DANA PRODUCTS Serve Many Fields: 


AUTOMOTIVE: Transmissions, Universal Joints, Propeller Shafts, Axles, Powr-Lok 
Differentials, Torque Converters, Gear Boxes, Power Take-Offs, Power Take- Of 
Joints, Clutches, Frames, Forgings, Stampings. 


INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, Universal Joints, Pro- 
peller Shafts, Axles, Gear Boxes, Clutches, Forgings, Stampings. 
AVIATION: Universal Joints, Propeller Shafts, Axles, Gears, Forgings, Stampings. 


RAILROAD: Transmissions, Universal Joints, Propeller Shafts, Generator Drives, 
Rail Car Drives, Pressed Steel Parts, Traction Motor Drives, Forgings, Stampings. 


AGRICULTURE: Universal Joints, Propeller Shafts, Axles, Power Take-Offs, Power 
Take-Off Joints, Clutches, Forgings, Stampings. 


MARINE: Universal Joints, Propeller Shafts, Gear Boxes, Forgings, Stampings. 


Many of these products manufactured in Canada by Hayes Steel Products Limited, 
Merritton, Ontario. 
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Feeder Automatically 
Places Small Parts 


A compact, combination parts feeder and es- 
capement unit places a broad range of small parts 
automatically at a feed rate of up to 180 parts a 
minute. Parts are controlled and fed by the action 
of a single dual-purpose air cylinder. The cylinder 
is connected on one end to a positive-acting es- 
capement mechanism and on the other to a feeder 
drum operating arm. Feeder housing has 180 cu. 
in. capacity for piece-parts when filled to proper 
level. Feeder is a product of Dixon Automatic 
Tool, Inc., 2300-23rd Ave., Rockford, ILL. 
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Low-Cost Fastener 
And Bushing 


s\\\\" 


Bushing is designed to hold tubing, pipe, cable, 
or wire firmly and at the same time fasten it to 
a panel or wall. A threaded hollow bolt, which 
may be serrated inside for greater gripping action, 
features an elevated key. Bushing is inserted 
through the panel to which the tubing is to be 
attached. When the nut, which will hold the as- 
sembly to the panel, is screwed on, it depressed 
the key, causing compressive action on the tube, 
holding it in place. Adjustment of the throw gives 
load pressures of any desired compressive force. 
Made by Barr Machine and Tool Division, 2130 
South Platte River Drive, Denver 23, Colo. 
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motor repair 
CAN INCREASE OPERATING LIFE 


PROBLEM 


An important process motor was failing several times 
a year at a large pulp and paper plant. Motor was 
operating on an outdoor sulphuric acid tank. 


SOLUTION 

Because of this severe corrosive application, Westing- 
house recommended a rewind, Coilife*-protected. 
Coilife, composed of Epoxy, successfully protects 
motor windings against failure from chemical, mois- 
ture and alkali atmospheric operating conditions. 


RESULT 

Coilife-rewound motor ran for nearly two years 
before a bearing failure caused removal. Consult 
your Westinghouse salesman on all your motor repair 
problems. He can recommend the insulation that is 
right for your application. Ask for the Coilife Booklet, 
B-7050. Westinghouse Electric Corporation, P.O. 


Box 868, Pittsburgh 30, Pennsylvania. J-95199-A 
*Trade-Mark 


You CAN BE SURE...1F i's Westi nghouse 
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be is 


they're not just painting—they’re 


CORROSION-PROOFING! 


When you put on a coat of alumi- 
num paint, you’re putting on a 
tough, corrosion-and-rust-resisting 
shield—a shield that saves plenty on 
maintenance. You paint on protec- 
tion with a coat of aluminum paint, 
even in the most corrosive spots. 


A quality brand of aluminum paint 
applied as the manufacturer recom- 
mends assures extra years of protec- 
tive service. Often just one coat 
will do the job. 


Aluminum paint can be an impor- 
tant cost-cutter for your plant in 
other ways, too. It reflects heat and 
light to keep your plant cooler in 
summer; it slows down evaporation 
of volatiles; it reduces metal expan- 
sion due to heat. And aluminum 
paint, the modern finish, keeps your 
plant looking new. 


For more complete information 
send in coupon below. 














A Coat of Aluminum on Your 
Roof Means Lower Maintenance 


The easy way to give your plant a better 
roof, one that will need less attention, is to 
coat it with an asphalt-aluminum roof paint 
or coating. It will last years longer, and keep 
buildings cooler in summer. This Warranty 
Seal on asphalt-cluminum roof coatings 
means the finest—it assures an approved 
vehicle and at least two pounds of pure 
aluminum pigment in every gallon. If you 
employ a contractor, be sure he's reliable, 
and ask him to use roof paints and coatings 
with the Warranty Seal. 


By the makers of Reynolds Wrap 





Reynolds Metals Company 


The Finest Paints 
Made with Aluminum 


are made with 


P. O. Box 2346-PP, Richmond 18, Virginia 


Please send me information on 
0 Aluminum Paints 


CD Roof Coatings 








REYNOLDS =) ALUMINUM 


PIGMENT 





Zone. State. 





City. 
For More Information Write No. 239 on Inquiry Card—Page 32 





Products 





Electro-Chemical 
Machining 


A new machining process, Elec- 
tro-Chemical Machining ((ECM), 
has been developed. Now for the 
first time, machining may be done 
from start to finish completely 
electronically. This is how the 
process works: Using an electrode 
similar to that used in electrical 
discharge machining, with both 
electrode and work piece sub- 
merged in a saline solution, metal 
is removed by an electro-chemical 
action controlled by a highly sen- 
sitive servo feed system that auto- 
matically advances the electrode 
into the work piece as the machin- 
ing progresses. Metal removal 
rates are in ranges of 500 to 50,000 
amps. Typical metal removal rates 
using a 5,000 amps power supply 
rating would be 30 cubic inches 
per hour with a minimum elec- 
trode area of 100 square inches. 
The manufacturer is Elox Corp. 
of Michigan, 1830 N. Stephenson 
Hwy., Royal Oak, Michigan. 
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BETTER ABRASIVES BUYING No.1 





the 
difference 
is 

in 

the 


seasoning 


Buying grinding wheels has never been easy. In addition to the thousands of grits and 
grades, there are hundreds of different shapes and sizes of wheels—straight wheels, dishes, 
saucers, flaring cups, cones, plugs, and many others to consider for the job at hand. 

Adding to the confusion are demands for special wheels—made to order for specific jobs. 


At long last, your problems have been simplified! CARBORUNDUM has taken a lot of 
the mystery out of abrasives-buying by adopting a basic line of “Job-Engineered” NATIONAL 
STANDARDS, listed in an easy-to-use catalog for your convenience. This is a compact 
grouping of abrasive products, especially selected and job-tested for a majority of grinding 
applications found throughout the country. These are “shelf” items...waiting for your order. 

Your delivery problems will be solved. Quality is consistent in wheel after wheel... because 
they are mass-produced in large volume...to tried and proven performance standards. 


So, before you buy your next grinding wheels, look into ‘““Job-Engineered’’ NATIONAL 
STANDARDS by CARBORUNDU\M. Try a “Standard” before you buy 
a “Special.” Rest assured, you’ll be buying abrasives “know-how” which is 
unparalleled in the metalworking industry. And, like the seasoning 
in a tasty dish...it’s this difference that counts! 


specify “Job-Engineered” 
NATIONAL STANDARDS by 


CARBORUNDUM 


REGISTERED TRADE MARK 


WRITE FOR CATALOG OF NATIONAL STANDARDS, Form A-1489, and 
prove to yourself that “standards” will solve many of your abrasives problems. Address 
your request to The Carborundum Company, Dept. PM 81-828, Niagara Falls, N. Y. 
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RLEEN*STI 


moistureless adhesive 


self-st cking 


if you have a product that is hard to label; 
if you need a removable label—or a Point 
of Sale piece that will definitely get 


posted, specify KLEEN-STIK! KLEEN: 


STIK makes sure your printed pieces 
will stick—tight—anywhere. Go on fast, 
without water, glue, tacks or tape. Every 
KLEEN-STIK piece pays its way—on 
glass, plastic, metal, polished surfaces, 
flexible packaging films and the usual 
paper surfaces. Stays until purposely re- 
moved. Your best buy—by the pioneers 
in the pressure-sensitive adhesive field. 


Add KLEEN-STIK “sell” to: 
PRODUCT LABELS 
(hand or machine dispensed) 
IDENTIFICATION SPOTS 
GUARANTEES, TRADEMARKS 
INSTRUCTIONS, DIAGRAMS 
PACKAGING CLOSURES 
DISPLAYS, SIGNS 
OUTDOOR SIGNS 


Products and ideas 


Small Cylinder Square 
For Close Inspection 





Space problems in the inspec- 
tion of tooling, parts, etc., in- 
volving cramped quarters and 
hard-to-get-at places are greatly 
reduced with the use of a smaller 
Cylinder Square. About half the 
size of the smallest previous model 
according to the manufacturer, 
AA Gage Co., 350 Fair St., Detroit 
20, Michigan, the new tool adds 
speed and accuracy to inspection 
operations in tool rooms, inspec- 
tion and receiving departments, 
and in machine and fixture set-up. 
The Cylinder Square finds use in 
checking squareness, parallelism, 
concentricity, run-out, etc., of 
component parts, shafts, spindles, 
bores and other similar objects. 
Powerful magnets in the cylindri- 
cal base of the Cylinder Square 
hold it securely to the part or ob- 
ject being checked. This cuts set- 
up time and distortion since 
clamping is eliminated. 

Write No. 38 on Inquiry Card—Page 32 


Decanter Easily Transfers 
Liquids 


uids, including radioactive, can 
also be decanted safely in labora- 
tories. A disposable, polyamide 
tubing called Nylaflow is the only 
part of the J-Line decanter that 
contacts the fluid. When transfer 
of contaminated liquid is com- 
pleted, the tubing can be cut with 
a razor or ordinary shears and 
each end removed and disposed. 
Decanter works this way: tubing 
is pushed through the holder to 
where the intake end is at the 
bottom of the desired layer to be 
transfered. Air pressure then 
forces the liquid up the tube into 
the discharge container, The man- 
ufacturer is J-Line Products, Min- 
neapolis 30, Minnesota. 
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Ultrasonic Machine Tool 
For Small Work 


A compact bench-model ultra- 
sonic machine tool has been de- 
signed for cramped quarters and 
small budgets. Designated Shef- 
field-Cavitron Model No. 200-B2, 
the machine tool requires less. 
than 2 inches by 4 inches of bench 
space. Yet it is capable of han- 
dling production as well as ex- 
perimental machining of hard 
brittle materials with accuracy 
and economy. It has an effective 


We do NO printing .. . your regular printer machining ares ranging from 1/64 

or lithographer can supply you with inches to 1 inch in materials such 

KLEEN-STIK to make your printing as germanium, silicon, ferrite, 

serve where no other advertising can get, y hardened steel and carbide. Typ- 

stay, or tell-and-sell. Ask him for details ical operations performed on the 

and samples. Or write us. machine include cutting, drilling, 
An inexpensive, disposable de- _ engraving, slicing, dicing, and the 

KLEEN-STIK Products, Inc. canter enables the transfer of 

Bisneers in f liquid under protective layers of 

= oil from one container to another. 


Stratified and contaminated liq- 


production of complex shapes and 
forms. The machine tool is made 
by Sheffield Corp., Dayton, Ohio. 
Write No. 40 on Inquiry Card—Page 32 
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NO PICKLING PROBLEM 
Too Large or Too Small 


WELDCO Specialists 
Handle Them All! 














IN HUNDREDS OF PLANTS, you'll find 
Weldco equipment all along the pickling line. For 
Weldco products are made of corrosion-resisting, hot 
rolled metals, that withstand attack from hot acids a 
and other pickling solutions. They are strong yet light- - 
weight, wear-resistant, durable, and long-lasting. You 
get all these advantages when you specify Weldco | 
hooks, mechanical picklers, crates, baskets, racks, chain, 
steam jets, and accessories. 
Weldco offers a complete, well-designed line of 
pickling equipment . . . plus the services of our ex- , : a 
pertenced wets, Lak Weldon oe he enee of Weldeo Mechestod seca 
all your pickling needs. For any problem, large or 
small, they have the practical, cost-cutting answer. 
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electric + gas- furnace weld 


STEEL TUBING 
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products 
of quality 


for 








LACLEDE 
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Gas-Oxygen Bench 
Burner 


A gas-oxygen bench burner for 
general purpose use in laborato- 
ries and glass shops has been de- 
veloped. Called the Bethlehem 
Bench Burner, it has the following 
features: Works 100 mm hard 
glass at regular city gas pressures 
(%4 psi), and in spite of this un- 
usual heat output, needle valves 
remain cold. Has two, rather than 
the usual four fuel inlets, thus 
eliminating hose tangle in front 
of operator. Faster and more ac- 
curate height adjustment by using 
a knob-actuated self-locking gear 
and friction swivel. Additional in- 
formation can be obtained from 
Bethlehem Apparatus Company, 
Inc., Front and Depot Streets, Hel- 
lertown, Pa. 
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Jet Pump Motors for 
Water System Pumps 


A new line of 48 and 56-frame 
jet pump motors designed espe- 
cially for operation of water sys- 
tem centrifugal or ejector-type 
pumps is now available from 
Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. Termed 
“Jet Line,” the new motors have 
round frames with NEMA stand- 

(Please turn to page 118) 
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SIMONDS 


Metal-Cutting BAND SAW 


cut at faster speeds and feeds than ever before . . . 
and with greater accuracy. 

Here again is proof that wherever metal is cut, 
Simonds cuts it better, faster, at lower cost. And 
you can get these new high speed, high performance 


New performance records are being made where- 
ever this new band saw is used. Flexibility plus 
toughness is the secret. 

That’s because Simonds new High Speed Steel, 
specially heat-treated for band saw use, stands 
heat much greater than regular steels. So you can 


SIMONDS 


SAW AND STEEL C 





High Speed 
Steel 


bandsaws NOW .. . furnished welded-to-length, 
individually packaged, ready to use! The sooner 
you try ’em, the more you'll save! 


ea 





FITCHE 


SIMONDCDS 
industrial Sur 
DISTRIB 


* Fast Service . 
trom ees 
Complete 











HACK SAW BLADES 





HAND & POWER CULAR SAWS FILES ARING SHEARS 


Factory Branches in Boston, Chicago, Shreveport, La., San Francisco and Portland, Oregon 
Cenedian Factory in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, Lockport, N. Y. 
Helier Tool Co., Newcomerstown, Ohio 
Simonds Abrasive Co., Phila, Pa., and Arvida, Que, Canede 

Lion Grinding Wheels, Brockville, Ont, Conde 


Be sure to walt us at the ASTE Western Tool Show in Los Angeles, Sept. 29-Oct. 3. Booth 721. 
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Caledonia combines four functions in 
miniaturized, shock-resistant package. 


Electronics today is partly packaging 


PROBLEM: Design a small (50 cubic in.) 

and light (3% tbs.) unit that contains: 

1. a positive d.c. pulse selector 

2. a negative d.c. pulse selector 

3. a high level 60 cps band pass filter 

4. a 400 cps detector circuit 

(all with tight tolerances, naturally). 
Design it to operate within the usual 

military environmental conditions, in- 

cluding high vibration and shock. 

SOLUTION: We assembled the 


components shishkabob ae 
style. Then mounted the 
CALBDONIA 


[ ELECTRONICS AND TRANSFORMER CORPORATION | 


kabob in a metal case filled with an epoxy 
foam compound to hold the parts in a 
firm cushion. 


TIME ELAPSED: From original assign- 
ment, through design to volume produc- 
tion—two months. 


If such quick, dependable assistance in 
design and production can make your 
work more effective, we'll be glad to 
hear from you. We offer experience, 
good production facilities, and a recog- 
nized quality record. 








Dept. P-9, Caledonia, N.Y. ¢ In Canada: Hackbusch Electronics, Ltd., 23 Primrose Ave., Toronto 4, Ont. 
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a complete moving service 


FOR YOUR 
PERSONNEL...; 
DISPLAYS... 
AND OFFICE 
EQUIPMENT 


equipment moves. That's because 
at Wheaton, safety comes first. 
Service to all 48 states, Alaska, 
Hawaii and other countries by land, 
sea and air. Next time, call your 
Wheaton Agent. 


Ma-r and more companies are 
learning that they can depend on 
Wheaton for truly safe, on time 
moving on their personnel transfers, 
display and exhibit, and office 


» Over 500. 
Agents — all 
principal 
cities 


Free moving | 
day kit,for 


In the West, call 


you | 


family “Moving can be 
almost fun’’. 
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(Continued from page 116) 


ardized 56c faces for direct pump 
mounting. They are equipped with 
grease-lubricated ball bearings de- 
signed for vertical or horizon- 
tal mounting. Available in split- 
phase, capacitor-start and poly- 
phase models, the units are rated 
either 1/3 or % horsepower in 
the 48 frame. They come with 
single or dual voltage, either 2850 
or 3450 rpm. Dual-voltage motors 
have spade connectors for ease in 
changing voltage. 
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Tube Type Polyphase 
Motors 


Tube type totally enclosed fan- 
cooled squirrel-cage motors are 
offered in polyphase ratings 
through 500 horsepower by Wag- 
ner Electric Corp., 6400 Plymouth 
Ave., St. Louis 14, Mo. Efficient 
cooling is provided in these fab- 
ricated steel frame motors by a 
series of tubes through which out- 
side air is forced by an external 
blower. An internal blower at 
each end of the rotor circulates 
the warm air inside the motor 
through ducts in the rotor and 
stator and around cooling tubes, 
to hold the temperature rise with- 
in the specified limit. Motors can 
be supplied with bearing labels 
for Class I, Group C and D or 
Class II, Group E, F, and G lo- 
cations. 
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PRIDE OF PRODI CT / American 


Tradition 





You put pride in your product...so does FROSTKRAFT. 
Our product is packaging. Any product that needs kraft 
deserves FROSTKRAFT. 


CORRUGATED 
CONTAINERS 


STANDARD 
AND 
SPECIALTY 
BAGS 


MULTIWALL 
SHIPPING SACKS 


Forest Products Division, West Monroe, La. + District Sales Offices: New York + Atlanta + Chicago + Dallas 


FROSTKRAFT (S$ A TRADEMARK 


rr 


© lice Equipment and Supplies 





A new machine which combines 
the office operations of folding 
and envelope-stuffing of letters, 
bills and other mailings was re- 
cently introduced by Pitney- 
Bowes, Inc., Stamford, Con. De- 
signed not for big business and 
nass mailings, but for the greater 
number of smaller firms and de- 
partments with moderate mailing, 
the new machines occupy less 
than 2x4 feet of desk space. Elec- 
trically driven, it feeds, folds and 
inserts quotation requests, pur- 
chase orders and other business 
forms into envelopes at speeds 
ip to 4,000 an hour. The folder- 
nserter, as it is known, handles 
nost standard envelopes up to 94% 
nches long by 6 inches deep. 
Write No. 44 on Inquiry Card—Page 32 


The Quik-Stripper is a new 
device to remove plates and cards 
from all commonly used styles of 
Addressograph frames, including 
frames holding more than one 
plate. When stripping frames the 
operator never touches the em- 
bossed plate or the ink on the 
plate. Spécial adaptors can be 
furnished to remove any one plate 
or combination of plates, with or 
without the index card. A new 


circular is available from the 
manufacturer, Addressitg Ma- 
chine Company of California, 667 
Mission Street, San Francisco 5, 
Calif. 


Write No. 45 on Inquiry Card—Page 32 


Sar 
i 


ae aaa 

ie 

bibthuabad 
+ 


en 
77 meres, 
ireeete 
Cee orem 
- Neelbvibaded ot 
_ Pre eey 


Melcar Office and Business 
Equipment, 480 Canal Street, 
New York, N. Y. announced its 
new Interest Calculator. It is a 
device which gives, at a glance, 
the interest on any amount from 
$10 to $3,000,000—to the third 
decimal. It is graduated in in- 
crements of %4%, ranging from 
3% to 834%, with the amounts 
arranged in one column for pe- 
riods of one year, one month and 
one day. 
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The development of modern 
business systems and controls in 
the past 75 years is described in 
“The Moore Story,” a book just 
published by Moore Business 
Forms, Inc. One writing can serve 
two or more purposes through 
the use of carbon paper is the 
basic principle upon which Moore 
helped to develop many new sys- 
tems in its growth from a small 
sales book company to its present 
position. Business systems of the 
future, the book predicts, will use 
business forms which carry in- 
structions to data processing ma- 
chines. One example is already 
furnished by the use of equipment 
which senses figures printed in 
magnetic ink on travelers’ checks 
and automatically processes these 
checks without clerical handling. 
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Small business firms and de- 
partments in need of a simple 
system of key control, will find a 
key-filing unit to fit desk drawers. 
The Key-drawer is one of several 
units of a system developed in re- 
cent years by Cushman & Deni- 
son Manufacturing Company, 730 
Garden Street, Carlstadt, New 
Jersey. It is constructed of welded 
steel and is available in three 
sizes holding 40, 80 or 120 keys. 
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An easy-to-use ball point mark- 
er for quickly and permanently 
coding, numbering or marking 
metal, wood, plastic and glass is 
illustrated and described in a 
folder recently published by John 
P. Nissen, Jr. Company, Glenside, 
Pa. The marker is available with 
three different size ball points 
(5/64”, 4%” and 3/16”) for making 
fine or broad lines. It is also avail- 
able in seven different colored 
inks. 
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Gereral Industrial Co., 5738 
Elston Avenue, Chicago, Illinois, 
has introduced a handy circular 
slide rule for engineers and other 
executives. Operation of the slide 
rule is simple and the results 
are accurate. The slide rule is 
free and all bonafide requests 
will be honored. 

Write No. 50 on Inquiry Card—Page 32 
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Wm. Herbert Carr, Vice President— Finance, California Packing Corporation 


““‘Moore forms help us speed Del Monte sales forecasts” 


CONTROL GIVES CALPAK MORE ACCURATE REPORTS SOONER TO MEET FAST MARKET CHANGES 


With thousands of food items in their line, the California 
Packing Corporation (Del Monte) must have up-to-the-min- 
ute sales and inventory facts on each product. A new auto- 
mated system makes possible complete weekly reports based 
on information from over 240 widespread locations. 


Figures from plants and sales offices are fed into an 
IBM 650 Computer, which calculates total sales, unshipped 
orders, transfers and inventories. The magnetic tapes con- 
taining this information run through an IBM Tape Data 
Selector, which prints the complete Stock and Sales Report 
on specially designed Moore 4-part continuous forms. This 
is Calpak’s control in print. 


These are the benefits: Intermediate copying steps are 


Build control with 


eliminated. Errors are cut to a minimum. Correct marketing 
action can be taken faster to insure proper levels of stocks. 
More detailed market forecasts prevent loss of profit from 
under or over production during short packing seasons. 


The Moore man can help in the scientific 
design of Automated Data Processing (ADP) 
systems and the forms tailored to them. For 
further information on —and samples of 
Moore-planned form systems, write the nearest 
Moore office. 


Moore Business Forms, Inc., Niagara Falls, N. Y.: Denton, Texas; 
Emeryville, Calif. Over 300 offices and factories through ————_S=> 


nN 
out U.S., Canada, Mexico, Caribbean, Central America. mo 4 


MOORE BUSINESS FORMS 





irado 


IS SMOOTHER 


TO SAVE YOU WORK 


.»e SLRONGER 


TO SAVE YOU TIME 


..- LONGER -LASTING 


TO SAVE YOU MONEY 


WRITE FOR FREE ; 
‘‘MINIATURE LABORATORY”’ 
and FREE sample Mirado Pencil 


Send your request, together with your name 
and address, your dealer's name, and the 
name of this magazine, to the Eagle Pencil 
Company, 703 E. 13th St., N. Y. 9, N. Y. 








Cwobthtr. [ This Giant Pendulum 


in the Eagle laboratory uses the friction of 
pencil against paper to test pencil smooth- 
ness. The smoother the lead, the longer the 
pendulum keeps swinging. And test after 





test proves 
any other pencil! 


smoother-writing than 
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EAGLE 
MIRADO 


is more efficient 
...more economical 


— And Yu. Cay, prov / 


¢-) 
Z 


/ : p : AVE WORE! MIRADO’s smoother 
CL - This Point Testing Scale re- point cuts out pencil drag, makes 
cords the amount of pressure necessary to snap writing faster, easier, more comfort- 
. ‘ , able, less tiring. Your employees will 
different pencil points. Repeated tests prove de mani antle eae tank 
MIRADO is so strong it will almost never break 


under normal writing pressure! 

















TIME! MIRADO’s stronger 
point bears up under pressure, needs 
less sharpening, almost never snaps. 
Your employees will have fewer an- 
noying interruptions, fewer trips to 
the sharpener! 








SAVE MONEY! MIRADO’S longer 
/ ; nr / aig | lasting lead gives you extra days, 
AG 7 lens " extra pages of service. You actually 
¢ Writing “mileage need to buy fewer pencils because 
is recorded on this Mileage Meter. As the cylin- each MIRADO lasts so much longer! 
der turns, the pencil writes—and the length of 
the line is recorded on the dial. Tests prove EAGLE MIRADO 


MIRADO makes 35 miles of line—writes longer is right in any office 
than any other pencil! ORDER SOME TODAY! 

















—— Se EAGLE ~cHerix sence ~ MIRADO 174 “32 





FAGLE PENCIL COMPANY + NEW YORK + LONDON + TORUNTO » MEXICO + SYDNEY + BOGOTA 
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FOR ALL 
mASIN 





KLENZO 


Swift and smooth for 
typewriter, ink and ball- 
point work. 





GET THESE 
BLAISDELL EXCLUSIVES: 


SPEE-D-POINT perforation for easy 
| sharpening — STEO-D-POINT (im 
-| staple for secure eraser core. 





KLENZO 7/in 


Special compound, 
thin diameter for 
pinpoint erasing. 





Write for sample, naming 
this publication. 


TRADE MARKS REG. U.S. PAT. OFF. 











Office Equipment 





The Globe-Wernicke Co., Cin- 
cinnati, Ohio has just announced 
a tailored executive chair with 
a full back and seat of foam 
rubber. This Fine-Rest swivel 
chair offers a choice of 11 com- 
binations of upholstery materials 
and 44 colors. Other features in- 
clude height and tension adjust- 
ment, balanced swivel mechanism, 
one-piece noiseless cast aluminum 
base with ball bearing casters. 
Write No. 51 on Inquiry Card—Page 32 








OSGI tat So cee 


Rest-A-Phone Company, P.O. 
Box 10554, Dallas 7, Texas has 
just announced a new style tele- 
phone index. Attached to the tele- 
phone at the finger-stop it will fit 
any style and is sold in every 
known telephone color. Nominally 
priced, it will hold enough names 
to satisfy even the busiest pur- 
chasing executive. 

Write No. 52 on Inquiry Card—Page 32 





Can you afford 
not to attend? 


1958 NATIONAL 
BUSINESS 


This year more than ever before 
you should attend this important 
show .. . over 500 exhibits of the 
newest products and services. 


Here, under one roof, is a unique 
opportunity to get complete and 
authoritative answers to many 
pressing management problems 
about the modern office. See by 


SHOW 


supply you with new and better infor- 
mation for controlling operations .. . at 
lower costs. Find out how to gear your 
office to provide better and more up to 
date facts on sales, customers, inven- 
tories and shipments as well as a host 
of other new and valuable information 


DLAI DELL 


PENCIL COMPANY 


BETHAYRES, PENNA 


comparison just how efficient 
your office is. Learn how it can 


that can have a significant effect on 
your profit and loss statement. 


The Coliseum, columbus Circle, N.Y.C. Oct. 20th—24th, 1-10 p.m. daily. 
For information and hotel reservations call Rudolph Lang, 530 Fifth Ave., N.Y.C., OXford 7-7142 
For More Information Write No. 242 on Inquiry Card—Page 32 
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no carbon / required 





56053 


MINNEAPOLIS 





at emes\ 
cat i panos: 


First NATIONAL BANK 


NCR 
ee 





ASSETS PURCHASED OR RECEIVED 


SECURITY NATIONAL BANK SAVINGS AND TRUST CO. 


TRUST OEPT 


ST LOUIS. MISSOURI 


Ta. No __ ——— ——_—_—____— 


MULTIPLE COPIES 
WITHOUT CARBONS 


It’s done with NCR PAPERI!...up to eight legible copies 


Your business forms can now be produced 
in multiple copies without the use of carbon 
paper or even carbonization. Yes, thanks to 
the research laboratories of The National 
Cash Register Company, an amazing paper 
has been perfected that makes perfect copies 
of requisitions, invoices, sales slips or any 
of hundreds of business applications where 
clear, clean copies are required. 

Up to five legible copies can be made on 
NCR Paper with a standard typewriter, 


ANOTHER PRODUCT OF 


THE NATIONAL CASH REGISTER COMPANY, pvayton 9, Onio 


ball-point pen or pencil and eight or more 
with a business machine or electric type- 
writer. Because it requires no carbon in- 
serts, NCR Paper is a great time-saver and 
smudging of copies and fingers is eliminated. 

It’s so simple to use too. Just put together 
several forms that have been printed on 
NCR Paper—insert them in a business ma- 
chine or typewriter and the copies come out 
clear, clean and easy to read. 


989 OCFFICES iN 84 COUNTRIES 


Your forms can be printed on NCR Paper 
by your present forms supplier. The cost 
is much lower than you think and you'll 
be pleased by the way NCR Paper pro- 


‘duces clearer, cleaner copies. Phone your 


supplier today and ask about 
getting your forms printed on 


NCR Paper. 


For More Information Write No. 243 on Inquiry Card—Page 32 
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COLUMBIA/MERIDIAN Desks, Credenzas 
and Chairs help the busy executive accom- 
plish more with less physical wear and tear. 


» 


COLUMBIA/NINE TO FIVE Furniture has the beauty, 
strength and functional design to fit any office requirement. 


Space engineering with Columbia’s broad line of modern office 


furniture offers many cost-reducing and functional advantages 


Whether you are planning to furnish or refurnish an 
executive’s office, secretary’s office, general office or 
file room, space engineering with standard Columbia 
steel office furniture is the modern way to better office 
living, more efficient office operation. 


Columbia office furniture is versatile. Standard units 
can be easily arranged in various attractive combina- 
tions, can be rearranged just as easily to meet changing 
requirements. Superb styling, wide range of harmoniz- 
ing decorator colors, functional design, and durable 
construction are additional features that commend it 
for the requirements of any office area. 


This distinctively modern furniture is available through 
authorized Columbia dealers. See the one nearest you 
for complete information. 


Or write Columbia-Hallowell Division, SPS, 
Jenkintown 31, Pa., or SPS Western, Santa Ana, Calif. 


Jenkintown * Pennsylvania 


Standard Pressed Steel Co. © eveland Cap Screw ° COLUMBIA FILING CABINETS, in a style for every 
. oe ee eS Net ws _ filing need, have the built-in strength and distinctive 

i Tv he , Weste to oda itd. @ . P : 
iia ar beauty for permanent satisfaction in any location. 
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Shippers 
Agree... 


“It's PLE! 


PACIFIC INTERMOUNTAIN EXPRESS 


TERMINALS AND OFFICES 
IN PRINCIPAL CITIES 


GENERAL OFFICES: P-1-E BUILDING 
14th AND CLAY STREETS 
P. 0. BOX 958 OAKLAND 4, CALIF. 
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Need a new corrugated 
packaging idea? 


it 


to your H&D 
Packaging Engineer 


ey. i 

HINDE & DAUCH <> 

vveteon of West Virginia Pulp and Paper Company al 
Sandusky, Ohio Py 


15 Factories ate | 
42 Sales Offices H 


<i PO 
For More Information Write No. 246 
on Inquiry Card—Page 32 
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Vendor-Buyer Team 
(Continued from page 73) 


sonnel directly involved and be- 
cause of the large proportion of 
stock-tool parts being converted 
to investment castings. Both in 
the expanded investment-castings 
program and in evaluating other 
production methods, of course, 
our purchases have not been lim- 
ited to any one supplier. 

Since the beginning of the pro- 
gram, more than 80 stock-tool 
parts have been converted to in- 
vestment castings at an average 
saving of 30% on each stock tool. 
It is estimated that about 45 other 
stock-tool parts will be similarly 
converted in the future. In addi- 
tion, 25 other high-volume parts 
in milling, grinding and screw 
machines are being reviewed as 
investment-casting possibilities. 

Lower product cost has not 
been the only benefit, however. 
We also gained from: 

(1). Improved appearance of 
parts—investment castings have 
particularly smooth surfaces and 
sharp contours. 

(2). Certain tools that were 
once impractical can now be pro- 
duced at reasonable cost—a great 
flexibility in shape configuration 
is attainable with investment 
castings. 

(3). Greater design freedom— 
engineers engaged in improving 
present designs or developing 
new tools are thoroughly familiar 
with investment casting (as well 
as other major production meth- 
ods) and can concentrate on de- 
signing for function rather than 
the specific limitations of a par- 
ticular production method. 

We feel our approach in recog- 
nizing our specialty vendors’ ex- 
pert knowledge and letting them 
work with responsible people in 
our organization has paid off 


handsomely. We have effectively. 


expanded our purchasing knowl- 
edge and gained experience that 
might have taken years with an- 
other approach. Programmed cost 
evaluation has thus become an 
integral part of Brown & Sharpe’s 
continuing effort to supply indus- 
try with the highest quality ma- 
chine tools and components at the 
lowest possible cost. 


GENERAL 





How to 
Get Maximum 


Return 


Improved manufacturing proc- 
esses and trends toward auto- 
rnation point up a growing need 
for direct-current drives in in- 
dustry. Adjustable-speed d-c 
drives permit production of more 
and better products from asmall- 
er number of machines. General 
Electric’s new Speed Variator is 
designed for just this purpose. 


Operating from a-c power, the 
Speed Variator provides stepless, 
adjustable-speed over a wide 
range. Increased output, better 
quality control and added ma- 
chine flexibility can help reduce 
unit costs. 


By specifying General Electric’s 
new Speed Variator, you can 
assure a maximum return from 
your entire machine investment. 
For more information, write for 
GEA-6643, Direct Current Motor 
& Generator Department, Erie, 
Pennsylvania. 13-23 


Progress /s Our Most Important Product 
@ eEectric 


For More Information Write No, 247 
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5 REASONS WHY YOU SHOULD BUY 
New General Electric Speed Variator 


1. Amplistat Regulator offers better 


speed regulation and adjustable, 


timed acceleration for improved 
product quality. 

2. Static Exciter, with silicon recti- 
fier, has no moving parts, requires 
no warm-up, provides more produc- 
tion time, less maintenance. 

3. Two-Unit, Four-Bearing M-G Set 
features Tri-Cladyj ‘55’ 


motor for 


more dependable performance. 


4. Front-Connected Controls, recessed 
wiring troughs make routine inspec- 
tion easy, cut maintenance time. 

5. Kinamatic* Drive Motors provide 
extra power to meet peak loads. For 
details on this powerful motor see 
next page. 


For more information contact your 


Apparatus Sales Office or write for 
GEA-6643. Direct Motor 
& Generator Department, Erie, 


Current 


Pennsylvania. 
In Canada, contact Canadian Gen- 
eral Electric, Peterborough, Ontario. 


Registered Trade Mark General Electr Co 
* Trade-Mark of the General Electr 


GENERAL @@ ELECTRIC 


More On Kinamatic Motors 














NEW GENERAL ELECTRIC DC MOTOR 





GIVES 


Extra Power To Meet Peak Loads 


KTNAMATIC ...@new stand- 


1rd in industrial direct-current mo- 
rs . . . designed to meet the vital 
ower load requirements of modern 
nanufacturing methods. 


Proper Design Balance . . . means 
nmatched commutating ability .. . 
ability to deliver the short 
irsts of power required for quick 
celeration and deceleration. Fewer 
irms per armature coil. . . full 
mplement of commutating poles 


maximum number of com- 
mutator segments, combine to per- 
mit higher peak loads. 


New Brush Assembly. . . constant- 
pressure brush springs eliminate 
brush adjustments. Bronze, corro- 
sion-resistant brush holders are 
mounted on square steel studs for 
stable operation in both directions 
of rotation. Molded polyester-glass 
yoke resists impact, intense heat 
and corrosion. 


D-c Kinamatic Motors offer a reli- 
able key to successful automation. 
Additional information is available 
at your nearest General Electric 
Apparatus Sales Office. Or, if you 
prefer, write for Bulletin GEA-6355, 
Direct Current Motor and Genera- 
tor Department, Erie, Pennsylvania. 
*Trode-Mark of General Electric Company. 813-11 


Progress ls Our Most Important Product 
GENERAL @® ELECTRIC 








Poor tape quality got your goat? 


You consistently get top quality, roll after roll, ““3M-MATIC” Taping and Dispensing Methods. . . 
with “SCoTCH”’ ressure-Sensitive Tapes to match the right tape to the best dispensit 
and there’s a reason. equipment. And, don’t forget, 3M gives you com- 

3M quality-control has no equal in the pressure- plete technical information on tape performance 
sensitive tape industry. That means vou get con- characteristics through industrial tape specialists 


sistent performance, consistent results on the pro- and expertly trained distributors. 
duction line with “Scotcu” Brand. So why risk Better specify “ScotcH’’ Brand 
tape failure when ““Scotcu”’ Brand costs so little? with it! 


And why choose a pressure-sensitive tape from When tape costs so little, why take less than 


a limited line? Assortable * Brand gives nec PAT. OF9 
you the right tapes for your needs at the lowest 
possible cost. “ScorcH”’ Brand also gives you 
BRAND 
. . 
Pressure-Sensitive Tapes 


LE 
Minnesota Miiaine AND anuracrurine COMPANY 4 a 
V 


>> - WHERE RESEARCH IS THE KEY TO TOMORROW SS 


{> 
Ss. rw 7 
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Chicago Ass’n 
Opens Fall 


Program 


Central lowa 


Holds Buy-Sell 


Outing 


i 

S UNNYSIDE Country Club in 
Waterloo, Iowa was the scene of 
1 recent sales-purchasing agents 
vuting. The annual affair of the 
Central Iowa Association of Pur- 
hasing Agents got under way at 
6:30 A.M. 

Termed a “whale of a success,” 
the outing attracted more than 500 
people. Golf, renewing old ac- 
juaintances, and just plain relax- 
ing was the order of the day. Matt 
Karpan and Hap Switzer, chair- 
nan and co-chairman respective- 
y, can chalk up credit for one of 
the best of Central Iowa’s sum- 
mer programs. 


Louis J. De Rose, head of De Rose 
and Associates, addressed the Pur- 
chasing Agents Association of Chi- 
cago at its first meeting of the new 


iy HE PURCHASING Agents 
Association of Chicago held its 
first meeting of the new year at 
the Morrison Hotel. An excellent 
program had been arranged. At 
the combined commodity and in- 
dustry groups meeting held be- 
fore dinner, Louis J. De Rose, 
head of De Rose and Associates, 
New York, spoke on “Purchas- 
ing’s Future in Materials Manage- 
ment.” After dinner, Mr. De Rose 
spoke again on the subject: “Is 
Purchasing A Profession?” An- 
other outstanding purchasing fig- 
ure, Dr. John H. Hoagland, head 
of Michigan State University 
Purchasing Major for college stu- 
dents, also addressed the Asso- 
ciation. Dr. Hoagland spoke on 
“How to Improve Purchasing.” 


& ee 


Ready to tee off on the first hole are, left to right, Bob Loubek, 
Lapham-Hickey Co., Chicago; Jim Casey, C. E. Erickson Co., Des 
Moines; Myron Knapschaffer, Avoco, Ft. Dodge; and Dusty Rhodes, 


Inland Steel Co. 


Finishing up on the eighteenth hole and about to head for the nine- 
teenth are, left to right, Lefty O’Neill, Fairfield; Tony Almond, 
Davenport; Swede Johnson, Sweden; Cy Sherrill, Waterloo. 
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is door to door, relieves you of 


pickup and delivery problems 


As convenient (and fasf) as dropping an air mail letter in 
the box. Turn your shipment over to United at your door 
and forget about it. It will arrive at your customer’s door 
on time and appreciated. 


United’s pickup and delivery service is an extension of 
your shipping department. Takes the strain off traffic 
managers, keeps inventory low, frees warehouse space. 


This service, plus United’s radar dependability, 2000-com- 
munity reach and Reserved Air Freight make a solid case 
for calling United when you stamp cargo “Ship Best Way.” 


a 


AIR LINES 


® 
For service, information or free 
Air Freight booklet, call the near- 
est United Air Lines representative 
or write Cargo Sales Division, 
United Air Lines, 36 South Wabash 
Avenue, Chicago 3, Ill. 


GET EXTRA DEPENDABILITY, EXTRA CARE—SHIP UNITED, THE RADAR LINE 
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Evaluating 
COPPER and 


Long-term trends toward increased supply, 





greater design utility and overall economy 








support today’s growing market. 


These trends toward greater availability, 
design utility and overall economy, as 
we can spot them today, should continue 
to operate favorably in spite of any short- 
term variations in business cycles or mili- 
tary requirements. 


Availability 


Currently, the copper industry’s mine re- 
serves and mill capacity are both at new 
highs. For the future, the prospects are so 


good as to completely dispel any doubts 
left over from the post-war years when 
exaggerated requirement estimates gave 
a surface appearance of short supply. 
There is now, and will continue to be, 
plenty of copper. 


Domestic mine capacity is scheduled 
to increase at an average rate of well over 
20,000 tons per year. Free-world capacity, 
allowing for depletions, promises a 15% 
increase during the next five years. Not 


PURCHASING 





only is total supply increasing, but cop- 
per and copper alloys are now available 
in more shapes, sizes and material speci- 
fications than ever before. 


Design Needs 


A 


Now that we are really in a consumer 
buyers’ market, and industrial and mili- 
tary specifications are also getting 
tighter, product performance is becoming 
more important than ever. Copper’s elec- 
trical and mechanical properties are help- 
ing to solve many of the resultant design 
problems. 


For example, in the electrical industry 
(which consumes over half of the nation’s 
copper) electrical conductivity is a major 
design requirement. Copper’s efficiency 
as a conductor makes it increasingly prac- 
tical for the industry to take advantage 
of copper’s other design and manufactur- 
ing features and to use these metals more 
widely. In military electronics, the need 
for minimum size of components and 
maximum reliability also indicates 
greater use of copper. Similar upswings 
are also becoming evident in the metal- 
working and construction industries. 


Alloys of copper are helping to meet 
some of the new design needs. For ex- 
ample, cadmium bronze, chromium cop- 
per and beryllium copper provide high 
tensile strengths along with good con- 
ductivity for electro-mechanical applica- 
tions. The fine-grain brasses are ideal for 
formed and highly finished parts. 


Vanufacturing Costs 


New manufacturing methods and a new 
cost perspective are further increasing 
the use of copper. Also, the easy handling 
of the copper metals — in machining, 
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forging, drawing, plating or soldering — 
becomes more of an economic advantage 
with every increase in labor and overhead 
rates. 

There has been considerable develop- 
ment in pre-forming and pre-fabrication 
methods in recent years. Of these, lamin- 
ating and custom extruding both reduce 
manufacturing costs, as do the new in- 
plant methods of impact extruding, cold 


hobbing and cored forging. Many of 


these methods reduce scrap costs as well 
as manufacturing time. 
Conclusion 

Good current and long-run availability, 
new design developments, tighter design 
standards, improved manufacturing 
methods and more realistic costing meth- 
ods are all stimulating greater copper 
usage. The manufacturer is getting more 
for his materials dollar and can look 
forward to a continuing improvement 
and a good supply situation. 

The Copper & Brass Research Associa- 
tion will be happy to supply you with 
additional data to help you re-evaluate 
the copper metals for your own purposes. 
Just write CABRA, 420 Lexington Ave- 
nue, New York 17, N. Y. 


There’s a new frontier in... 
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Look at 
your 

true-total” 
cost of 


cleaning 


... and see how 
Oakite pays off! 


*K True-total cost of cleaning takes into account the 
number of man hours required ... production loss 
through downtime ... reject rate ... lastingness and effect- 
iveness per ounce of compound. 


Your local Oakite man can help you cut your true- 
total cleaning cost. Call him, or write to Oakite Products, 
Inc., 54 Rector Street, New York 6, N.Y. 


In our 50th year 


OAKITE. 
: ie 


Technical Service Representatives in Principal Cities of U. S$. and Canada 
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AMA Purchasing 
Seminars 


The American Management 
Association will hold five work- 
shop seminars dealing with the 
purchasing function between now 
and March. 

Four of the meetings, titled 
“Organization and Management 
of the Purchasing Department,” 
are open to anyone connected 
with the purchasing function. 
They will be held Oct. 6-8, at 
AMA’s Management Center in 
New York’s Hotel Astor; Nov. 
10-12 and Dec. 15-17 at the Man- 
agement Center (a multiple-unit 
seminar—registration must be for 
both sessions); Feb. 9-11 and 
March 18-20 at the Management 
Center (a multiple-unit seminar) ; 
and March 16-18 at the LaSalle 
Hotel, Chicago. 

An advanced workshop on the 
management of the purchasing 
department, designed solely for 
the company’s chief purchasing 
executive, will be held Jan. 12- 
14 at the Management Center 
here. 

Registration fees for the sem- 
inars are: one three-day session, 
$125 for AMA members, $150 for 
non-members; two three-day ses- 
sions, $250 for members, $300 for 
non-members. 


Dayton Ass’n Defines 
Perfect Attendance 


The executive board of The 
Purchasing Agents Association of 
Dayton set forth the rule on mem- 
bers qualifying for a perfect at- 
tendance award: during a month 
in which regular meetings are 
held, a member must attend the 
regular meeting or attend a Swap 
Shop (exchange of ideas session 
held before the meeting) or attend 
an Executive Board Meeting. This 
is a new award instituted just this 
year. 

The executive board also passed 
on the acceptance of two honorary 
members; Mr. Lee Brower and 
Peter O’Donnell. 

Mr. M. L. Brower of Dayton 
Ohio, recently resigned as pur- 

(Please turn to page 138) 
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‘LES 


STAINLESS 
STEEL 


SAFETY 100, 
WIRE 


1 LB. NET 





New 
easier 
way 


... to use stainless steel lock wire! 


Note how the lock wire, uncoiling from 
the inside, is dispensed as needed from a 
hole in the top of this compact 1-pound 
package. No wild uncoiling! Moreover, 
the wire is better protected, handles eas- 
ier and faster, with less waste, and with 
greater safety! 


Here is a new National-Standard 
packaging development that is a natural 
for most safety lock wire uses in equip- 
ment manufacture, assembly and 
servicing. 

For production operation requiring 
larger capacities, National-Standard 
offers lock wire on practical 5 and 10- 
pound disposable spools that may be 
spindle-mounted. 


Check with National-Standard on the 
spooling of your choice and on stainless 
steel lock wire in any diameter from 
0.020 to 0.067 and to government speci- 
fications: QQ-W-423, AN-W-24, MIL- 
W-6713 or AMS-5685-C. 


NATIONAL STANDARD 


DIVISIONS: NATIONAL -STANDARD, Niles, Mioh.; tire wire, stainless, music spring and plated wires 


WORCESTER WIRE WORKS. Worcester, Mass.; music spring, stainiess and plated wires. high and low carbon speciaities + REYNOLOS WIRE, Dixon, tll.; industrial wire cloth 


WAGNER LITHO MACHINERY. Secaucus, N. J.; meta/ decorating equipment + ATHENIA STEEL, Clifton, N. J.; Mat, high cart 


stee/s 





a 


LUBRIPLATE 
No. 630-2 


ALSO 
PACKED IN 


CONVENIENT 





Lubriplate No. 630-2 is a high tem- 
perature, extreme pressure, water- 
repellent, grease type lubricant. 
Ideal for the general lubrication of 
Industrial, Automotive, Construc- 
tion, Farm and Marine Equip- 
ment. Lubriplate Grease Gun Car- 
tridges provide an easy, quick, 
economical means of application. , 
Prevent the waste and mess of 
hand filling. Packed 10 Cartridges 
in a handy carrying carton. 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE .usricants 


WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 


For nearest LUBRIPLATE distributor 
see Classified Telephone Directory. 
Write for free ““LUBRIPLATE Data 
Book”’. .. a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 
Newark 5, N. J. or Toledo 5, Ohio. 


For More Information Write No. 254 
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chasing agent of Master Electric 
Company. Lee has been a mem- 
ber of the Dayton Association 
since February 17, 1928, and 
served as president in 1935 and 
1941. He has been a member of 
many committees in the National 
Association. While a member of 
the sub-committee on the Nation- 
al committee on steel, Lee Brower 
and A.M. Kennedy, Jr., authored 
a manual, “Cold Finished Steel 
Bars,” which was released in July 
of 1958 by the NAPA committee 
on steel. 

Another “retiree” is Peter 
O’Donnell, who served as director 
of purchases for Delco Products 
and ended 30 years service with 
General Motors. Pete helped to 
conduct the advance purchasing 
class sponsored by the Associa- 


tion. 


Michigan State’s 
Purchasing Seminar, 


Oct. 27 


Michigan State University, with 
one of the leading purchasing cur- 
ricula in the nation, will again 
sponsor The Purchasing Semi- 
nar at East Lansing, Mich., 
starting October 27. 

“The Purchasing Seminar is a 
two-week intensive study of pur- 
chasing designed for business per- 
sonnel who wish to improve their 
performance of administration of 
purchasing functions, states Dr. 
John H. Hoagland, seminar di- 
rector from the M.S.U. College 
of Business and Public Service. 

The seminar participants will 
be able to better fulfill their busi- 
ness responsibilities and con- 
tribute more to the overall suc- 
cess of their companies,” assures 
Dr. Hoagland. 

Improving Purchasing Through 
Better Education has been se- 
lected as the theme for this con- 
tinuing education activity at the 
Kellogg Center. A staff of more 
than 20 leading specialists from 
industry and the M.S.U. faculty 
will conduct The Purchasing 
Seminar. 

The Purchasing Seminar con- 


tent will cover such areas as or- 
ganization, procedures, specifica- 
tions, standardization, quality 
control, inventory control, sources 
of supply and supplier relations. 
Lectures and discussion periods 
also will cover business eco- 
nomics, analysis of business con- 
ditions, cost and price analysis, 
traffic, value analysis and distri- 
bution trends. Among the other 
subjects will be legal and tax 
aspects, salesmanship, office man- 
agement, purchasing policies, 
evaluation of purchasing, and the 
latest in purchasing research. 

The seminar will be in session 
Oct. 27-31, and then will take 
a one-week break to reconvene 
Nov. 10-24. This arrangement was 
popular with both the participants 
and instructors last year and will 
be continued. 

“One of the valuable aspects of 
The Purchasing Seminar is the 
opportunity for the participants to 
live and study together at the 
modern Kellogg Center. This per- 
mits a rich interchange of view- 
points and ideas on many com- 
mon purchasing problems,” ob- 
serves Dr. Hoagland. In addition 
to the daily morning and after- 
noon seminar sessions, there will 
be opportunities for informal 
evening gatherings. 

Full information about The 
Purchasing Seminar may be ob- 
tained from Dr. John H. Hoag- 
land, College of Business and 
Public Service, Michigan State 
University, East Lansing. 


Youngstown P.A.’s 
Hold First Fall Meeting 


The Youngstown District Pur- 
chasing Agents Association held 
its first fall meeting at the 
Youngstown Club. Walter A. 
Everett, export manager of the 
Deming Company, was the main 
speaker. His subject was “Pur- 
chased — Millions of Friends?” 
Mr. Everett has made many trips 
to outside continental U.S.A. and 
has visited 56 countries. He had 
many interesting experiences to 
tell the members. 
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Norton obrosives cre the 
most wicely usec. mos' 
Highly prizec winn 
long leocersnip in improw- 


mg procuct quoiitres anc 


profits to give you the 3 
true “Touch of Gold 


Around the world and still expanding Grinding and Lapping Machine Plant — Worcester, Mass 


Refractories Plant — Worcester, Mass 


Abrasive and Grinding Wheel Plants — Worcester, Mass 
Santa Clara, Calif.; Hamilton, Ontario; South Africa Electro-Chemical Plants — Chippawa, Ontario; Hunts 
England; France; Germany; Italy; Brazil ville, Alabama 


Behr-Manning Plants Coated Abrasives and Pressure Norton Pike Plant — Sharpening Stones — Stair and 
Sensitive Tapes Troy, N.Y.; Canada; Australia Floor Tile Littleton, New Hampshire 
France; Northern Ireland; Argentina; Brazil 
. ; ‘ " Bauxite Mines — Bauxite, Arkansas 
Electric Furnace Plants Huntsville, Alabama; Chip 
pawa, Ontario; Cap-de-la-Madeleine, Quebec; Brazil General Offices: Norton Company, Worcester, Mass 


Us OFT ND PLANT 


NORTON COMPANY 


ESTER «MASSACHUSETTS 


Headquarters for the “TOUCH of GOLD”’ 


The world’s largest source of abrasive research, manufacturing development, and service . . . all 
combining to aid your own production with improved grinding at lower cost. 


BIG STEPS FORWARD Some 
of the latest and most important 
Norton developments—from top 
to bottom: a 32 ALUNDUM G- 
bond wheel, providing a unique 
aluminum oxide abrasive of out- 
standing performance plus the 
most advanced vitrified bond 
ever developed for precision, and 
semi-precision grinding .. . 
ALUNDUM TUMBLEX “S” 
bonded spheres for barrel finish- 
ing—spheres that get into areas 
where other shapes can’t reach 
...A44ALUNDUM wheel, the 
most sensational non-premium 
abrasive ever developed for eco- 
nomical grinding — both rough 
and precision. Advancements like 
these are typical of the more 
than 200,000 different types and 
sizes of Norton abrasive prod- 
ucts that cover every modern 
grinding job. 


DISCOVERING MUCH MORE 
Norton laboratory researchers, 
numbering over 180 scientists 
and technicians, are constantly 
seeking to find out a great deal 
more about abrasives and grind- 
ing wheels. Their chief interest 
is in developing new abrasives, 
new abrasive products and im- 
proved grinding techniques. Their 
many successes in research of 
this nature have stepped up 
grinding progress to lower your 
grinding costs. 


SELECTION IN ACTION For 
ordinary grinding jobs the vast 
amount of Norton know-how lit- 
erature tells you how to select 
exactly the right wheels, while 
the many Norton films show the 
best grinding methods. But you 
may have new, unusual prob- 
lems. Then, your distributor’s 
Norton factory-trained specialist 
by studying your jobs can help 
you find the right solutions in 
quick time. And if necessary, 
he’ll call in your regional Norton 
Abrasive Engineer for additional 
technical advice. With experts 
like these, the grinding wheels 
you need will be proved in ac- 
tion—on your machines 


THE RIGHT WHEELS ARE 
RIGHT AT HAND Your Norton 
distributor is careful to keep his 
stocks fully adequate to meet all 
needs of his area. That’s true, 
too, of the stocks in the five big, 
strategically located Norton 
branch warehouses — in the 
Norton California plant — and 
of the gigantic stocks at Wor- 
cester in “Norton City” — the 
world’s largest grinding wheel 
plant, Headquarters of the 
“Touch of Gold.” 


N O A TO N Gdaking better products... to make your products better 
ABRASIVES 
NORTON COMPANY ¢ WORCESTER, MASS. 


District Offices: Chicago* + Cleveland* + Detroit* * Hartford * Los Angeles Area (Huntington Park) 
* New York Area (Teterboro, N.J.) * Philadelphia* + Pittsburgh* + St. Louis 
*Warehouse Facilities and Stocks at this location 


Plants and distributors around the world 
BEHR-MANNING CO., Troy, N.Y. is a division of Norton Company 


NORTON PRODUCTS 
Abrasives * Grinding Wheels 
Grinding Machines + Refractories 
Electrochemicals 
BEHR-MANNING DIVISION 
Coated Abrasives « ing Stones 
Pressure-Sensitive Tapes 








New design in Sigma hand welding torches 


Here is a new, lightweight torch—only 16 
ounces—for manually welding light-gage 
steels. Sigma ST-2 welds in all positions with 
no change in control or current settings. Welds 
.030- to .100-in. sheet, using low-voltage short- 
are technique with .020- and .030-in. hard- 
drawn wire. For 200 amp continuous service, 
a-c or d-e. 

Balanced design makes handling easy. Serv- 
ice lines enter through rear of handle—a con- 
venience in cramped quarters. Start-stop 
switch on handle, easy to reach. Nozzle has a 
60° curve for maximum weld visibility. 

Sigma ST-2 makes high-quality welds at 


high speed. Seams require no cleaning .. . dis- 
gh s} 1 : 


tortion is at a minimum. Inert gas shielding 
is economical. Low flow rate—only 10 cu. ft. 
or less per hour—means even more savings. 

Call your nearest LINDE office today for a 
demonstration of this new Sigma ST-2 torch ! 
Or write Dept. PC-95, LINDE COMPANY, Division 
of Umion Carbide Corporation, 30 East 42nd 
Street, New York 17, N.Y. Offices in other 
principal cities. In Canada: Linde Company, 


Division of Union Carbide Canada Limited. 


Uy} Site) .. 


inde 





(eg -\ 54 =) ) 2) 5 


“Linde” and **Union Carbide” are registered trade-marks of Union Carbide Corporation. 
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.now your distributor can supply both 


Bunting 


CAST OR SINTERED 
BRONZE 








true s # s You can’t feel nor see 


under the surface structure of a 
Bronze Bearing or Bar. In the absence 
of complicated analyses and tests the 
character of the maker is your only 
assurance of uniform quality. Countless 
engineers and mechanical men know that 
Bunting Stock Bearings and Bars are as 
perfect as the finest and most expensive 
special blueprint production. 


FIRST AWARD 
For Advertising 
Excellence 
Distributors 
Associations 
1952 1956 1958 


buy Bunting Bearings from your Bunting Distributor 


Your Bunting distributor is listed in the 
classified section of your telephone di- 
rectory usually under Bars—Bronze, and 
Bearings—Bronze. Two Bunting factories 
and eleven Bunting Branch Warehouses 
expedite distribution in all areas. Ask 
your local Bunting distributor or write 
for catalogs. 


BUSHINGS, BEARINGS, BARS, AND SPECIAL PARTS 
OF CAST BRONZE AND POWDERED METAL 


Ask for Catalog No. 52-Cast Bronze 
Catalog No. P-56-Sintered Bronze 


THE BUNTING BRASS AND BRONZE COMPANY «+ TOLEDO 1, OHIO + BRANCHES IN PRINCIPAL CITIES 
For More Information Write No. 257 on Inquiry Card—Page 32 
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Buffalo PA’s Hold 
Annual Picnic 


Purchasing Agents Association of 
Buffalo held their 26th Annual 
Picnic at the Buffalo Trap and 
Field Club, Cheektowaga, New 
York. The weatherman hit the 
nail on the head when he pre- 
dicted generally fair and warm 
with temperatures in the 80’s. 

The picnic started at 1:30 p.m. 
with a buffet luncheon, refresh- 
ments and climaxed with an appe- 
tizing dinner at 6:00 p.m. During 
the course of the day, many games 
took place for the children and 
adults which were enjoyable and 
relaxing for all. 

As in the past there was com- 
petition between salesmen and 
P.A.’s in various games. Lucky 
winners of the day games and 
after dinner drawings walked 
away with beautiful and useful 
prizes donated by companies rep- 
resented. 

Congratulations are certainly 
in order to Earl C. Scheelar and 
Charles W. Messenger and their 
hard working committee on the 
excellent job they all did 


NAPA Announcement 


The National Committee on 
Value Analysis—Standardization 
through its chairman, Harlan E. 
Cross, announces the appoint- 
ment of C. C. (Connie) Sisk, 
purchasing agent, American Zinc 
Company of Tennessee, Mascot, 
Tennessee, as District Chairman 
of Value Analysis—Standardiza- 
tion for District No. 7 N.A.P.A. 

Mr. Sisk will fill the vacancy 
created by the resignation of Wil- 
liam G. East, Monsanto Chemical 
Company, Luling, Louisiana, due 
to his promotion and transfer to 
the St. Louis, Missouri, office of 
his firm. 

While the committee regrets 
the loss of Bill East as Chairman 
of District No, 7, and congratu- 
lates him on his promotion, it is 
fortunate to be able to obtain the 
services of one experienced in 
both National and Executive 
Committee work as is Connie 
Sisk. 
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The homer that newer came down 


We've played some pretty impor- 
tant ballgames at the old Beaver 
Hutch, but this was the biggest. 
Night affair with the Blues and 
the Pennant on the line. Well, my 
Beavers was two runs behind in 
the ninth with two outs; we had 
two men on base, and my best 
fella— Boll Weevil Barnes— was up 
at the plate. 

He misses two slow curves and 
then the Blues pitcher slips him 
the fast ball. The Weevil wades 
into it... 

And the lights conk out. Power 
cable failure. 

Now, I been afraid of that since 
five years back, when President 


Piedmont overruled the engineers 
who'd laid out the lighting system. 

“Look,’”’ I’d told him, “I’m only 
the manager, but if the perfessors 
say you should get Okonite-type 
cable ; 

‘“‘Okonite-Shmokonite,’’ snaps 
Piedmont. “‘Our supplier tells me 
Zilch cable is plenty good enough. 
You worry about your hitters and 
I’ll worry about the cable.” 

Well, he started worryin’ when 
the Weevil banged that pitch. It 
took off into the dark and far as 
I know it’s still up there. Five 
seconds later, three Blues outfield- 
ers were chargin’ the Ump, waving 


balls they claimed they’d just 
caught. Then our boys arrived, 
luggin’ a damaged relief pitcher 
and hollarin’ that his noggin had 
just been dented by the Weevil’s 
drive after clearing the left field 
fence. Both teams squared off, the 
fans joined in, and it finally took 
the riot squad to clear the joint. 

We hadda replay that last inning 
next day and got clobbered. So 
Piedmont’s just-as-good cable cost 
us a Pennant, Series money, and 
the price of installing new cable. 

What brand? Well, the stands 
underneath the lights are now 
called Okonite Alley. 


where there’s electrical power... there’s OKONITE CABLE 


5491 





Famous Pratr & WHrITNey AIRCRAF: 
j57 Net Engine, power plant for ae Association News 
ark” guided missile, 


Force “Sn 


geared for both gegen and sail 5 > 
cary performance by P — Types Chicago Ass’n Purchasing 


tolerances on Per 


coodh to woth; JI%S camsalesteds ‘0005 Workshop, Oct. 21-22 
c | li .0006 tooth to f 
mee "0008 pte tl .0005 on in- — The Purchasing Agents Associ- 


volute. Most Perkins gears are cat- a w —_ = GN ation of Chicago will again hold 
burized, hardened and ground. Pod na its two day Purchasing Workshop 
a. . ¥ o' on October 21, 22, 1958. 
4< 








- =. . * Nr - The Purchasing Workshop will 

VS Eres ~ ee » be held at and is sponsored by: 

lj 4 Se Illinois Institute of Technology— 

pe eA Cs = =o" tha gerd - Department of Business and 

& wife ed S, { pg a i Economics, 33rd and State Street, 
- Se, : Chicago, Illinois. 

Outstanding discussion leaders 
have been engaged to help solve 
important problems confronting 
all purchasing personnel today. 
All problems presented to the 
Workshop will be discussed. This 
is not a lecture course, but is an 
actual workshop where one can 
participate with other purchasing 


YS people and experts to help solve 
a | . purchasing problems and derive 
valuable information. 
\ Most of the sessions will be in 


small groups covering the follow- 


. ing subjects: inventory control, 

for t0 -flj ht value analysis, measuring pur- 
chasing performance, internal de- 

partmental relationship, vendor 


| relations and sources, legal as- 
performance a Pn ny 
. procedure and organization, and 
data processing. 

Registration fee for National 
Rigid Pratr & Wuirney AIRCRAFT precision requirements spell per- Association of Purchasing Agents 
formance . . . top-flight performance. Reason: The future is at stake. And members and companies is $35.00, 
that future can well ride on gear teeth. Since 1940, Pratr & WHITNEY and nonmembers — $50.00. This 

AIRCRAFT gear tolerances have fee includes two luncheons. 
been Perkins’ standards . . . for : Registration blanks may be ob- 
commercial gears as well as air- Ss Se Sek Soe pn tained by contacting the Purchas- 
craft. Such precision pays off in ateeee den hae ti ing Agents Association of Chi- 
longer wear, greater om patnting rege Sa cago, Pots a sano hand 
lower maintenance cost. t type a cago 2, Lllinois—Telephone: State 
of precision can pay off for you, JN B eccice® “pom | 2-1940. f 
ie r. yours on request. Registration will include a 
luncheon each day with excellent 
speakers. Mr. Paul Farrell, Man- 
aging Editor of PURCHASING 
Magazine, will speak on “Signs 
of the Times”, which is definitely 
of interest to everyone in the 


purchasing field, especially during 


b\ 
, \ ‘45 these days of recession. 
r< 
R be | Public Utility Buyers 
MACHINE AND GEAR CO. Will Meet Feb, 6-10 
The Public Utility Buyers’ 
" Group will meet February 8, 9, 
Rest.57 West Springhels, Mess. | 24 10 1960 at the Muu ond 
Telephone: REpublic 7-4751 Park Plaza Hotels, St. Louis, Mo. 
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How can a directory 
this size... 


be COMPLETE? 


all consumer items are rigidly 
excluded — designed for 
industrial use only. 


cross indexing means no dupli- 
cation of product headings. 


company size indicated by 
average employment — an accu- 
rate and current measure. 


chemicals listed separately 
with space-saving “‘key” 
method. 


Next time you use a di- 
rectory check C-MPD. You 
will find it complete, accu- 
rate, and easy to use. 


PURCHASING Conover-Mast 


PURCHASING DIRECTORY 
: DIRECTO RY 205 EAST 42ND ST., NEW YORK 17, N. Y. 
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Sey: MID-WEST puts Every 
ma, 


ABRASIVE PRODUCT 
WITHIN EASY REACH 


tr = ~~ 


... offers Engineered Installation 


and testing by Trained Abrasive Engineers 
at no cost to you 


Mid-West is one of only three abrasive companies offering customers a 
complete line of abrasive products: sandpaper, grinding wheels, honing 
stones, abrasive grain and grinding machines. 


Highly trained abrasive specialists—backed by constant research and 
testing, and the production of six plants—are “on call” by anyone having 
abrasive problems . . . whether it be old applications, new set-ups or quality 
control. Your call will bring one of our skilled Product Development 
Engineers without obligation. 


MID-WES 


ABRASIVE CoO. 
510 S. Washington St., Owosso, Mich. 


Mid-West Abrasive Co. 
510 S. Washington St. 
Owosso, Michigan 


Please send me, without obligation, a copy of Engineered 
Installation by Mid-west. 


Name 











C r 7 





State 
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Buffalo Holds First 
Fall Meeting 


The Purchasing Agents Associ- 
ation of Buffalo held its first fall 
meeting at the Hotel Sheraton. 
The speaker for the evening was 
David Hi Mackey, sales manager, 
Simonds Saw and Steel Company, 
whose subject was “The Story 
of Metals.” Mr. Mackey is well 
qualified to speak on the subject 
of metals as his experience has 
been widespread. He accom- 
panied his speech with some dem- 
onstrations of metals and their 
uses which proved of great in- 
terest to the audience. 


Central Iowa Sponsors 
Products Show 


Approximately 150 firms in a 
dozen states will exhibit new 
products and services at the third 
biennial Products Show for busi- 
ness and industry, October 15 and 
16 at Veterans Memorial Auditor- 
ium in Des Moines. 

Sponsored by the Purchasing 
Agents Association of Central 
Iowa, the show will be open to 
business and industrial personnel 
from 1 to 10 p.m. both days— 
Wednesday and Thursday—and 
will occupy the entire Main Arena 
(ground floor) of the Auditorium. 

Admission is by ticket only, 
and tickets may be obtained free 
by interested persons. Requests 
for tickets should be sent to The 
Products Show, Box 1057, Uni- 
versity Place Station, Des Moines. 


Value Analysis Discussed 
At Tri-City Ass’n 
The Tri-City Association of 
Purchasing Agents held its first 
meeting of the new year at the 
Oakland Country Club, Moline, 
Ill. W. J. Borwick, district man- 
ager of U. S. Steel Supply Divi- 
sion, spoke on the subject of 
“Value Analysis—Cost of Pos- 
session.” He explained the econ- 
omies of warehouse or distributor 
buying as opposed to large vol- 
ume purchasing direct from mill 
or manufacturer and the inevi- 
table large inventory and ob- 
solescence that can occur. 


PURCHASING 
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“| have never used a finer chuck in 
more than 50 years on the job” 


Close-up shows turning radius 
in slot of bronze wire guide 


’”” 


Mr. James Bagrie, holds work, and tools with O.D. from ! jg” to 1% 
in an 18 speed 12” Hendey Lathe equipped with a Jacobs Model 91 
Rubber-Flex Collet Chuck. Mr. Bagrie likes the easy-to-use versatility 
of the Model 91. He says: 

“It’s a splendid chuck in all ways. It has a good, positive grip and 
the hand wheel makes it a real timesaver. I’ve never used a finer chuck 
in more than 50 years on the job.” 

You hold your work with the tightest, most accurate grip ever 
devised when you hold with the Jacobs Rubber-Flex Collet. Ask your 
industrial supply distributor for Bulletin 57-LC on the Model 91 
Hand Wheel Collet Chuck shown here and for Bulletin 57-CC on 
the Model 96 Key Type Collet Chuck. 


Jacobs and your industrial sup- 
ply distributor are ready to 


deliver the chucks you need and 
the service you deserve. First (471 
in chucks first in service. 


CHUCKS 


The Jacobs Manufacturing Company, West Hartford, Connecticut 
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LUMATROL 


LIGHT SENSITIVE 





Thermostatic Bimetal 


ACTUATES ANOTHER SWITCH 
PRECISION PRODUCT 


A Product of Micro Balancing, Inc. Garden City Park, Long Island, N. Y. 


The Lumatrol Model T is a tubeless photocontrol operated by a reliable 
thermostatic principle in conjunction with a large area photocell. This light 
turn-on control departs from convention in that it senses illumination from 
the zenith instead of from the north horizon. The Lumatrol’s plastic dome 
diffuses and integrates the visible light (such as nearby commercial light- 
ing) but does not transmit any ultra violet rays. Every component has reserve 
capacity and each control is equipped with a lightning arrester which per- 
mits its taking repeated lightning surges safely. 


The Lumatrol consists of a large area photocell, an ambient temperature 
compensating bimetal thermostat and a bimetal operated snap switch, both 
elements being Chace Thermostatic Bimetal. At darkness the photocell has 
a very high impedence and practically no current passes through the re- 
sistor R1. As the light increases, resistance decreases, passing a current 
through RI, thus raising its temperature. The thermostat senses this tem- 
perature and closes its contacts, allowing resistor R2, wound around a bimetal 
element, to heat up. The bending action of the bimetal opens the switch. 


The battle of such a delicate instrument against the forces of man and 
nature demands the utmost from such components as the thermostatic bimetal 
actuating elements. The faithful performance of this reliable control, day 
in and day out, even through its broad temperature range of — 40° to 
+ 150°, is a fine tribute to the dependability of our precision product. It 
gives us added confidence that Chace’s policy of manufacturing one product 
exclusively for almost a third of a century is a sound one. 


When you design your new temperature actuated device, send for our 1958 
edition of “Successful Applications of Chace Thermostatic Bimetal”’ con- 
taining many pages of valuable engineering data. 


W. M. CHACE CO. 
Thermostatic Bimetal, 
1685 BEARD AVE., DETROIT 9, MICH. 
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Air Force Holds 
Procurement Conference 


A World-Wide Major Air Com- 
mand Base Procurement Con- 
ference was held at the. Wright- 
Patterson Air Force Base, Ohio 
recently. Lieutenant General W. 
F. McKee, vice commander of 
Air Materiel Command, was the 
opening speaker. Brig. Gen. B. H. 
Warren, deputy director, pro- 
curement and production, fol- 
lowed Gen. McKee on the speak- 
er’s rostrum in welcoming the 65 
conferees representing Head- 
quarters USAF, each major air 
command, including those over- 
seas, and representatives of the 
Army and Navy. The conference, 
sponsored by the Purchase Policy 
Staff Division, Air Materiel Com- 
mand, included presentations by 
appropriate USAF and AMC rep- 
resentatives of current problems 
and future programs affecting the 
Air Force Base Procurement 
Program. 


Training Discussed 
By Georgia Ass’n 

The fifty-six purchasing ex- 
ecutives of the Purchasing Agents 
Association of Georgia who gath- 
ered at the Progressive Club at 
a recent meeting got their money’s 
worth. After voting on new mem- 
ber, Wilson W. Reeves, of Foote 
& Davies, and calling for brief 
committee reports, President J. T. 
McDonald, as usual, wasted no 
time in relinquishing the rostrum. 
Since the theme of this particular 
program was Education, Julian C. 
Ivey, chairman of education com- 
mittee, presented Moderator 
Charles W. Hayes to the group. 
Panel members, Marie Sayne, 
Fred E. Kreiss and A. S. Gordon, 
held very closely to the subject of 
the evening, “Intra~-Company 
Training Programs in Purchas- 
ing.” 
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Alcoa puts the 


Before you read on, blink your eyes. In the 
time it took to do that, this man has produced 
an entire automotive grease gun body —com- 
plete with external ribs; solid end; smooth, 
seamless interior; and go-to-market external 
finish. 

Sound too easy? No! We can make round, 
oval, square and irregular parts the same 
way. Finished parts—with the strength of 
forgings—with tolerances down to plus or 
minus 0.005”—with a smooth, corrosion-re- 
sistant finish of about 125 microinches. A 
clear case of putting the metal where you 
want it. The cost of tooling for impacts is 








metal where you want it 


surprisingly low, too. A good rule to remember 
is that virtually any closed end or tubular 
design should be considered as an Alcoa‘ 
Impact. ALCOA 

In impacts, as well as forgings, castings, ALUN 
extrusions and screw machine parts... Alcoa — sees 
puts the metal where you want it. A call to 
Alcoa can mean fewer rejects or ingenious , 
design solutions . . . less waste in production 
or a product that sells faster. Start now; 
write for Alcoa Up-to-Daters, a file of design 9 %““" ™#e”I7€ parts and impacts 
tips on Alcoa Engineered Products. Aluminum 
Company of America, 1999 Alcoa Building, ALCOA WATERS 


: “ FINE ENTERTAINMENT 
Pittsburgh 19, Pennsylvania. ALTERNATE MONDAY EVENINGS 


coa puts the metal where you want 


al in Castings, forgings, extrusions 





Morse’s new Nylon Coupling means: 


Nobody can answer your coupling 
because only Morse offers 


New Nylon 
Couplings: 

Cost 20% less than 
conventional cou- 
plings; last indefinite- 
ly. Need no lubrica- 
tion, no cover; take 
high torque; adjust to 
misalignment. 


Flexible Chain 
Couplings: 

For moderate speeds, 
steady loads. Rugged, 
economical . . . take 
higher h.p. per given 
diameter. Easy to in- 
stall, align, and dis- 
assemble. 


Morflex 

Couplings: 
Preloaded neoprene 
biscuit assembly re- 
duces misalignment 
stresses, increases 
bearing life; protects 
machine from shock 
and vibration. 


Radial 

Couplings: 

Neoprene biscuits— 
assembled radially on 
pins—take heavy 
thrusts, torques, 
shocks, frequent load 
reversals; retain tor- 
sional flexibility. 


NOTE: All Morse couplings are available in driveshaft constructions. 


PURCHASING 





problems as well as Morse, 


all four of these flexible couplings 


IN POWER TRANSMISSION THE TOUGH JOBS COME TO 
REMEMBER: Nobody gives you a more impar- 


tial analysis of your power transmission prob- 
lems than Morse, because only Morse offers all 
four of these basic drives: Roller Chain, Silent 
Chain, Hy-Vo®, and “Timing’’® Belt Drives 
. . . plus a complete line of power transmission 
products. 








*Trademark 
MORSE CHAIN COMPANY, Dept. 15-98, ITHACA, NEW YORK. Export Sales: Borg-Warner International, Chicago 3, Illinois 
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rhe Philip Carey Manufactur- 
ing Company, has established a 
Washington district office with 
headquarters at Alexandria, Va. 


P. J. Richards 

P. J. Richards, formerly assistant 
manager of Carey’s Philadelphia 
district, has been appointed man- 
ager of the new district. Mr. 
Richards started with the com- 
pany in 1944 and has served as 
office manager and salesman in 
the Boston district. He had been 
merchandising manager of the 
Perth Amboy, N. J. plant before 
going to Philadelphia. 


Expansion of its southern sales 
territory has been announced by 


North & Judd Manufacturing 


Joseph L. Pangle 


Company, New Britain, Conn. 
Joseph L. Pangle has been named 
to handle the territory which will 
include Alabama, Arkansas, 
Louisiana, Mississippi and parts 
‘ Tennessee, Florida and Mis- 
souri. He will make his head- 
juarters at Jackson, Miss. 


109 


Arthur C. Tharp has been ap- 
pointed regional sales manager 
for the midwest region of the 
mechanical goods division of 
United States Rubber Company. 
Mr. Tharp joined the company in 
1936 and held various sales posi- 
tions until he became district 
sales manager in the Milwaukee 
branch in 1948. In 1955 he was 
transferred in the same post tc 
the San Francisco branch. He 
left this post to take over his new 
assignment. His headquarters will 
be in Chicago. 


William W. Henderson has been 
elected vice president-sales of 
Robinson Ventilating Company, 


William W. Henderson 


Zelienople, Pa. Mr. Henderson 
has been with the company for 
six years in a sales and engineer- 
ing capacity. 


Stanley J. Williams has beep 
named district sales manager of 
Comptometer Corporation’s 
branch office in Charlotte, N. C. 
Mr. Williams will handle sales of 
the company’s calculators and 
adding machines. He will super- 
vise the activities of Comptometer 
schools and calculating service. 


James C. Irwin has been pro- 
moted to resident manager of 
sales in Seattle for Jones & 
Laughlin Steel Corporation. Mr. 
Irwin will continue to be attached 
to the San Francisco district sales 
office. He has been with J&L 
since 1940. 


Anti-Corrosive Metal Products 
Company, Incorporated, Castle- 
ton-on-Hudson, New York, has 
announced the election of Price 


Price Berrien 


Berrien as vice president and 
sales manager. Mr. Berrien comes 
to Anti-Corrosive with broad ex- 
perience including works man- 
ager of National Screw & Manu- 
facturing Company, Cleveland. 
Before that he was plant manager 
for Russell Burdsall & Ward Bolt 
& Nut Company’s plant in Los 
Angeles. 


Phoenix Manufacturing Com- 
pany, Joliet, Ill. and Catasauqua, 
Pa. has announced the appoint- 
ment of Henry L. Charlton as 


Henry L. Charlton 


vice president-sales. Mr. Charlton 
had been assistant to the presi- 
dent and manager of sales since 
1955. He will be responsible for 
sales of the four Phoenix di- 
visions—Steel Mill, Fabricated 
Reinforcing Bars, Flange and 
Commercial Forging, and Horse- 
shoe Products. 
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© 1958 Govwld-National Batteries, Inc. 


SMASHING all records 


for long battery life... gould 


You want the most 
for every dollar invested in batteries. Gould can help you. 


Batteries get harder use some days, lighter use other days. Operating 
conditions are seldom constant. Frequent over-discharging and over-charg- 
ing, which is not recognized and corrected, can seriously harm a battery. 

You can avoid this possibility. Assure maximum operating efficiency, 
lower maintenance costs, and longer battery life, by letting Gould help 
you establish a simple effective preventive maintenance program for 
your batteries. 

Can’t you see how you will benefit from such a program? Call your 
local Gould representative for details. No obligation. He’s listed under 
“Batteries, Industrial” in the yellow pages. Gould-National Batteries, 
Inc., Trenton 7, N. J. 


Always Use Gould-National Automobile and Truck Batteries Jere Fewer room You Som Conde 
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Gould Industrial 
Truck Battery— 
America’s Finest 
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Why PLANT ENGINEERS 
with these 


Automatic spring action of V-shaped metal plies react 
fe variations in compression, internal pressures, and 
temperature changes. Assure leak-proof seal under 
most severe conditions. 


GARLOCK GUARDIAN* GASKETS 


Provide a safe, positive seal against high temperatures and pressures of steam, oils, 
gases, liquids. 


Construction assures dependable sealing under varying service conditions. Strips 
of V-shaped stainless steel, alternated with layers of asbestos, are spiral wound to form 
the gasket. The number of windings are varied to accommodate different established 
bolt loads. 


If you have sealing problems involving temperatures to 1050° F. and pressures to 
2500 psi be sure to investigate the advantages of Guardian Gaskets. Available in round, 
oval, square, flat side, diamond, and pear shapes in practically any size. Write for de- 
scriptive folder AD-104. *Garlock trademark 


Garnntocx 


Packings, Gaskets, Oil Seals, Mechanical Seals, 
Molded and Extruded Rubber, Plastic Products 





PURCHASING 





protect equipment 
GARLOCK products 


Withstand higher pressures and ovtlive metal expan- 
sion joints . . . do not crack, corrode, lose shape, or 
require gasketing. Maximum service life at tempera- 
tures to 180° and pressures to 125 psi. 


GARLOCK RUBBER EXPANSION JOINTS 


Prevent flange breakage and equipment breakdowns. Undue stress caused by misalign- 
ment, vibration, expansion or contraction of piping or equipment will break connecting flanges. 
Garlock Rubber Expansion Joints relieve such stresses. 


Eliminate vibration and noise. Pumps, compressors, engines, and pressure surges in pipe 
lines create vibration and objectionable noises. Garlock Rubber Expansion Joints act as an 
absorbent cushion . . . insulate against transfer of noise to other parts of the building. 


These are only two of the many reasons why you should use Rubber Expansion Joints in 
piping systems for air conditioning, blower lines, brine tanks, jet condensers, pump lines, cir- 
culating water lines, etc. Write for Folder AD-137. 


THE GARLOCK PACKING COMPANY 
Palmyra, N. Y. 





For Prompt Service, contact one of our 30 sales 
offices and warehouses throughout the U. S. 
and Canada, 


For More Information Write No. 266 on Inquiry Card—Page 32 
SEPTEMBER 29, 1958 





mee: 


TO GREATER 


PAT. 
PENDING 
FOR GREATER SAFETY AND 
FREER FINGER MOVEMENT 
* Perfect Fit * Quality Plastic 
* Greater * Lined With 
Strength Perspiration 
* More Comfort Absorbent 
* Longer Wear Cotton 
Distributors Franchise Inquiries Invited 
ADVANCE PLANTS IN 
Detroit * Chicago * Toledo 
Rome * Georgia 
WRITE FOR FREE WORK & SAFETY 
CATALOGS 








Aovanc GLOVE MFG. co. 
936 W LAFAYETTE BL 


A f 
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industry: Developments 





The new plant and offices of 
Strom Steel Ball Company are 
located in Erwin, Tenn. Strom 
produces high precision balls of 
chrome, Commercial-type carbon 
and stainless steels, brass, bronze, 
monel metal, and other materials 
for the aircraft, automotive, 
petroleum, machinery and bear- 
ing industries. The forty year old 
company recently moved its plant 
and general offices from Cicero, 
Il. 


Precision Paper Tube Company 
of Chicago, Ill. has announced the 
acquisition of the Buckeye Bobbin 
Company, Cleveland, Ohio. The 
latter firm will continue opera- 
tions at the Cleveland address as 
a division of the new owner. In 
addition to the bobbin assemblies 
manufactured in the past under 
Precision Paper Tube Company 
patents, other fabricated products 
adaptable to the Buckeye facili- 
ties will be solicited. 





CONVERTING TO VERTICAL SHELF FILING? 


GET STABILITY, GET STYL 
GET taal 


Here’s why Verti-File is today’s best buy: 


Verti-File is better built; it’s built by DeLuxe, 
one of the world’s leading manufacturers of 
boltless shelving. All Verti-File shelves are tie 
shelves for maximum stability . . . free standing. 
Shelves are adjustable without tools on 1” ver- 
tical centers . . . each shelf has 5 dividers. 


Verti-File is better looking . . . DeLuxe craft- 
manship gives it a custom look. Verti-File comes 
complete with full depth finished end panels 
and cornice type top with projecting cap. Every- 
thing’s included in one price. Want more infor- 
mation? Phone your DeLuxe dealer. He’s in 
the yellow pages under Shelving, or write for 
Catalog V-416. 


DELUXE METAL FURNITURE CO., Warren 10, Pa. 
A Division of the Royal Metal Manufacturing Company 








ID 





=n ts Se 
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Pittsburgh Plate Glass Com- 
pany, Pittsburgh, Pa., will con- 
struct a multi-million dollar glass 
fabricating plant on a forty-nine 
acre site at Crestline, Ohio. Site 
preparation for the factory con- 
taining 275,000 square feet of floor 
space has been started. It will be 
a one story structure with glass 
and pre-cast concrete walls. 
About 250 to 275 hourly workers 
will be employed in the plant 
which is designed principally for 
the fabrication of tempered glass. 


Two 500-ton clearing machine 
presses have been recently in- 
stalled by the Edson Tool & 
Manufacturing Company, Belle- 
ville, N. J., for use in contract 
manufacturing. Both are hydrau- 
lic presses. They are designed 
especially for precision deep 
drawing and give the company 
the capacity for working blanks 
up to %” in thickness, and 48” 
x 120” in area. The presses are 
described as the only non-captive 
presses of their size available for 
custom fabrication work in the 
mid-Atlantic coastal area. 


Shell Chemical Corporation will 
begin construction of a phenol 
unit at its Houston, Texas plant 
early in 1959. Most of the unit’s 
production will be used to manu- 
facture Bisphenol A, one of the 
two principal ingredients in the 
company’s Hpon resins. Shell Oil 
Company will also take a share 
of the phenol. The unit will pro- 
duce acetone as a co-product. 
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ON LABOR COSTS ALONE, p-K FASTENERS 
000 PER YEAR 
ROYAL McBEE CORPORATION 


SAVED NEARLY $10, 


“For fastenings in steel, in plastics, and in die 
cast aluminum, we switched to P-K Self-tapping 
Screws and save time and money in every case,” 
says Henry Teller, Supervisor of Assembly 
Standards, Royal Typewriter plants of the Royal 
McBee Corporation. 

“‘At our Hartford plant alone, where more 
than 500,000 typewriters per year are assembled, 
we use P-K Self-tapping Screws for speedy, 
dependable fastening of Tenite plastic space 


Royal McBee Corporation’s experience with 


Parker-Kalon Self-tapping Screws is typical o 
8 YP 


literally thousands of similar cases. A P-K® 


Field Engineer will be glad to discuss your 


fastening applications—show you how you, 
too, can effect real savings. 


bars, space bar stops and buffers, top covers and 
base masks, cover hinges and latches and many 
other assembly operations. 

“Waste is ended, too. For example, just a bit 
too much pressure with air guns or the slightest 
angle when inserting ordinary screws, often caused 
stripping of the hole and a discarded space 
bar. Now, with P-K Screws, production is un- 
interrupted—rejections practically eliminated.” 


€ 


PARKER-KALO es Screws 


Sold everywhere through leading Industrial Supply Distributors 





PARKER-KALON DIVISION, Genera/ American Transportation Corporation, Clifton, New Jersey 
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| for your permanent protection 






The new low-pressure polye- 
thylene resin plant of W. R. Grace 
& Company, Polymer Chemicals 
Division, Bator Rouge, La. is now 
completing four months full-scale 
operation using pure ethylene as 
a starting material. Twin all- 
welded aluminum steam tube dry- 
ers designed and manufactured 
by Standard Steel Corporation of 
Los Angeles for Fluor Corpora- 
tion, Limited age processing 5700 
Ibs of resin per hour. New mar- 
kets for the high density polye- 
thylene resin “Grex” are actively 
being developed by W. R. Grace 
& Company. 


Bay State Abrasive Products 
Company, Bristol, Conn. have 
moved to new larger and better 
equipped offices at 105 Maple 
Street. ; 


News 


From mow of when you specify any of the 
four grades of Campbell Chain listed below 
you ll always know the make, grade and 
length of every piece of chain in your plant 


“Stock Plan’? Announced 
By Valve Manufacturer 


Immediate delivery of valve re- 


The grade and make—your two most im 
portant safety gauges—oare permanently 
recorded where you need them most 
fight on the chain itself! Contact your 
Gistributor or write direct for details 


CODE SPECIFICATIONS 











quirements at lowest possible cost 
is the aim of a new “stock plan” 
announced by Hoerbiger Corp., 
160 Van Brunt St., Brooklyn 31, 
N.Y. Customers are asked to esti- 
mate their yearly requirements, 
then indicate required delivery 
dates. Hoerbiger will stock the 
entire order in its warehouse and 


Proof Coil Chain make deliveries as requested. 


: Delivery dates can be changed 
BBB Chain as necessary and the supplier will 


High Test Steel bill only for partial shipments as 


; C am-Alloy Chain 


they are made. 

Hoerbiger officials say the plan 
will free valve users’ capital and 
save their space. 
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POWELL introduces new member 
in world’s largest family of valves 


Powell engineered ‘Full Flow’ bronze 
valves are now available in a full line: 
the brand-new 150-pound screwed end 
Globe Valve, in addition to the well-known 
200-300 pound Screwed and the 150-300 
pound Flanged Globe and Angle Valves. 

Although designed by Powell to assure 
maximum flow with minimum pressure 


Heavy Stem of high strength Aluminum- 
Silicon Bronze—for long life in severe 
service. 


500 Brinell, hardened, stainless steel, 
renewable disc and seat—wear, cor- 
rosion and erosion resistant 


ms Full Flow 


> }—~ Powell "W.S 


i 3 Globe Vaive 














drop and internal turbulence, these valves 
can be throttled to permit only the minutest 
amount of fluid to pass through. And, if 
desired, they can be supplied with Indicator 
Collar, Arm and V-port Dise for quickly 
determining flow and holding it constant. 

Compare these advantages of Powell 
Full Flow valves: 


Extra large stuffing box holds ample 
supply of lubricated asbestos packing— 
valves can be repacked under pressure 
when fully open. 


Long Acme Stem Threads have a 
fine pitch to easily regulate the close 
throttling and reduce thread wear. 


Long pipe thread and thread run-off 
prevent jamming the pipe against the 
diaphragm and distorting the seat. 


i When you require precise 
flow control with minimum 


pressure drop and turbu- 
lence, little maintenance 
and long life, specify Powell 
Full Flow Valves. Consult 
your local distributor, or 
write us for illustrated 
literature. 


Fig. 2600 (Sectional)—150-pound “W.S.” Full Flow Globe Valve, Screwed Ends 


THE WM. POWELL COMPANY °* Dependable Valves Since 1846 + Cincinnati 22, Ohio 
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Employment Service 





Experience: Ten years diversified pur- 
‘ising experience, two years as pur- 
asing agent for a electric motor 

manufacturing co. Full responsibility 
of department of five people, full re- 
sponsibility for all procurement, bud- 
get control of purchases of $1,000,000 
per year. 

Education: College graduate. 

Will relocate. 

Write: Box 200. 


Experience: Ten years of purchasing 
experience in the engineering-con- 
struction field. Positions held range 
from expediter to purchasing agent. 
Have had experience in procurement 
of all commodities entering into petro- 
leum and chemical plant construction. 
Have had responsibility for purchases 
in excess of $50,000,000 per year. 
Education MBA Degree—Management 
Major. 

Will relocate. 

Write: Box 202. 


Experience: Purchasing agent, large 
aircraft company. Supervise over 20 
buyers. Formerly, assistant director of 
purchases, auto parts company, ap- 
proximately $80 million volume of pur- 
chases. Specialist in sound administra- 
tion. Introduced purchase analysis to 
auto parts co.; made savings of over 
$5 million. 

Education: B.A.. M.B.A. 

Will relocate. 

Write: Box 203. 


Experience: Purchasing administration 
manager of high dollar volume manu- 
facturing activity, selection and devel- 
opment of buying personnel; develop- 
ment of purchasing policies, systems, 
and practices. Measurement of work 
loads and evaluation of performance. 
Legal phases of purchasing; supplier 
relationships; make or buy administra- 
tion. 

Education: B.A., M.A. Business Admin- 
istration. 

Will relocate. 

Write: Box 204. 


Experience: Three years as director of 
purchases procuring bar stocks, cast- 
ings, forgings, electronic components, 
shop supplies and equipment. Familiar 
with government specifications and 
QPL. Twenty-five years direct con- 
tact with machine shop operations and 
supervision. 

Education: Three years — Mechanical 
Engineering; Two years—Machine Shop 
Technology; Two years—Managment. 
Will relocate. 

Write: Box 209. 
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Experience: Over 25 yr. cost acctng., 
audit, bkkpng, purchasing. Installed 
cost system, full chg. cost, inv., & prod. 
control. Later assumed P.A., buying all 
materials for mach. tools, & spec. 
machs.: patterns, c9stings, steel, bear- 
ings, etc., shop supplies, cutting tools, 
ete., and bldg. repair. Chg. of govt. 
controlled materials (CMP) 2nd W. 
War. 

Education: One year Com. Engineering. 
Correspondence Course in C.P.A. with 
ICA. Commercial Law. 

Presently employed. 

Will relocate. 

Write: Box 205. 


Experience: Ten years purchasing alu- 
minum, brass, wire cloth, stainless 
steels, plastics and all maintenance 
items from mill sources. Responsible 
for purchases of seven million dollars 
per year. Also responsible for expedit- 
ing and inventory control departments. 
Member of N.A.P.A. 

Education: University Purchasing. 
Prefer New York City vicinity. 
Write: Box 206. 


Experience: Purchasing Agent, 7 years. 
responsible for inventory control, re- 
ceiving, stock room; purchase, follow- 
up, and expedite capital equipment, 
production on subcontract, MRO sup- 
plies, office equipment; IDP paperwork 
simplification. Ass’t. plant engineer, 2 
years, job evaluation, time study, waste 
elimination, machine design; Cap. Air 
Force. 

Education: B.A. mechanical engineer- 
ing; NAPA local association board of 
directors; value analysis committee 
chairman. 

Will relocate. 

Write: Box 212. 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, specify 
whether you want the ap- 
plicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 











Experience: Four years as buyer with 
major chemical producer. Responsible 
for purchase of engineered heavy plant 
equipment. This included: overhead 
cranes, man & freight elevators, exten- 
sive bulk conveying systems, packag- 
ing machinery, & pressure vessels. 
Education: BS., M.B.A. 

Will relocate. 

Write: Box 207. 


Experience: Employed two and one- 
half years with AAA-1 Ferrous Foun- 
dry buying foundry materials and com- 
ponents for ordnance and products de- 
partments. Previous experience in per- 
sonnel—Industrial Relations field for 
five years with a national company. 
Education: Bachelors in Economics; 
Masters in Industrial Relations. 

Will relocate. 

Write: Box 208. 


Experience: Purchasing agent and office 
manager 13 years. Purchasing experi- 
ence on all industrial equipment in- 
cluding machinery tools, plant equip- 
ment and materials, etc. Complete 
knowledge N.Y. area and modern 
methods. 

Education: Special courses on manage- 
ment, purchasing and personnel. 
Prefer New Jersey Manufacturer. 
Write: Box 210. 


Experience: Thirteen years in the elec- 
tromechanical field, covering all phases 
of procurement. Capable of setting-up 
and development of purchasing func- 
tion. Adaptable, work with blue prints, 
cost reduction minded, get along well 
with people. 

Education: College training in purchas- 
ing production and inventory control. 
Four years management development 
training. 

Will relocate. 

Write: Box 211. 


Experience: Director of purchases of 
large multi-plant paperboard packag- 
ing corporation is available due to con- 
solidation. 20 years purchasing expe- 
rience with present employer, last 5 
years as department head. Experience 
includes organizing, setting up policies 
and procedures, material contracting, 
buying major capital equipment, con- 
struction, inventory control, trade rela- 
tions, value analysis and traffic. 
Education: Two years college engineer- 
ing, plus many special courses in pur- 
chasing, finance, accounting, and other 
phases of management. 

Will relocate. 

Write: Box 219. 


PURCHASING 














*T.M. Reg. Hein- Werner Corp. 


A SHORT SUCCESS STORY THAT MAY SUG- 
GEST A NEW WAY TO JACK UP YOUR 
PRODUCTS’ SALES APPEAL: You really jack 
up Sales Appeal when you redesign a product to pro- 
vide far easier and faster operation with over 20% 
less weight and at 25% lower cost! 

That's just what the Saginaw Screw has done for 
Hein-Werner's “Screwball”* Jack, compared with 
hydraulic jacks of equal capacity. Because the nearly 
frictionless Saginaw Screw converts rotary motion 
(twirling the crank) into linear motion (lifting the load) 
with close to 100% efficiency. So maybe you could 
save a lot of effort, power, weight, space and cost 
(and get smoother, more dependable performance to 


boot) in your products . . . just by switching from 


Give your products 
NEW SALES APPEAL... 
switch to the 


idea is paying off 
like crazy / 


inefficient acme screws or costly hydraulics to these 
extraordinary Saginaw Screws! 


We're already building them in sizes from 112 
inches long for delicate electronic controls to 3912 
feet long for monster machinery. So if your products 
(no matter how big or small) use any kind of actuation 
device, Saginaw Screws may add just the “sizzle” 
you seek to thrust your sales into higher orbits. 


Why not find out right now? Just send us your 
catalog and our expert engineers will gladly suggest 
any possible applications without obligation. Saginaw 
Steering Gear Division of General Motors, Saginaw, 
Michigan . . . world’s largest builders of ball-bearing 
screws and splines. 


AGANnartv 


(by 
WORLD’S MOST EFFICIENT ACTUATION DEVICE NHEpain 
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With Cyclone Fence on guard around industrial 
plants, would-be thieves are really discouraged. They 
find that Cyclone Fence, with its sharp strands of 
barbed wire, is a most effective barrier. 

Cyclone Fence also controls entrance and exit 
traffic by compelling employees and visitors to use 
only authorized gates. 

Several styles of Cyclone Fence are available and 
one of them will surely afford the protection your 
property requires. For more information on Cyclone 
Fence and Gates, and on our expert erection service, 
just send in the convenient coupon. 

USS and Cyclone are registered trademarks 


ss) Cyclone Fence 


Cyclone Fence, American Stee! & Wire 
Dept. 298, Rockefeller Bidg., Cleveland 13, Ohio 


Send free booklet, “Your Fence.” 


Cyclone Fence Dept., 
American Steel & Wire 
Division of 


United States Stee! 
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Broken Contract 
(Continued from page 85) 


company when a sales contract 
is breached, otherwise the court 
may limit his recovery to much 
less than the actual loss sus- 
tained. In one case involving a 
breached sales contract the court 
said the fact that a reasonable 
substitute may be obtained in the 
market materially affects the 
question of damages and may 
even limit the recovery to the 
difference between the agreed 
price and what the article or com- 
modity answering the purpose 
would have cost. 

When entering into a sales con- 
tract the purchasing agent should 
always consider the possibility 
of non-delivery on the part of the 
seller. He should look into the 
future to try to foresee whether 
the seller’s failure to perform 
will result merely in the incon- 
venience of making a purchase 
from a different vendor or will 
cause a great financial setback to 
his company. 


Summary 


As a short summary of the law 
governing damages for non-de- 
livery in a sales contract the fol- 
lowing points should be remem- 
bered and a mental reference 
should be made to each by a pur- 
chasing agent when formulating 
a contract: 

1. If the material is readily 
available on the open market at 
the contract price, only nominal 
damages will be awarded for fail- 
ure to deliver. 

2. If the goods are available on 
the open market but at a higher 
cost than the contract price the 
damage collectable is the extent 
of the difference in the price. 

3. If the goods are not avail- 
able on the open market, nor a 
comparable substitute to the 
goods, the damage in case of non- 
delivery will be special and will 
be determined by the actual harm 
caused the buyers such as lost 
production, lost profit from a con- 
summated resale contract, etc., 
provided the special circumstance 
is known by the seller and was 
foreseeable by him when the sales 
contract was made. 

4. If the goods are for a special 

(Please turn to page 164) 
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Stop foam troubles 
anywhere... 


WITH DOW CORNING SILICONE DEFOAMERS 





. while here silicones stop foam in food processing 


Here, silicones kill grinder coolant foam . . 


THE MOST EFFECTIVE ... ECONOMICAL FOAM KILLERS 


speed production, increase capacity, and elimi- 
nate boil overs. Dow Corning defoamers give 
you the greatest effectiveness — a teaspoonful 
prevents mountains of foam. And they're easy 
to handle and store. 


Wherever there’s a foam problem in your 
plant, try a Dow Corning SILICONE DEFOAMER. 
Economical, efficient, SILICONE DEFOAMERS 
are available as fluids, emulsions or pastes for 
either aqueous or non-aqueous systems. They 


YOUR BEST SOURCE FOR ALL SILICONES... DOW CORNING 


. . These are but 


Water repellents, damping media, dielectric 
fluids and compounds, insulating varnishes, 
polishing agents, release coatings for paper, 
molding compounds, additives for cosmetic 
and toilet goods, paint vehicles, Sight Savers* 


*T.m.REG.U.S.PAT.C 


When you consider the entire cost, 


silicones cost less. 


silicone rubber (Silastic*) . 
a few of the many Dow Corning Silicones 
cutting costs for industry — and helping make 
good products better. For more information, 


address Dept. 209, Dow Corning Corporation. 


Dow Corning CORPORATION 


ATLANTA BOSTON CHIGAGO CLEVELAND 


MIDLAND, MICHIGAN 


OALLAS DeTroir LOS ANGELES NEW YORK WASHINGTON, DB. c. 
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Broken Contract 
(Continued from page 162) 


| fo fet water purpose but the purpose was not 

known to the seller when “4 

contract was made, then the sell- 

ROLLED er is not liable for special dam- 

ages. 

@ 5. The purchasing agent should 

la | la) oe take particular care to notify the 

vendor, as by a letter or a para- 

graph in the sales contract, of 

any special damages which will 

result from non-delivery, thereby 

insuring his company of a basis 

for demanding compensation for 
special losses. 

6. The law requiges a buyer to 
minimize his injuty by procuring 
his requirements elsewhere when- 
ever possible. 

7. Damages which will be dif- 
ficult or impossible to estimate, 
resulting from a non-delivery, 
will frequently be refused by a 
court as the court does not like 
to delve in speculation; so in 
this event, the purchasing agent 
should consider the inclusion in 
the sales contract a clause spe- 
cifying a sum representing liqui- 
dated damages to be owed by the 
seller if he is unable to deliver. 

President Theodore Roosevelt 
once propounded the philosophy, 
“Speak softly, but carry a big 
stick.” Certainly no purchasing 
agent relishes the thought of 
SAVES MACHINING suing a supplier to collect dam- 
ages caused his company by 
REDUCES SCRAP LOSS ad the supplier’s failure to deliver 


under a sales contract. By antici- 


‘e 


be 


«bees Be 
ee | aed | 


ACCURATE ROLLING 


oF “nm pating the possibility of having to 
ASSURES HIGH QUALITY collect damages under a contract, 


a purchasing agent can provide 
himself with the “big stick” which 
gives authority to his “soft voice” 


Cost reduction, achieved through the use of Edge- in his contractural relationships. 


water steel rings, is due to savings in machining 
time and reduced scrap loss. Edgewater rolled rings 
are formed to tolerances so close that a minimum 
of machining is required. Weldless rings are rolled 
from solid steel blocks by a process which produces 
a wide variety of cross-section shapes. Diameters 


are from 5 to 145 inches. wae ba —T 


Edgewater Rings. 


Edgewater Steel Company 


P.O. Box 478 «¢ Pittsburgh 30, Penna. For More Information Write No. 276 
For More Information Write No. 275 on Inquiry Card—Page 32 on Inquiry Card—Page 32> 
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EVERY BARNES BLADE IS BUILT FOR 
EXTRA LONG LIFE AND ACCURATE CUTTING 


From one metal cutting job to another, you'll find that a properly 
selected Barnes Blade will consistently give you longer service life and 
a greater degree of cutting accuracy. The uniform, high quality that’s 
built into every Barnes Blade is proved by its top performance at a 
lower ultimate cost. 


Call your Barnes Distributor today! He maintains a complete stock of 
Barnes Hack and Band Saw Blades to boost your production and lower 
costs. He also offers the services of a skilled Barnes Sales Engineer to 
quickly analyze your metal cutting requirements and provide peak 
production efficiency. 


w. o. BARNES co., INC. 


SUBSIDIARY OF NICHOLSON FILE COMPANY 





1297 TERMINAL AVENUE e DETROIT 14, MICHIGAN 
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smooth-performing 
ring rheostats 


New 100- and 150-watt sizes incorporate 
latest design improvements 


Naturally, they give you the same outstanding, proved 
design features you get in 25-, 50-, and 300-watt sizes. 
Exclusive “twin-contact” shoes insure uniform contact 
resistance, extra-smooth resistance change. Sintered, 
self-lubricating contacts can’t gall or seize, insure long, 
stable operating life. 

Ward Leonard Vitrohm vitreous enamel permanently 
bonds base and core, firmly secures the high-stability 
resistance wire. Base and core are of high-density, low- 
porosity molded ceramic of high dielectric strength. 

A new ceramic hub design substantially eliminates 
backlash and makes it easier for you to get fast delivery 
on special shaft requirements. 

For complete data, write for Ward Leonard Bulletin 
60RR. Ward Leonard Electric Company, 50 South 
Street, Mount Vernon, New York. (In Canada: Ward 
Leonard of Canada, Ltd., Toronto.) °.7 
ENGINEERING DATA 


Type Rating* Ring Max. Depth | Resistance Range 
Diameter | behind panel] (Stock Valves) 


3 Y32” 142” 
150R 150 Watts 4” 1%” 








100R 100 Watis 1 to 10,000 ohms 








1 to 10,000 ohms 
*—Ratings based on a 300°C rise in a 40°C ambient. 


























Contact Shoe: “Twin” metal graphite, equipped with integral 
copper leaf conductor ribbon riveted to the control arm. 
Contact Arm: Balanced beryllium copper, locked directly to 
insulating hub. 

Base and Core: High-grade ceramic of high dielectric strength 
with toroidally wound wire or ribbon of highest stability. 
Max. Voltage Spacings: 300 volts in accordance with Un- 
derwriters’ Laboratories Requirements. 


LIVE BETTER... E/ectrically 


WARD LEONARD ELECTRIC CO. 


RK CsGkK e Np MELE — Ons LA 
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First choice of the rocket 
and missile industry... 


Three superiative Marsh products 
are widely used and approved by 
the aircraft and missiie industry: 


MARSH Pressure Gauges... 
because they combine the most advanced 
features ever found in pressure, vacuum and 
compound gauges. There is a Marsh Gauge 
for every conceivable application. 


MARSH neeaie Throttting Vaives -.- 
because they are guaranteed to give micro- 
meter regulation at HIGH pressures— 
pressure up to 10,000 psi—and any temper- 
ature up to 500° F. 


MARSH vial Thermometers... 
because they offer the precision and accu- 
racy a precision industry demands. Most 
complete line; wide temperature ranges, dial 
sizes, patterns, finishes. 


All Marsh products available with AND threads 


MARSH INSTRUMENT CO, Soles Affiliate of Jos. P. Marsh Corp. Dept. G, Skokie, III. 


Marsh Instrument & Valve Co., (Canada) Ltd., 8407 103rd St., Edmonton, Alberta, 
Conadea. Houston Branch Plant, 1121 Rothwell St., Sect. 15, Houston, Texas 





For More Information Write No. 278 on Inquiry Card—Page 32 














CHANGES 


When you change your address... your 


title ... your company... please notify 
us without delay. We like to keep our 
stencil up to date to assure the correct 
addressing of your copies of PURCHAS- 
ING Magazine. In requesting any change 
be sure to include the old information as 


well as the new. 
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HAVE YOU CHECKED THE MERITS OF 


EP DRAWN 


STAINLESS STEEL? 


Are seamless construction, 
corrosion resistance, heat 
resistance, long-lasting dur- 
ability and economy impor- 
tant factors in metal parts 
and supplies used in your 
operations? If so, check on 
our deep drawn stainless steel work. Vollrath has the 
facilities to mass produce stainless (and vitreous 
enameled ) steel articles in any size or shape to your 
order. At your service are dies, engineering, draw 
presses, spinning and polishing machines—and 84 
years of metal-working know-how. Investigate now. 





Write today to: CONTRACT SALES DIVISION 


THE VOLLRATH co. Sheboygan, Wisc. 





WHAT DO YOU NEED IN 


CAST 


STAINLESS STEEL? 


Are cast parts required 

in your operations? It 

will pay you to look into 

Vollrath stainless steel 

castings for the finest in corrosion resistance, heat 
resistance, and machinability. Vollrath has the facili- 
ties to supply quality castings to your order: com- 
plete foundry, pattern shop, core room, annealing, and 
polishing. We specialize in sand cast stainless steel 
valve fittings, pump parts, food processing and chemi- 
cal equipment . . . in centrifugally cast stainless steel 
sleeves and non-ferrous metal castings. Investigate 
our services—no obligation. 


Write today to: FOUNDRY DIVISION 


THE VOLLRATH co. Sheboygan, Wisc. 


For More Information Write No. 279 on Inquiry Card—Page 32 











AS A USER OF WIPING MATERIALS 


PATRONIZE A MEMBER OF THE 
SANITARY INSTITUTE OF AMERICA 
BECAUSE 


THE SANITARY INSTITUTE OF AMERICA CONSISTS OF OVER ONE HUNDRED MEMBERS, 


PLEDGED TO MAINTAIN A HIGH STANDARD OF ETHICS IN THE PREPARATION AND SALE 


OF WIPING MATERIALS. FOR A LIST OF MEMBERS OR INSTITUTE SPECIFICATIONS WRITE 


THE SANITARY INSTITUTE OF AMERICA, 173 W. MADISON STREET, CHICAGO 2, ILLINOIS. 


THE SANITARY INSTITUTE of AMERICA 


173 WEST MADISON STREET 


CHICAGO 2, ILLINOIS 
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Jones & Laughlin announces 


JALCASE 100 


improved high-strength, stress-stabilized, 
wear-resistant, cold drawn bar steel 


Jalcase steels are no novelty—J&L 
has been producing ten cold-fin- 
ished grades for years—but a free 
machining steel with the proper- 
ties of Jalcase 100 is new. This im- 
proved steel has a higher level of 
wear-resisting hardness than pre- 
viously available and a favorable 
balance of other desirable cost- 
reducing in-the-bar properties. 

Three principal features of the 
new Jalcase 100 are: 


1. A guaranteed minimum yield 
strength of 105,000 pounds per 
square inch (psi) in round bar 
sizes up to and including 14- 


+ 


— 
eee 


ee 


6 
of 


> a 
ie 


Warpage problems requiring straighten- 
ing after machining are minimized by 
the use of Jalcase 100. Balanced resid- 
ual stresses have been achieved by an 
advanced cold drawing process. 


inch, 100,000 psi over 14-inch 
through 3-inch, and 90,000 psi 
over 3-inch. 

. Guaranteed minimum hardness 
of 248 Brinnell in sizes up to 
14-inch inclusive and 241 
Brinnell for larger sizes. 

3. Stabilized residual stresses to 
reduce after-machining distor- 
tion problems. 


The increased hardness of this new 
steel means dependable wear re- 
sistance for finished parts. In addi- 
tion, while Jalcase 100 can readily 
be surface-hardened when neces- 
sary, its extra strength and hard- 
ness are sufficient to eliminate any 
need for subsequent heat treat- 
ment of parts for many applica- 
tions. This can mean substantial 
savings. 

The stabilized—or balanced— 
residual stresses of Jalcase 100 are 
especially important to automatic 
screw machine operators and 
others who need stable free ma- 
chining bars with a maximum re- 
sistance to distortion after machin- 
ing operations. Key slots in shafts, 
for example, need no longer be a 
major source of trouble. 

Jalcase 100 has a chemical anal- 
ysis equivalent to Jalcase 9 and 10 
(AISI C-1144), and is a free-ma- 
chining steel. In fact, one major 
user has already reported a ma- 
chinability index of 82%, a rating 
relative to the low carbon free- 
cutting grade B-1112 at 100%. 


J&L technical consultants are 
available to discuss the applica- 
bility of Jalcase 100 to your spe- 
cific production needs. If you’re 
interested in a more uniformly 
hard steel, with higher strengths 
and good machinability—and you 
wish to avoid the expense of addi- 
tional heat treatments and prob- 
lems of distortion—contact your 
J&L salesman or write to Dept. 
498, Jones & Laughlin Steel Cor- 
poration, 3 Gateway Center, Pitts- 
burgh 30, Pennsylvania. 


Close size accuracy and exceptionally 
high wear resistance are assured when 
using Jalcase 100. Production costs can 
be cut substantially. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 


SEPTEMBER 29, 1958 
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attitude toy an 


Paper Company 


Fort Howard Paper Company 


Green Bay, Wisconsin ae 
— ° : ° ——- et — a 
America’s most complete line of paper towels, tissues and napkins 2} |e Ce 





Don’t just take your metals for granted —specify the 


properties you need. The Man from Anaconda may 





come up with some very interesting answers. 





To stimulate sales of its top-quality fold- American Brass suggested three alloys. 
ing rule, and to meet Navy specifications, Eagle Rule chose Ambronze-420 (88 
Eagle Rule Mfg. Corporation sought a Cu, 11 Zn, 1 Sn) because rule joints of 
metal for rule joints that would resist this alloy met all requirements, with- 
wear and corrosion, and provide the stood 400,000 cycles in wear test ( Navy 
proper spring tension. Phosphor bronze, required 7000). It cost only pennies per 
which had these qualities in excess of pound more than yellow brass, much 
needs, cost too much. less than phosphor bronze. 


ea cd % re 

Up where TV broadcast antennas stand, 
normal wind causes flexing of metals. So 
jumpers between coaxial cables and ra- 
diators must be resilient — beside being 
conductors, giving some structural sup- 
port. Ordinary phosphor bronze seemed 
adequate, but there were fatigue failures. 


RCA listed desirable properties of phos- 

phor bronze — added extra high endur- " 

ance, extra-long fatigue life. Americar Technical Oil Tool Corp. asked Anacon- American Brass technical specialists sug- 
Brass suggested Duraflex”, Anaconda da to help select the metal for a new gested Nickel Silver, 18%-719 as best 
supe rhine-grain phosphor bronze. RCA magazine-type clip used to close surgical suite d to meet all requireme nts. Auto- 
tried it, found it the answer—at no extra incisions. The metal had to provide the clip, shown in use above, is the result. 
cost—specified Duraflex to the manufac- right tension to hold edges together, yet. Incisions are held together with least 
turer, Dielectric Products Engineering open easily—form readily, hold sharp damage to tissues. Surgeons can work 
Co., Inc., Raymond, Maine lie-cut edges, be proved in surgical use. faster in applying and removing clips. 


rARTING with 93 standard alloys, The American Brass Com- 
S pany can make minor variations in composition, fabrication, 
and annealing to provide an almost unlimited number of combina- 
tions of useful properties. When new or unusual proble ms arise, ask 
for the help of the Technical Dept. in selecting the right metal. For 
such help or a copy of Publication B-32, “Anaconda Copper & 
Copper Alloys,” write: The American Brass (¢ ompany, Waterbury 
20, Conn. In Canada: Anaconda American Brass Ltd.. New To- 
ronto, Ontario, Canada. 5850 


COPPER ¢ BRASS ¢ BRONZE e NICKEL SILVER 
MILL PRODUCTS 
Made by The American Brass Company 


For More Information Write No. 152 on Inquiry Card—Page 32 
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RESINALL’ 
METALITE 





Special rig for strapping welds on tubular steel 
hospital table handles does a faster job with 50 


and 240-X RESINALL METALITE Cloth Belts. 


The new “91 Coat” is the sharpest, roughest, toughest, fastest cutting abrasive 
known in the metalworking industry today. Why not prove it on your 
toughest jobs . . . just ask your Behr-Manning representative to show you 
how “91 Coat” RESINALL METALITE Belts save time and money. 


BEHR-MANNING Co. } 


TROY, NEW YORK 
A DIVISION OF NORTON COMPANY NORTON a 


ABRASIVES 
BEHR-MANNING PRODUCTS: Coated Abrasives «+ Sharpening Stones Pressure-Sensitive Tapes 


NORTON PRODUCTS: Abrasives * Grinding Wheels * Grinding Mc fra * Electro Chemicals 
In Canada: Behr-Manning (Canada) Ltd., Brantford For Export: Norton Behr-Manning Overseas Inc., Troy, N. Y., U.S.A 





